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OT an ordinary pattern, but the 
creation of a sculptor of inter- 
reputation, 

Mr. Fraser is well known to 

the American public through his de- 

signing of “The End of the Trail” and 
the Buffalo five-cent piece for the 

United States Government, aside from 

his works which adorn many of the 

country’s most prominent public build- 


national 
Fraser. 


ings. 


So that the women of America, the 
buyers of silverware, may know the 
Alvin Victory pattern better, and know 
that it is a creation of James Farle 
Fraser, big space advertising will ap- 
pear in Good Housekeeping, Woman’s 
Home Companion and Ladies’ Home 
Journal, three powerful women’s publi- 
cations, throughout the entire Fall 


season. 


This advertising is going to stir up a 
big interest in the Victory pattern. 
Take advantage of it. 
displays of Victory pattern,— and 
show it on every occasion. 


Alvin Silver Company 
Sag Harbor, N. Y. 


Chicago, 10 S. Wabash Ave. 
New York, 20 Maiden Lane 


IAW SILVER 


The Long-Life Plate 
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Fall and Winter Jewelry in Its Relation to Dress 


Abstract of an address delivered before the A. N. R. J. A. at Chicago, August 28, by Miss 
Isabelle M. Archer, Fashion Expert of THE JEWELERS’ C1RcuLAR, 

















[! is as Mr. Willson says, the trip itself has 
not been of fhe easiest. In fact, it has 
been a series of difficulties, starting away 
back last March, when I first put in a re- 
quest for my passport, until last Friday, 
when I was finally allowed to enter my 
own country again. The passport itself 
was not given to me until after peace was 
signed last June, and then, as I had no 
way of telling whether I should receive it 
or not, I had not been able to reserve ac- 
commodations for my eastward passage, 
and it meant a desperate rush to find a 
stateroom on any boat going to Europe, 
and then a rush again to make the boat. 
I sailed on July 12 on La Savoie for Havre. 
So short had been the time between the 
obtaining of my passport and by sailing 
that cables had to be sent to announce 
my coming to the Paris houses, for letters 
mailed in New York only arrived with me, 
and I soon found that to obtain interviews 
] must resort to the use of the Paris tele- 
phone, an instrument that is surely an 
abomination and a curse. But I finally ob- 
tained the necessary appointments, and be- 
fore I had left Paris I had seen altogether 
34 different houses, covering the lines of 
jewelry, costume fashions and other houses 
representing dress accessories beside the 
hair-dressing establishments, art firms, and 
publishers of trade and fashion magazines. 
It was a busy two weeks, but in that time 
I obtained the knowledge I was after, and 
Ihave brought you back all the news and 
gossip that will be of interest and practical 
worth to American jewelers. 

Costume styles for the coming year are 
taking a decided change, and as Mr. Willson 
has pointed out, now is the time to prepare 
for this advance in fashions, for American 
jewelers can be ready with jewelry appro- 
priate for the new gowns while Paris and 
London are still looking on and wondering 
what the jewelers’ output is to be. You 
know to what extent fashion detail has 
its effect on jewelry styles, and these de- 
tails with the jewelry novelties which the 
style has provoked, or whose favor is em- 
phasized, are the vital questions which this 
valuable trip makes me ‘able to answer. 


The New Gown Styles 


First and foremost among these new 
Styles must be considered the evening 
gowns, for as “Hints from Paris” have al- 
ready told, they are to be more wonderful 
than ever, and as they are to be practically 
sleeveless and almost without a bodice at 
all, jewelry will play a more conspicuous 


part than ever in the gowning of the fash- 
ionable woman for the evening. The color 
comes first in importance, and after that 
the material and contour of the gown. So 
we will take a model as an example and 
choose appropriate jewelry for. use with 
this new evening gown. It is to be black, 
we will say, but this black material will 
have to be exceedingly sheer, and beneath 
it will be used an underlining, practically 
a tight fitting sheath, of cloth of gold. A 
gold fringe will trim the lower edge of the 
skirt and a train will hang from a “V” 
point just above the waist, and this will 
be embroidered in gold thread and edged 
with a gold fringe. What there is of a 
bodice will be an entwining of black satin, 
cloth of gold and the sheer black veiling, 
and the single strap over the left shoulder 
will be of gold cord. The skirt, instead of 
the long draped effect, will be short and 
straight, and what little there is of drapery 
will hang from beneath the train at the 
back and onto this skirt falling to about 
the knees. 

For this gown there will be an elaborate 
coiffure, with at least two jewels for its 
ornaments. The hair will be turned back 
from the ears and off the forehead, and 
whether it is short cut or curled and puffed, 
it will be held high from the neck and 
closely bound to the head. There will be 
a bandeau, but not the kind that runs com- 
pletely around the head, for on either side 
it will be lost beneath the locks. Then, at 
the back, there may be a fastening comb 
or barette, a high standing Spanish comb, 
or if the style is more becoming, a long 
hanging pendant. Earrings will be used ~ 
unless they are particularly unbecoming, 
but earrings are now high in favor, and 
during the Winter more earrings are to be 
seen than for several past seasons. 


The Appropriate Jewelry 


A necklace will be worn with this even- 
ing gown, and if it is very new in style it 
will have a double pendant, that is, one 
hanging at the back as well as the usual 
pendant in the front, the back pendant be- 
ing not quite so large and elaborate as the 
other, but matching it in its gem setting 
and following it in pattern. Bracelets and 
finger rings will be used with this evening 
costume, of course, and there will be added 
to this collection of jewels an anklet, and 
a pair of gemmed slipper buckles. 


The Anklet Fashion 
There is controversy just now regarding 


this anklet fashion, but I am sure that it 
is to be a universal style and not just a 
passing freak, for it has in its favor great 
beauty besides its mere attractiveness. But 
to be new, whether it is worn over or be- 
neath the stocking, the anklet must. be 
tight fitting and flexible, not of the bangle 
variety. 

The gems which are likely to be used in 
these evening jewels are any of the colored 
gems, pearls and diamonds, or where indi- 
vidual preference is shown, diamonds will 
be used with black opals, with amethysts, 
or even with the striking blue turquoise. 

Such combinations of colored gems are 
shown for evening wear as the topaz and 
emerald together, or they are used in the 
different jewels. For this black and gold 
gown a set of jewels—of course, they will 
be platinum mounted—might show the 
topaz to emphasize the gold flashing 
through the black net of the gown, with 
emeralds to give a contrasting note. In 
this way the topaz would appear in the 
earrings, and emeralds in the band across 
the forehead. A combination of the two 
gems would appear in the double pendant 
or necklace; on one arm would: be worn 
emerald mounted bracelets, and on the 
other circles and topaz and diamonds as 
their gems. The finger rings would show 
an intermingling of the two colored gems, 
and for the slipper buckle and the anklet, 
diamonds would predominate, with a pair 
of emeralds and a topaz perhaps flashing 
from their platinum mountings. 


Fans to Be Popular 


Fans are to be used again with all even- 
ing costumes, but they differ from those 
of previous seasons in their shapes, and 
instead of the broad fan, the single feather 
on the one stick handle or the small fan of 
painted gauze will be in vogue. Here is a 
chance for a repetition of the gem color 
idea and with that gown of black and gold 
and as our jewels are emeralds and topazes, 
the green of the emerald will be chosen as 
the fan color. 

Such a costume as this one makes a good 
example to emphasize the connection be- 
tween jewelry and the new fashions. I 
went abroad first to find out what the 
fashions in dress were to be, and then to 
decide how those styles would influence 
the designing of new pieces. And this cos- 
tume surely is a pointed example, with its 
specialized hair ornaments, the return of 
earrings to favor, the double pendant neck- 
lace and the use of the bracelet. The ac- 
ceptance of the anklet as a necessary ac- 
companiment to the evening gown and new 
color scheme of the jewelry which so 
closely relates to the gown and which 
makes the principal color and the only 
color emphasis in the whole costume. This 
close connection between the modern 
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Have you any of the new Larter Signet 
Rings? Since they are made of 14K 
Green Gold in attractive shapes and 
further enhanced by characteristic 
engine turning and engraving they will 
prove an appealing and profitable ad- 
dition to your line. 


September 3, 1919, 


= 


























September 3, 1919. 


gown and modern jewelry is shown 
throughout the new costume styles. 
Jewels for Daytime Wear 

For daytime wear there is color, form 
and material to be considered besides the 
designs, shapes and the sizes of the jewels, 
and attention to these now will mean for 
you such a practical matter as added sales 
when the time comes for these new gowns 
to appear on their wearers. 

I have already told you in the pages of 
THE JEWELERS’ CIRCULAR of the new colors, 
of the abundance of fresh materials, and 
of the latest gown contours, and I wish 
to tell you today of the new factors in the 
jewels themselves. 

Preference for Smooth-Cut Gems 

There is a decided preference for 
smooth-cut gems in the vast majority of 
the handsomest jewels, but these are ‘natu- 
rally more often the colored gems than 
diamonds, although even cabochon cut dia- 
monds are now appearing. Pearls are in 
the foreground and will continue to be 
during the Winter. But its nearest rival is 
the smooth cut emerald and high rounded 
sapphire or huge star rubies, disk shaped 
black opals, or deep tinted smooth sur- 
faced amethysts. 

These gems are sets in all of the finest 
jewels. Generally they appear with con- 
trasting faceted diamonds, but many of the 
pieces show these smooth cut colored gems 
with carved platinum or millegrain plati- 
num wire as their only foil, and an excel- 
lent foil this makes. 

New Designs in Jewelry 

After these smooth cut gems the next 
most noticeable jewelry type is the piece 
showing a subject design; that is, a pic- 
torial presentation carried out in faceted 
gems or enamels mounted in platinum. 
These jewels differ entirely from the former 
pieces which were generally carried out in 
large semi-precious stones. For their pic- 
tures landscapes, marines, flower subjects 
and figures are cleverly depicted in finest 
colored enamels and great quantities of 
faceted gems. These subject designs are 
used for necklace, pendants and plaques 
set in fillet or bandeau for the hair, in 
brooches and brooch pendants, and many 
are used as ornaments in utility pieces such 
as fan handles and bag mounts. 

Contrasting with these we have in the 
new arrangement in semi-precious stones, 
and this being the very opposite of the 
subject, designs in the use of geometric pat- 
terns and in entwined lines for all tailored 
jewels or pieces appropriate for wear on 
the street or during morning hours of the 
day. And where at one time the subject 
designs were carried out in semi-precious 
stones, now the entire field is reversed. 
The subject design shows the gems and the 
geometric pattern the opaque stones and 
such colorful stones as citrine-quartz, zir- 
cons, aquamarines and peridots. 

Youthfulness the Keynote in Winter 
’ Fashions 

Youthfulness is to be the keynote of the 
Winter fashions. This reflection of our 
peace time gaiety is seen in the exceedingly 
short sleeves on many afternoon gowns, in 
the sleeveless, backless evening gowns, in 
the shorter, fuller skirts, in the picture hat 
and the short cut hair. There is a marked 
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return to the picturesque in all costumes. 
There are the large evening hats and those 
for day time are dropping their severe 
tailored lines and taking on an added 
youthfulness in soft folds, double brims 
and giddy feather trimmings. Feather 
fancies, as they are called, are appearing 
in Paris, set at extreme angles on the new- 
est hats. These styles have not arrived in 
America to any extent, but they are com- 
ing and when they do, you will see ai- 
grettes standing out far beyond the small 
brims of the new hats or oddly cut and 
colored wings and quills standing high 
above exceedingly tall crowns. It is all 
an effort to gain picturesqueness and 
youthful prettiness in costumes, and it is 
welcomed with open arms, 

For the jeweler, this means a like gaiety 
in jewelry designs and a choice of the 
prettiest patterns. It also means many a 
novelty and sometimes an entire new 
jewelry line, and the quicker these pieces 
are put upon the market, the better it will 
be for you, the American jeweler. 

I am here to tell you what will be de- 
manded. It is for you to look ahead and 
be ready to supply this call for these ap- 
propriate novelties. 


Bangle and Flexible Bracelets 


Except for the watch bracelet, all styles 
in bangles and bracelets have been rather 
quiet for the last few years, but now with 
the youthful short sleeve coming into 
vogue and the shorter skirt, a matter only 
of a few weeks’ tryout, there will be many 
a new bangle and flexible bracelet in de- 
mand. They are appearing now in Paris 
in many a new pattern and the favorites 
among them, although designed along the 
lines of our flexible bracelet, are far more 
ornamental than this usual type. They 
come in all widths, but the more popular, 
I think, are those in extreme sizes, either 
particularly noticeable for their great 
width, or for their exceeding slenderness, 
and instead of the box setting being even 
in the row, it is turned very often so that 
each little box is joined end on end, the 
points connecting with a diamond set be- 
tween. The new way of wearing these, 
too, is interesting, for instead of a single 
bracelet upon each wrist, the exceedingly 
short sleeve allows of a number of brace- 
lets or bangles on each arm. There is an 
especially effective bracelet style where 
strings of pearls are wound about the 
wrist, or on one arm they appear on the 
wrist and the other above the elbow. 
These pearl bracelets are in reality long 
pearl ropes wound about the arm, but for 
a fastening they have a large clasp of plat- 
inum set with diamonds, and by this clasp 
they are held in place. Diamonds, too, are 
used in this way with a series. of bangles 
closely fitting the arm and running from 
the wrist almost to the elbow. Sometimes 
these diamond bangles will be all one size, 
but one set I saw in Paris had the narrow- 
est diamond bangle at the wrist and four 
others were used in graduated sizes, the 
largest around the wider part of the fore- 
arm, and this.one had emeralds added to 
its pattern of diamonds and platinum. 

For day wear these braclets are madeé 
up in semi-precious stones and enamels or 
gold bangles, minus gems, are used where 
the gown is a cloth frock to be used in 


the house. Platinum, too, is made up in 
this way with a variety of bangles pat- 
terned in engraved geometrical lines, while 
others are frosted and some plain polished 
and these are used altogether on one arm. 
So be ready with your bracelets for the 
time, only a few months hence, when the 
shorter sleeve becomes the usual thing in 
America. 
New Styles in Finger Rings 

Finger rings show a number of new 
styles and the solitaire has given place this 
year to the twin stone or the cluster ring 
and these clusters themselves are entirely 
new in pattern and form. For the twin 
stone rings. a square cut diamond ‘is used 
with a matching shape in a sapphire, em- 
erald, or ruby and each stone is framed 
in a separate band of platinum wire: The 
clusters differ a little from this method of 
setting and it is curious to see a variety 
of colored gems, a canary diamond, per- 
haps with a peridot and an amethyst, 
mounted as a single gem might be, with a 
carved platinum frame on either side of 
the bezel, but the tiny prongs of the gem 
setting hardly visible, making the three 
colors appear as a single gem in a group 
with either a triangle or a circle. as its con- 
tour. 

Then there are the diagonal patterns, and 
these again are many colored like the clus- 
ter rings, but the gems run in a long line 
up and down the finger, and cross-wise on 
the ring circle, and as they are worn sev- 
eral of them together on the hand they 
give a startling effect of a number of diag- 
onal lines on the fingers running from the 
lower point toward the thumb, to the up- 
per point toward the little finger. There 
is a tendency, too, to wear rings all of a 
color on one hand and a contrasting color 
on the other hand, so that on the left hand 
may be rubies and on the right hand em- 
eralds, keeping to the port and starboard 
colors of a vessel, or if this is not desired, 
then sapphires may appear on one hand 
and gold and brown topazes on the other. 

The little finger rings are shown in Paris 
with an elongated bezel reaching from the 
ring circle down on the knuckle below the 
little finger and these are so turned on the 
finger than the bezel rests almost on the 
outer edge of the hand. It is a very ef- 
fective ring for use at the dinner table, 
for when the glass is raised to the lips the 
gems in these rings become particularly 
prominent. 

The ring for the index finger has also 
gained in popularity lately and rings are 
being designed now, especially for wear 
on these fingers. For day time they are 
made rather more close and heavy in con- 
struction than the usual designs, and for 
evening they are noticeable for the great 
size of their gems. After the style of the 
East Indian snake eye, these may be the 
only ring worn and then one will appear 
on each index finger. But that method of 
wearing the index finger ring is the most 
startling of the whole type and not the one 
to become the most popular. The tailored 
form for wear in the day time in the house 
is the one which is going to be used and 
especially favored by the younger members 
of the smart set, and it will be copied, I 
am sure, throughout the country. 

There is‘a decided call for decorated 
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and gem set wedding rings, and I think if 
the count were taken, the next six months 
would see more engraved or gem-set wed- 
ding rings sold than there would be of the 
plain gold or platinum circles. These 
rings are either entire bands of diamonds 
or colored gems bordered in a fine gold or 
platinum ring is hand carved and some- 
times set with one or more diamonds, 
pearls or colored gems and very often 
‘these are made to match the engagement 
ring so as to be worn with it to the best 
advantage. The gems will be in the same 
position in both rings, the diamond above 
the diamond and the sapphire with the 
sapphire so that the two together make, as 
it were, a deep gemmed band. 


The New Hair Ornaments 

I have already said a little regarding the 
new hair ornaments which will be in de- 
mand for use with latest close cropped 
styles, but let me emphasize the fact that 
too much attention cannot be paid to these 
jewels during the next few months. Ban- 
deaux will be in demand, but remember 
this is not the ordinary style. This new 
form is the shorter line of gems finished 
with elastic or with a small comb or clasp 
on either end, and it will be used across 
the forehead, but disappear on either side 
beneath the side locks. Then there will 
be the necessary combs and barettes to 
hold the short locks of the bobbed hair in 
place and even the cut of this coiffure will 
be altered, for instead of the straight lines 
the hair will be thrown back from the 
forehead and turned into a curl behind the 
ears. There is another style of head dress, 
too, that will interest you. It is a contour, 
given by the use of the side parting, and 
it makes the coif of different appearance 
on the two sides of the head, which means, 
for the jewelers, attention to the single 
comb, a single jewel that must be heavy 
enough to hold the coil of the knot at the 
back of the hair, in place. The Spanish 
comb is now used in this manner, out- 
standing from one side of the head, but 
there is also a demand for something dif- 
ferent to use in its stead, and this must be 
ready for the first evening affairs of the 
season. 

Brooches 

Among brooches, there are two decided 
types to which I wish to call your attention. 
One is the small brooch and the other is 
the exceedingly narrow bar pin. The 
small brooch is a jewel not over two inches 
in length. Its shape is an oval, oblong 01 
lozenge form, and it is set in either of two 
manners, the first style with a single huge 
gem and the other gem setting is a cluster 
of small gems upon a ground of open- 
work platinum wire. This is the brooch 
to be used on many occasions and for that 
reason has gained rapidly in popularity. 
It will be one of the season’s best sellers, 
and the more variety in its pattern and 
design, the better, for it has not yet a 
stable form, and its only limitation is in 
its size. The new bar pin shows decided 
slimness and new arrangement in gem set- 
ting. It is minus the center stone and it 
makes a bar of filigree work or a strip of 
engraved or plain polished platinum or 
gold, with the gems clustered at either end. 
The bar itself is either deeply furrowed 
or raised in a rounded form of a series of 
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long unbroken lines which fan out at the 
ends and are finished with gold or plat- 
inum globes or with gem clusters. 


Fashion in Necklaces 


Besides the double-pendant necklaces 
mentioned before, we also are to see the 
triple pearl strings coming into fashion 
this winter. This will be a combining of 
necklaces of various lengths or a jewel 
which has been made particularly on these 
lines and then a large diamond clasp will 
hold the three strands in place and the 
strands themselves will join for several 
inches on either side of this clasp and only 
separate at the center of the necklace 
where the pearls are gradated in size. 
This use of the triple string is also re- 
peated in pearl ropes where, if three ropes 
are not used, at least two will be seen, one 
much shorter than the other, and both 
without pendants. 

I have been asked my opinion on the re- 
turn of the waist line dress, and whether 
or not its return will have any definite 
effect on jewelry styles. My answer is 
that there will be two gown contours this 
Winter, the straight line, appearing in 
many house dresses and the gown minus 
belt or girdle, being used for street wear 
and for the evening. The effect of these 
two varying contours on jewelry will be a 
matter of a longer or shorter line in pearl 
ropes and necklaces, for the waist line 
dress naturally the shorter necklace will be 
used, but with the straight line gown the 
longer rope is far more appropriate and 
altogether more artistic, for you can 
readily see that with a long string of pearls 
or chain holding a pendant, if a girdle ap- 
pears on the gown, the line of the rope is 
broken and crossed by the emphasized 
waist, and on the other hand if, with a 
gown of long straight lines and no belt 
or mark at the waist, a short necklace 
were used, the effect would be lost—for 
repetition of line makes for emphasis, and 
grace is added to the straight line gown 
when the necklace is a long graceful loop. 


Gold Jewelry Seen Abroad 

Gold pieces abroad take on different 
style from anything I think I have ever 
seen in America. This is an outcome of 
war times, of course, but the art and the 
beauty shown in the designs is well worth 
notice now. Many of the handsome gold 
pieces are overlaid with gem set platinum, 
and it is in these mountings that their 
greatest interest lies. These jewels are 
not only utility pieces, but many personal 
ornaments and evening jewels are being 
made up in this gold and platinum combi- 
nation and they are remarkably handsome. 
Gold bracelets are overlaid in geometrical 
strips of diamonds in box settings or in- 
visible platinum wire as their mounting. 
Finger rings have gold bands and platinum 
bezels with the gold used as a foil and a 
border to the platinum and gem setting. 
Brooches show platinum and gold entwined 
as a ground for diamonds and the colored 
gems, and, of course, this elaborate use of 
platinum and diamonds with gold makes 
especially handsome utility pieces. 

For men’s jewelry, it appears on the 
watch fobs and penknives, pencils and 
wrist watches, and is also used for cuff- 
links and scarfpins, while such pieces as 
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pocket cases and smoker’s paraphernalia 


are made into elaborate jewels by this add- | 
ing of platinum to the gold ground. Ciga- | 


rette holders are seen in abundance in all 


the London and Paris shops and they are | 


made up in such a variety of materials and 


such a myriad of patterns they are posi- | 


tively bewildering. In shape, too, they 
differ from the American makes and there 
is one attractive cigarette holder formed 
almost after the style of the asparagus 
holder which claps the cigarette at right 
angles, and in order to form a pendant on 
a chain this little cigarette holder has a 
loop for a handle. 


Utility Pieces 
London is the home of many an excel- 


lent utility piece, and bags, purses, canes, 
umbrellas and parasol handles, fans, toilet 


articles, pieces for the den, vases for the | 


drawing room and tea sets and after-dinner 
coffee sets, have an unmistakable stamp of 


originality about their materials and de- | | 
The new bags are in soft suedes | 


signs. 
and colored kids, but tans and buffs are 
great favorites and are mounted heavily on 
gold and platinum or gold and platinum 
combined with gem settings held in plat- 
inum. Beaded bags are now a matter of 
much mounting and few beads which 
means, no doubt, that their popularity is 
waning. Bag shapes are very unique, but 
in size there is not much change and most 
of the new bags are uniform in their keep- 


ing within the four by five-inch limit. Pig- | 


skin, mustard colored suede, or soft, pale 
tans and buffs in undressed kid are made 


to take the place of mesh bags by their | 


elaborate diamond and platinum decora- 


tions. These diamonds appear not only || 


in the mountings and their chains, but in 
the form of a watch with which the bag is 
set and in the monogram plaque while even 
an elaborate border or fringe of gem 
mounted platinum is also added. These 


plaques and decorations are riveted on the | 


bag material and set in various places, the 
watch perhaps, just below the mounting 
and the monogram plaque in a lower cor- 
ner and some of the handsomest bags are 
closely studded over their entire surface 
with diamonds mounted in platinum, or 
with the colored gems circled in gold. 

Many more novelty and fashion details 
I might tell you about, but this will suffice 
to show you what is meant by the close 
connection of the new jewelry patterns 
with Paris gown styles and to give you 
an idea of the coming jewel novelties. 


America as a Fashion Leader 


“A word to the wise is sufficient” they 
say, so I want to say just a word regard- 
ing the position of Paris and her leader- 
ship in the matter of styles, to you. This 
leadership is decidedly losing its effect and 
America need no longer look to Paris and 
London for all of her costume styles. In 
face, it is recognized in Paris that America 
has become a close second and Parisians 
themselves allow that the two countries 
are exchanging their views on costume 
fashions. Shoes with the so-called Ameri- 
can toe caps, are the thing of the moment. 
Certain frocks are recommended as having 
the American sleeve, which means the long 
tight sleeve pattern. Skirts, although 
growing shorter and fuller here, are in 
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+. gaining in length, which even then 
P ght ome Hl to be shoe tops, and for 
only aba America is to be congratulated. 
gr the two countries there has been 
a silent understanding regarding certain 

tume details and these matters, the 
ie of interest to the jewelers, are the 
vestions which my valuable trip has made 
me able to answer. _Let it be understood 
that there is no practical reason why Amer- 
ica should not become, in the next few 
years, the real leader in all costume 
we conclusion of Miss Archer’s 
speech many interesting questions were 
asked relating to the new jewelry styles. 
One of the first questions was in regard to 
the platinum bandeaux mentioned in Miss 
Archer’s speech, and in her answer she ex- 
plained in detail the form, constructicn 
and decoration of these jewels, saying that 
the idea was to have these platinum ban- 
deaux in either one or the other of the two 
extreme sizes, either very narrow and fas- 
tidious at the edges or broad and flat. 

In the answer to another question it was 
explained that pearl necklaces would now 
follow the double and triple string chains. 
The subject of black onyx came up for dis- 
cussion, and in answer to a question re- 
garding the feasibility of bringing black 
onyx once more to the fore, Miss Archer 
said that in her opinion that although the 
demand for black and white was still in 
evidence yet, because of the prevalence of 
mourning jewelry in both France and Eng- 
land, the idea of black and white would nat- 
urally be seen to some extent but as far 
as having a black and white style in itsef, 
this does not agree with the general idea 
of bright colors and youthfulness that is 
the true keynote of all the new jewelry 
styles. However, there was one form of 
black onyx mentioned as being new, and 
that was the use of large pieces of the onyx 
set in brooches, finger rings and necklace 
pendants as another colored gem would be 
used with the usual frame of open work 
platinum and surrounding diamonds and 
pearls, 

“Jewelry for men is to be more varied 
than ever and with added elaborateness and 
designs of the pieces,” said the speaker in 
answer to a request for a full description 
of men’s jewelry. “Smooth cut diamonds 
are to be used in these pieces following the 
style for these rounded stones in other 
jewels. Platinum will be used in making 
the great majority of all pieces for men 
whether it be small pieces or such objects 
as cigarette case and holders, pencils and 
pocket knives. Vest chains are to be 
broader in patterns again with a new double 
linking running throughout the chain. Fine 
braid patterns are also to be used and the 
Waldemar is to be the popular style.” 








Requiring one procuring a loan upon a 
chattel mortgage to keep the property in- 
sured for the benefit of the mortgagee 
is held in the California case of Niles v. 
Kavanagh, 175 Pac. 462, annotated in 1 
ALR. 831, not to render the transaction 
usurious, although the lender receives full 
legal interest for the loan, where the pre- 
mium does not go to the lender, and is in 
NO sense compensation for the use of the 
money. 
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JEWELRY MARKET IN CUBA 





Trade Commissioner S. W. Rosenthal Re- 
ports Unusual Opportunities for the Sale 
of American Jewelry in That Island 

Cuba at this time presents unusual op- 
portunities for the sale of American 
jewelry, silverware and kindred lines, ac- 
cording to a report by Trade Commissioner 
S. W. Rosenthal, of the Bureau of Foreign 
and Domestic Commerce. The island is 
exceptionally prosperous because of the 
high prices which it has received in the last 
few years for sugar. 

Cuban markets have been open to Ameri- 
can manufacturers since the beginning of 
the war because of curtailed shipments of 
jewelry from the usual sources of supply. 
Germany has shipped nothing and the 
jewelry from other European countries was 
for the time being of inferior workman- 
ship. These circumstances, the trade com- 
missioner states, have given American 
manufacturers an exceptional opportunity 
to increase their trade. 

Although Cuba is a comparatively small 
country, with a population but slightly 
larger than that of the State of New Jer- 
sey, it is a good field for American manu- 
facturers who are interested in foreign 
trade: first, because of its accessibility, 
Habana being within eight hours of Key 
West and within three days of New York; 
second, because it is a wealthy country; 
third, because it is developing rapidly. It 
is the logical place to start in Latin-Ameri- 
can trade, because of the preferential rates 
of duty which American merchandise en- 
joys and the comparatively low cost of 
selling. 

Cubans are fastidious dressers. They 
are fond of jewelry, and lavish in their 
expenditure for it, since their fashions en- 
courage the wearing of more jewelry than 
ours. This market follows European styles, 
which is natural, since the prevailing popu- 
lation is of European origin, and jewelry 
has been mainly supplied from there. To 
American manufacturers who are seriously 
interested in building up a permanent trade 
in Latin-America, Cuba offers an excellent 
field in which to start, but in general, they 
will have to follow the prevailing styles of 
the island. This should prove to be a 
profitable market if they spend the time, 
money, arid effort to give it what it wants. 

Cuba is primarily a market for solid gold 
jewelry. There is a limited demand for 
gold-plated and gold-filled articles, as well 
as for goods made of platinum, the latter 
being sold mostly in the large cities. 

The Bureau’s report goes into all details 
of the jewelry trade in the island—the likes 
and dislikes of the people, the nature of the 
competition to be expected, sales methods, 
etc. There are numerous illustrations of 
the styles of jewelry in the greatest de- 
mand. It is published as “Jewelry and Sil- 
verware in Cuba,” Special Agents Series 
No. 181, and is sold at the nominal price of 
15 cents a copy by the Superintendent of 
Documents, Washington, D. C., and by all 
district and co-operative offices of the 
Bureau of Foreign and Domestic Com- 
merce. 








Arthur E. Munson, Overton, Nebr., has 
moved to Cozard. 
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DIAMONDS STILL IN.DEMAND. 


Trade Stronger Than Ever—The Gold Coast 
Discovery 

[From the London Financial News August 15.) 

It sounds almost ludicrous to say that 

the demand for diamonds during the past 

week exceeded those of its predecessors, 

but such is the case. Since January last 


there has been quite a crescendo movement. 
This is attributable largely to the cutting 
factories on the Continent calling for more 
rough stuff to manufacture, in order to get 
back to their old basis, assisted by the 
speculation in diamonds which is such a 
feature of various towns in Belgium at the 
present time. This speculation, by the way, 
does no good to the market, and is to be 
deprecated, but, unfortunately, no one can 
check it. When the parcels leave the office 
of the sellers in London they are naturally 
the property of the buyers, some of whom 
are tempted to dispose of them by the high 
premiums that speculators are willing to 
pay. There is, in fact, a world hunger for 
diamonds, and the question is being asked 
as to whether the policy of limiting the 
supply should not be modified. Presumably 
the controllers of the mining industry wilf 
not depart from the lines they have laid 
down, and this being the case it would not 
be surprising to see an even further in- 
crease of prices. 

Diamonds being a luxury it would not be 
wise to oversupply the market, or perhaps 
even to increase the quantity now available, 
for the firms doing a legitimate business 
are not desirous of encouraging speculation. 
Everything on offer has been sold, and more 
than one Amsterdam dealer, needing rough 
goods for the factories, has had to be sent 
empty away. The trade in brilliants is 
stronger than ever, it being rather synically 
suggested in one quarter that profiteers in 
this country are endeavoring to convert 
their cash into gems. Increased supplies 
are still being eagerly sought by American 
dealers. 

The market in industrial goods is firm as 
usual. At the moment orders are not com- 
ing in abnormally fast, owing to the fact 
that many engineering firms have closed 
their businesses for the annual week or ten 
days’ holiday. 

As things stand at present rather too 
much importance seems to have been at- 
tached in some quarters to the discovery of 
alluvial diamonds in the Gold Coast Colony. 
We have not seen the consignment our- 
selves, but we understand from others who 
have had the opportunity that the stones. 
are very small and of little practical use. 
They were not discovered as the result of 
a search for diamonds, but were picked up 
in the course of a Government survey. 
They differ materially from the alluvial: 
stones found in what was formerly German 
South-West, and are more like the Congo 
diamonds than anything else. The stones 
were collected along a distance of from five 
to 10 miles, and the value of the whole find 
would be covered by~a “fiver.” A much 
larger consignment will be required before 
any expert opinion can be expressed as to 
their value, etc. We presume the Diamond 
Syndicate is not alarmed at the prospect of 
Gold Coast competition. 
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Jewelry and Its Relation to Dress Styles 









The Great Message That the American Jeweler Has for the Public 


‘ Extract of an address by T. Edgar Willson before the A. N. R. J. A. Convention introducing 
Miss Isabelle M. Archer who addressed the jewelers on Thursday. 

















MERICAN commercial jewelry is des- 
A tined to become the most beautiful 
jewelry in the world. In fact, it has reached 
that position, and this despite the fact that 
a few years ago (and. we must admit it 
among ourselves if not to the public), Ameri- 
can jewelry was considered in the junk class 
when compared with the beautiful crea- 
tions of the French, Italian and German 
goldsmith. Our trade was often said to be 
artistically bankrupt, and our products were 
bought by Americans alone. After inves- 
tigating the conditions of the industries 
some 15 or more years ago, this conclu- 
sion was forced upon us and we strove to 
find the reason. We found many reasons, 
but the principal ones lay in the fact 
that our manufacturers and our dealers 
were simply purveying the merchandise to 
the public, and were not working together 
on any great plan or in any way educating 
the customers to a higher appreciation of 
jewelry or the uses of jewelry. Why, I 
have known in the past of manufacturers 
‘who turned out designs simply because 
they seemed pretty to them or to their de- 
signer, without a thought as to how the 
article would look when ultimately worn. 
One manufacturer was surprised when his 
dainty and delicate little pieces fell flat in 
a season when women were wearing bold 
Balkan colors that were popular some years 
ago. He did not realize that because the 
effect of the jewelry on the dress was any- 
thing but artistic that the women would 
discard the jewelry. In fact, he had an 
idea that they might change their dresses, 
but be that as it may, even progressive 
manufacturers relied on what they thought 
was pretty or what their designer could 
turn out in the way of novelties to build 
up the business. 

A careful study on the part of the 
Jeweters’ Circutar disclosed the fact that 
a few successful retail jewelers were basing 
their success upon the services which they 
gave to the customers in suggesting, and 
even designing, jewelry that was appro- 
priate to the wearer. We saw at once here 
a field for the jeweler generally, not as a 
purveyor of merchandise, but as an expert 
in adornment whose advice and suggestions 
would be appreciated by the jewelry wearer 
because of their value to her. But, oh, how 
little information there was to be had any- 
where in regard to the use of jewelry on 
gowns, and how little encouragement there 
Was at first to the idea of emphasizing the 
question of appropriateness of the jewel to 
the gown! “ 

At first we got encouragement from a 
few of the jewelers who saw that there 
was something in playing up the idea of 
matching the jewel to the color of the 
gown © be.used also to.the texture (be- 
cause 4 hard, opaque jewel, even though it 
matched in color, did not look well on a 
light, msy, delicate material, while a crys- 
tal like’ jewel would, and vice versa, The 


delicate shaded crystal was far less appro- 
priate to the heavy, dark cloth or velvet 
than was a solid stone like turquoise, labra- 
dorite, lapis lazuli, etc.). But our trade in 
itself got little beyond this point, though 
some of our progressive jewelers and man- 
ufacturers went so far as to make exhibits 
of new materials and the proper gems that 
would go with them, and particularly that 
would match or contrast with them proper- 
ly as to color. 

But a careful study of the subject upon 
our part showed us that this was but the 
fringe or crust of the opportunity that 
awaited the jeweler who would make a 
special study of jewels and dress, and we 
began to stress the point that the public 
and jeweler needed to be educated regard- 
ing the principles of jewelry wearing. This 
education the JEWELERS’ CirRCULAR took 
upon itself some five years ago, but the 
task was not an easy one. To teach, we 
had to learn, and what is more, we had to 
get instructors and to teach those instruc- 
tors. Now these instructors had to be peo- 
ple whe knew jewelry and people who 
knew fashions—but where were they? We 
tried first with the jewelry designer. He 
could see the idea generally; he could see 
its effectiveness, but he knew not fashions. 
In fact, we found the jewelry designers 
with whom we came in contact had less 
idea of the prevailing fashions and. the 
tendency of the coming: fashions than the 
ordinary man or woman in the street. Then 
we tried fashion writers, but unfortunately 
their knowledge was as circumscribed as 
that: of the designer. They didn’t know 
jewelry; they didn’t know its possibilities, 
and their concern lay also with the more 
bizarre and effervescent fashions of the 
present than with the general tendency in 
the style of wearing gowns. 


It was then that we arranged with Miss 
Archer, whose address you hear today, to 
take up this work, as she was a designer 
of jewelry, had written for us articles on 
all classes of jewelry, and at the same time 
had the knowledge of fashions and the in- 
tuitive idea of the right thing in dress that 
gave her the qualifications for the teacher 
that we desired. With Miss Archer we 
arranged for that series on the pr’nciples 
of jewelry wearing as applied to the gowns 


of the day that was published in the 
JEWELERS’ CIRCULAR and which was re- 
published broadcast in the daily press 


throughout every part of the United States. 
This, you will recall, was the foundation 
of the great publicity campaign which the 
JEWELERS’ CIRCULAR inaugurated in the 
early part of 1915, and continued in full 
intensity for over two years. The cam- 
paign is still being continued. 

We had Miss Archer work out the prin- 
ciples in jewelry wearing in all its ramifi- 
cations, in its application to every sort of 
gown that a woman wears for every occa- 
sion, and to dwell upon the differences be- 
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tween jewelry, not only that for the young 
and the old, the debutante and the matron, 
but for the morning, afternoon, evening 
and sports gowns, and even the difference 
between jewelry for evening dress worn 
for the ballroom or that worn for the res- 
taurant. These» articles, you will recall, 
were illustrated with handsome half-tones 
of models who had been draped by Miss 
Archer with the gowns, and adorned with 
the proper jewelry. The points were made 
graphically as well as in words. 

We had articles on these principles in the 
various leading fashion magazines of the 
country until we had educated the fashion 
editors to the new value of appropriate 
jewelry for all occasions, and that view is 
held today in the editorial offices of these 
papers, and their writers have unconscious- 
ly picked up and continued our work, 
stressing the points laid down in Miss 
Archer’s articles. 

Now the jeweler, ‘and particularly the 
jeweler far from the metropolitan center, 
cannot know fashions unless the informa- 
tion is given to him, and we have tried to 
give him this in articles by Miss Archer 
during every season of the year with each 
change, and she has made a careful study 
(at least since 1915) of all the styles in 
gowns as well as the character and styles 
of the materials that go with them. 

What is said about gowns applies equally 
to head dress, because the dressing of the 
hair as well as the cut of the bodice will 
determine the character of the jewelry to 
be worn upon it if the appropriate jewelry 
is to appear thereon, for jewelry is the 
keynote of the costume today. It is the 
optical center: it is the point of the whole 
picture, the point at which the eye focuses 
first when the wearer appears. 

Unfortunately, there is no cooperation or 
harmony of action between the makers of 
costumes and the manufacturing jewelers, 
and the arbiters of style, both in Europe 
and at home, will never consider the ques- 
tion of conforming to the lines that the jew- 
elers may think appropriate. The jeweler, 
therefore, has to follow the styles if he 
would sell the jewelry that will give the 
greatest pleasure to his customers. And to 
follow these styles he must know them as 
well as know enough of the principles of 
wearing jewelry, to impress his customers 
with the fact that he has a message which 
means their education on a most important 
point in costuming. 

Now the fact that the public is beginning 
to understand that every costume worn re- 
quires appropriate jewelry means a sale of 
more jewelry by the trade without any em- 
phasis on this point being made by our 
dealers. It means, that the woman ‘who 
knows will no longer be satisfied with one 
or two articles to stick on any dress. She 
is not going to mar the effect of a beautiful 
gown by putting on inappropriate jewelry, 
and she is not going without jewelry .when 
she realizes that it means the finishing 
touch to the costume itself. So the jeweler, 
in acting as an educator, can give his serv- 
ices without attempting to bring the sales- 
man’s side to the fore. The education 
which he gives fo his customers will sell 
the jewelry or create the demand which he 
can fill, and his services, therefore, are in 
no way compromised by any impression 
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created that they are dictated by self inter- 
~. said before, the jeweler must know 
the fashions as they develop and change. 
It is well that ue knows even in advance 
of the customer what the styles are going 
to be, or at least what the TENDENCY in the 
styles is going to be. The suggestions that 
he may give before the gown is purchased 
or made may bear great results for the 
jeweler later. ‘ ‘aa 
The world war interrupted the continuity 
of almost everything, even the progression 
of styles. It arrested development by the 
lack of contact between the great style 
centers, particularly Paris and the rest of 
the world. When the war ended suddenly, 
it was impossible to predict what the forces 
would be that would determine style and 
style movement, because there were so 
many forces in the field. It was impera- 
tive that the jeweler should know if any 
radical departure was about to come, or 
could find out what was going on in Europe 


“and what the tendency was. But would 


Paris upset our American calculations? 
Would the jeweler of Paris as well as the 
costumer, coutouriere or modiste be affected 
by new conditions as a result of the new 
world created by the armistice? This in- 
formation had to be had. It could only be 
obtained at first hand. It was necessary 
for the jeweler to get it as quickly as pos- 
sible, but unfortunately the trade had no 
one to do the work. For this reason the 
Tur JEWELERS’ CIRCULAR picked out Miss 
Archer as the best messenger, reporter 
and transcriber of styles and the best 
analyst as to their effect upon jewelry, to 
visit Paris, and find out what was going on 





THE JEWELERS’ 


Artistic Charm Commemorating the 
Transatlantic Flight of the R-34 





AN exceedingly interesting and attractive 

charm commemorating the historic 
transatlantic flight of the giant British di- 
rigible R-34 has been designed. These 
charms have been fashioned out of a con- 
signment of platinum received by well- 
known New York jewelers, the first 
aerial shipment of the precious metal to 





FIRST SHIPMENT OF PLATINUM FROM EUROPE 
BY DIRIGIBLE, 


reach America. The accompanying illustra- 
tions show the designs on the obverse and 
reverse sides of the charm which takes the 
form of a medallion and is smaller than a 
postage stamp. 

In addition, is shown herewith a photo- 
graph of the full quantity of platinum 
shipped. This represented a gross weight 
of 20 ounces. 

Everything in connection with the pro- 
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OBVERSE AND REVERSE OF CHARM MADE FROM 


not only among the French jewelers and 
what they were relying on, but to get a 
knowledge of the forces at work that would 
affect style and would affect jewelry, and 
to bring this over as quickly as possible 
and present it to the trade. 

We felt the best and fairest way was to 
lay it before the greatest assembly the 
jewelry trade has, namely, the convention 
of the American National Retail Jewelers’ 
Association, and Miss Archer, who arrived 
last week, is with you today to give you this 
information which she has worked like a 
beaver to obtain. The cost and expense of 
getting this information has been great, but 
large as it is, it is small compared to its 
real value to the jewelry trade all over the 
country. 


PLATINUM BROUGHT HERE BY R-34. 


duction of this medallion has been done in 
the studios of Dreicer & Co., New York. 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 


The U. S. Assay Office reports: 
Gold bars exchanged for gold coins. .$1,711,555.58 


Gold bars paid depositors............ 509,736.47 
NMS et ciasatee ere ote wc aeeisaine:s $2,221,292.05 


Of this the gold bars exchanged for gold coin 
are reported as follows: 


DR BD vakean pees <oecbneckeeses $276,265.60 
pe A ee ee rere eT ae 280,265.42 
pS ee Pe eee re eT 144,028.78 
a rare ee rat ree 464,012.24 
Do. RE eR Oe re ee 546,983.54 
MESO ..eareee sb agacedecunesusa en oa ckeeuae< 

TOR nak do eke ate eeneceruceea $1,711,555.58 
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SECOND ANNUAL OUTING 


New England Jewelers to Hold Golf Tourna- 
ment at Jefferson, N. H., Sept. 20-22, 
Under Auspices of New Hampshire 
Retail Jewelers’ Association 

Arrangements have been completed and 
everything is in readiness for the holding 
of the second outing of the New England 
jewelers, which will be given under the 
auspices of the New Hampshire. Retail 
Jewelers’ Association. The outing this year 
will be a three-day affair, starting with a 
golf tournament on Saturday, Sept. 20, and 
ending with a banquet on Monday evening, 
Sept. 22, at the Waumbek Hotel, Jefferson, 
N. H., which place has been selected as the 
outing headquarters. 

A personal invitation has been extended 
by H. J. Whitcomb, president of the New 
Hampshire Retail Jewelers’ Association, to 
jewelers who wish to attend. This invita- 
tion reads as follows: 

Your committee has ,selected the Waumbek 
Hotel, Jefferson, N. H., as headquarters for the 
Second Outing on Sept. 20, 21 and 22, 1919. 

This announcement means little unless you can 
picture with it one of the very finest mountain 
hotels in New England, resting in one of those 
beauty spots that have made our White Moun- 
tains famous. 

Golf enthusiasts will find what is termed “the 
best golf links in the State.” The entire White 
Mountain objectives of tourists may be visited 
within a single day by automobile. Our outing is 
just replete with opportunities for those that de- 
sire rest or recreation, outdoor sports or the won- 
ders of nature. 

We have invited all the presidents of our New 
England associations to be with us. There will be 
an opportunity for the discussion of questions 
vital to our business from which must come that 
good that follows co-operation and an exchange of 
ideas. 

You will receive under separate cover a Waum- 
bek booklet that does not exaggerate the attrac- 
tions. We have been given very reasonable rates 
on condition that we make prompt reservations. 
The management has kindly consented to keep 
these rates in force fer those that may desire to 
remain at the hotel, from Sept. 13 to the close 
of the season, Oct. 1. 

May I not, personally, urge your attendance? 
Remember that you are permitted to invite 
friends, 

We had a very successful outing in 1917! 

Let this second one be even better—the stage is 
set: 





Cordially Yours, 
H. J. WHITCOMB, President. 

The preliminary program announces that 
the golf tournament will be in charge of 
Albert M. Kohn, Hartford, Conn.; Wm. A. 
Robinson, Springfield, Mass., and George L. 
Swett, Melrose Highlands, Mass. The as- 
sociation will offer awards to the winners 
of the various events. Arrangements have 
been made for all those who wish to play 
golf. Other attractions will include clock 
golf, an 18-hole putting contest and croquet. 

The banquet, which will be held on Mon- 
day, Sept. 22, will start at eight o’clock and 
between courses there will be dancing, en- 
tertainment and the making of awards. 

In addition to the regular officers and 
executive committee of the New Hampshire 
association, the following committees will 
be in charge of the affair: 

Reception Committee, Elmer E. Knight, 
Carl D. Smith, artd Henry Arnold. 

Ladies’ Sports Committee, F. R. Hollis- 
ter, E. F. Lilley, and Daniel J. Sullivan. 

Committee of Arrangements, H. E. 
Pitcher, C. Tabor Gates, and Elmer N. 
Whitcomb. 
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Antwery, 1 
Amsterdam, 


Attention—Manufacturers 


of Gold Jewelry 





Small Silver Cape Melees 
in full and single cut espe- 
cially adapted for Gold 
Jewelry—Order Now at 


present prices and while 
we have them. 











James J. Loeb & Brother 


IMPORTERS AND CUTTERS OF MELEE 
68 NASSAU ST., NEW YORK 


Rue van Le London, E. C. 50 Holborn Viaduct 
2 Tulp Straat Paris, 11 Rue de Chateaudun 


“The Exclusive Melee House’’ 


To Jobbing and Manufacturing Trade Only 








Every Size, Price and Quality 
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CHARLES T. PAYE DEAD 





Prominent North Attleboro Jeweler Passed 
Away Suddenly Last Saturday 
Noon 
NortH ATTLERORO, Mass., Sept. 1.— 
Charles T. Paye, president of the Paye & 
Baker Mfg. Co., and one of North Attle- 
boro’s most progressing and most esteemed 
business men died Saturday noon following 
an operation on Wednesday. His death 
came as a severe shock to his host of 
friends. Mr. Paye passed through a long, 
trying illness last yeaf and his friends re- 
joiced that of late he appeared to be in ex- 
cellent health. Early in the week he was 


taken ill and his removal to the hospital 
for an operation became necessary. 


His 





THE LATE CHARLES T. PAYE 


condition has been extremely critical and 
the end came at 11.45 Saturday morning. 
Charles T. Paye was a native of Provi- 
dence and first started in business in that 
city. About 17 years ago he removed to 
North Attleboro bringing with him a busi- 
ness that has grown to large proportions 
and has become a decided asset to the com- 


munity. 
Mr. Paye was prominent in business 
circles. He was one of the hardest and 


most efficient workers in the New England 
Jewelers’ & Silversmiths’ Association, hav- 
ing held in the past many positions of 
trust. He was a vice president of the Home 
Market Club of Boston. He was active in 
town affairs and his influence was always 
on the side of good and efficient govern- 
ment. He was identified with every civic 
improvement or charitable movement. 
During the war he plunged whole souled 
into war activities. He worked unceasingly 
to make the various loan drives a success. 
Largely through his efforts the Red Cross 
reached the tremendous importance that it 
gained in this vicinity. During the in- 
fluenza he gave freely of his time and 
money to help the affiicted. 
’ He was the chairman of the first Public 
Safety Committee that was appointed and 
gave freely of his time in this work. He 
took a keen interest in the Evening Indus- 
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trial School and his ccntributions helped 
make the school more efficient. He was a 
member of the committee that constructed 
the sewerage system and served as a sewer- 
age commissioner for a time. He was an 
enthusiastic Republican and a strong party 
worker. 

He was a trustee of the Attleborough 
Savings and held.a similar position with 
the North Attleboro Chronicle Co, 

It is impossible to enumerate all of the 
splendid work that he did for the commu- 
nity and for his country. Suffice to say that 
no worthy or deserving call ever failed to 
enlist his hearty cooperation. He was a 
man among men and the community has 
suffered an overwhelming loss. 

He is survived by a widow and a son, 
Carter. 





NOVELTY MFRS. MEET 


President Fishel Addresses Mceting of Mem- 
bers on the Work of the Association 





Th: newly-formed Jewelry Noveity 
Manufacturers’ Association, New York, 


held another meeting on Tuesday afternoon, 
Aug. 26, at the Hotel McAlpin, Manhattan, 
at which time by-laws were adopted and the 
object and purpose of the organization were 
more specifically outlined. The gathering 
was presided over by President Henry W. 
Fishel and was attended by practically every 
member belonging to the association. 
During the course of the afternoon Presi- 
dent Fishel delivered an interesting address, 
pointing out the aims and purpose of the 
organization. He spoke as follows: 


ADDRESS OF PRESIDENT FISHEL. 

We have assembled here to discuss the futu-e 
of cur business existence and to outline a plan 
which will protect the interests of employer as well 
as employe. The members of the our association 
must exert every effort to safeguard the interests 
of members as well as eniployes who have shown 
their loyalty and willingness to stand by us. 

We are not out to fight any union—we are 
here to fight our own cause and the cause of 
our employes. We knew a good many have gone 
out reluctantly and have been coerced and forced 
to join the union. We say to those: “hands off.” 

The principle of self-preservation is the first 
law of nature, and our rights must not be side- 
tracked, nor the sanctity of our business homes 
invaded. If we cannot exercise our rights in 
tle conduct of our business it becomes a travesty 
upon justice. We do not intend to attack labor 
unions. What we want to do, and do as quickly 
as possible, is to resent the interference of out- 
siders with the management and conduct of our 
affairs; resent the actions of those who are con- 
stantly stirring up strife and mischief; who are 
creating disturbances among our employes; who 
threaten employes because they want to remain 
loyal and faithful to the mutual advantages of 
both. 

They threatened to destroy our lives as well as 
our business. They have insisted upon employes 
who remain faithful to their trust to quit and 
join them in their agitation. They have stated 
that unless they do quit all these various busi- 
nesses will be unionized and the men thrown out 
of employment. A few of our employes who 
have been loyal to us for a good many years in- 
quired whether such would be the case, and 
whether we were going to be unionized, and if 
so, whether they would lose their positions. We 
have given them every assurance that there would 
be no union recognized in our factory, and their 
positions were safe and secure. thy 

Against these attacks we lay down the princi- 
ples of self-government, founded on democracy— 
the right to handle our own affairs with the 
help and aid of our employes who are ever ready 
to co-operate with us, and who have shown every 
incliration to do so, despite the fact that many 
oi them have been comipelled to leave their posi- 
tions under pressure and threats. The bone of 
contention becomes the bone of dissension when 
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outsiders constantly stir up strife and 
trouble. In union there is strength 
that unites must be co-operative. 

The united action which we must show and 
form is for the weliare of the members of this 
association, as well as employes who are willing 
to work hand in hand, and do everything in their 
pewer to build up a strong foundation for our 
fresent and future business. 

I have spoken to many of our former employes 
whe want to and are willing to return to work, 
but they fear the ‘outsiders will do them bodily 
harm. Those who are using every means to 
create this disturbance have no other interest at 
heart, except to do the mischief that their in- 
stigation can accomplish. 

If we are united on the broad principles of 
sclf-government—government of employers and 
employes without outside interference, our inter- 
ests can be safely guarded and our business in the 
future successfully conducted. The will power of 
self-determination to conduct our own affairs with 
the hearty support of those employed by us, is 
the cne and most important issue, and with proper 
directed efforts on our part we can win out and 
keep those outsiders in the background. 

Harmory between employers and employes is 
very essential, and nothing must be left undone 
to accomplish this. We must do all we can in 
a cencerted effort to lay the foundation of a sin- 
cere co-operative plan, so strong that it can with- 
stand all attacks, and the greater the attack the 
strorger otur position. We must not lose sight 
of that fact. It is our duty now and at all 
future times to consider the welfare financially 
and otherwise of those who are interested in 
their own progress and that of their employers, 
end this association can fortify the position of all 
concerned. 


instigate 
The bond 


We must’ not let the chain that links our in- 
terests with our employes ever break; the links 
must be secure; our firmness must be secure; 
our force of character to work with them honestly 
and conscientiously must be secure; our devo- 
tion to their interests must be secure; there must 
be no weakness in the links of this chain which 
will give them cause to lose confidence in us. 
We must fulfill these obligations; they must be 
discharged so that our employes can thoroughly 
appreciate our sincerity and know that we stand 
by them in every way. 

We must map out a plan whereby our em- 
ployes will be financially benefited, conditions 
that surround them agreeable and acceptable to 
them, and that their interests will be our interests 
in every respect. This we can discuss in the 
near future. 


Another important part of the meeting 
was the discussion and adoption of the 
constitution and by-laws. Article two of the 
constitution states, “That the objects for 
which this organization was formed are to 
foster the business interests of its members 
and secure freedom from unjust and unlaw- 
ful exactions; to procure uniformity in 
the manufacturing jewelry business, to 
strengthen the relation between employers 
and employes in such business and to pro- 
mote a more friendly intercourse between 
them and to co-ordinate various branches 
of the jewelry industry in connection with 
all: matters affecting the production of 
jewelry. For the accomplishment of these 
objects the association seeks to insure 
united action wherever the interest of its 
members is concerned; to facilitate com- 
promises where grievances are honest ones, 
and to arrange a basis of settlement.” 

According to the by-laws any person, firm 
or corporation engaged in the manufactur- 
ing jewelry business within the limits of the 
Metropolitan district as defined by the 
Board of Directors and who is in good 
standing may become a member of this 
organization. ~ 

The strike among jewelry novelty work- 
ers in New York still continues. About 400 
workers are out, some demanding recogni- 
tion of the Union, while others are seeking 
to establish work on a time basis. 
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Diamond Platinum Pieces 














‘HE touch of individuality and 


th) the smart effect of our fine 


Diamond Platinum pieces gain 














instant admiration, 


The product of our shops appeals to » 
discriminating purchasers and you 
will take great pride in offering such 


merchandise to your customers. 


—— 


DAVIDSON & SCHWAB, Inc. 


Fine Diamond Jewelry Importers of Precious Stones 


126-132 West 46th Street 
NEW YORK 
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AUTO BANDITS BUSY 





Armed Robbers Hold Up Philadelphia 
Pawnbroker and Escape with 
Jewelry and Cash 


Six 


PHILADELPHIA, Pa., Aug. 30.—Six armea 
bandits held up Abraham M. Freschie in 
his pawnshop 5th and Cambrai Sts. and be- 
fore leaving with $1,200 in cash and jewelry 
valued at $10,000, which they took from a 
safe, returned $100 because the victim was 
“a good fellow.” 

Myer Katz, 18 years old, of 5th St. near 
Fairmount Ave., the alleged chauffeur of 
the bandits’ machine, and, according to the 
police, the admitted driver of the car, is so 
far the only one arrested. Katz is under 
almost constant examination by detectives 
at the City Hall, but has persistently re- 
fused to disclose anything regarding the 
identity of the other men in the machine. 
The Detective Bureau is still hopeful of 
shaking his steadfast silence. 

He admits, it is said, to having driven the 
car, but has maintained that he received 
$20 for his trouble and nothing less. The 
story might have been believed had not a 
search disclosed one of nine expensive 
watches stolen from the safe in his posses- 
sion. 

The robbery was one of the most daring 
which has ever been perpetrated in the city. 
A man about 30 years old entered the pawn- 
shop first and asked to see a handbag. He 
was not satisfied with the assortment, or at 
least pretended he could not find the style 
he desired, and left. A few minutes later 

a colored man entered and apparently 
-sought to purchase a handbag also. He 
selected one and requested that it be placed 
to one side as he intended going home for 
-the purchase money. 

Soon after he left, a touring car, which 
-neighbors had seen going up and down the 
“block slowly for the preceding hour, drew 
-up at the curb in front of the shop. One 
.of the seven men in the: car stepped out 
.and entered the store. He attempted to 
-pledge a watch for $8, but the pawnbroker 
-tefused to accept it because it was not in 

:good condition, whereupon the stranger 
. drew a revolver from his coat pocket and 
. commanded Freschie to hold up his hands. 

In some manner the bandit signaled to 
‘his pals and four other white men and the 
: same colored man who had selected the 
* handbag previously, swarmed into the store. 
‘The negro carried a rope and while the 
. others covered the pawnbroker with their 
: revolvers, he began to tie Freschie to a 
« chair. 

“Never mind, boys,” said Freschie. “The 
. odds are against me. There is the key of 
- the safe hanging on the wall.” 

One of the men took the key and opened 
‘the inner’ door of the safe. The negro 
. dropped the- rope and seized the handbag 
‘ which he had ordered laid aside for him. 

He held it while the others emptied the safe 
» of: its. contents. The big steel box was 
rifled of its entire contents. In addition to 
: the $1,200 in cash, the jewelry consisted of 


: all varieties of -articles from watches to 


- rings, bracelets, necklaces and earrings. 
The robbers then began to empty the 

» cash drawer in: the desk. As one picked 

* up a. bundle containing $100 in one-dollar 
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bills, another bandit commanded him to 
take all but $15. 

“You fellows have it pretty soft,” re- 
marked Freschie coolly as one bandit stood 
guard over him with a revolver pressed to 
his stomach. “Don’t you think you should 
leave me just a little more?” 

“You are a good fellow, at that,” replied 
the bandit who held the bundle of $1 bills 
and threw the package untouched back into 
the desk drawer. 

The colored man with the loaded hand- 
bag was the first to leave the store and the 
minute he was outside the other five leaped 
across the shop floor and through the door. 
They were gone almost before Freschie 
could recover from his surprise. 

Outside the machine, a buff-colored one, 
had been waiting with one man, said to be 
Katz, at the wheel. Into it the six men 
piled and away it sped. The motor had 
been running, neighbors said, during the 
entire time that it stood at the curb. 

The machine did not escape, however, 
without its number being seen. A woman, 
who had been scrubbing her steps across 
the way, gave the license number to 
Freschie, who at once notified the Detective 
Bureau.. Detectives Gibson, Coyle and 
McCullough were immediately placed upon 
the case and a “flyer” despatched to all 
police stations to watch for a car bearing 
the license number as seen by the woman. 

The three detectives immediately went to 
a garage at 6th St. near Fairmount Ave. 
and recovered the car. They later cap- 
tured Katz, whom, they say, is part owner 
of the machine. He was apprehended 
while endeavoring to dart up an alley across 
the street from the garage. 

The detectives believe they know the 
haunts of the men who robbed Freschie and 
hope to make additional arrests before the 
criminals have a chance to skip from the 
city. 








BEWARE OF THIS MAN 





Crook Fraudulently Uses Name of Well 
Known Firm on Forged Telegram 
to Obtain Money 


A new form of swindle was brought to 
light last week through the operations in 
the trade of a man in Cleveland, O. Asa 
result of the swindle the man succeeded in 
getting away with $150 in cash. 

On the day the Cleveland, O., jeweler 
was swindled a telegram was delivered at 
his office, reading, “Frank L. Jones, son of 
the general foreman in the factory of Jo- 
seph Fahys & Co., will call Saturday morn- 
ing. Kindly advance him $150. Will for- 
ward check for same. Wire compliance. 
Shoreham Drive, Hempstead, L. I., N. Y.” 

A man giving his name as “Fred L. 
Jones” later entered the office of the Cleve- 
land jeweler and was given $150 on the 
strength of the telegram. The jeweler did 
not discover that he had been swindled 
until he was notified by Joseph Fahys & Co. 
that this man was not known to them and 
is in no way connected with the concern. 
It is believed that the telegram was a 
fraudulent one and the Fahys concern is 
of the opinion that it never went through 
the telegraph company. 

In the belief that this hoax may be at- 
tempted in another city, members of the 
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trade are warned to be on the lookout for 
@ man using these methods. 








FAILED TO HEED WARNING 


Pittsburgh Jewelers Accept Checks Which 
Prove Worthless in Exchange for 
Merchandise 
PittspurGH, Pa. Aug. 28—Notwith- 
standing the warning given by the mem- 
bers of the Retail Credit Men’s Associa- 
tion and the notification appearing in THE 
JEWELERS’ CIRCULAR at the time, at least 
two or three Pittsburgh jewelers are out 
as many valuable diamond rings, as a re- 
sult of the operations of the son of a well- 
known Pittsburgher, now dead, and who 

used his father’s name to obtain credit. 

The young man in question gave checks 
on a Washington, Pa., bank, and as the 
man in question comes from a prominent 
family, his argument about all transactions 
appeared perfectly sound. In one store he 
endeavored to get an $800 diamond ring, 
and to give a certain amount by check and 
to be trusted for the balance. It was sug- 
gested, however, that he was personally 
unknown to the house, that they would 
call the bank and ascertain if his check was 
good. 

“My goodness, no!” said the man. “Do 
not do that, for I am going to marry one 
of the daughters of one of the directors.” 
The deal fell through then and there, be- 
cause this house wanted more specific in- 
formation. But the man is said to have 
gone to another leading store and obtained 
a very valuable ring, saying that he had 
picked out one at the store just referred 
to, and was thinking of buying it. Of 
course, it was decided to make the sale. 
As the information received by THE Jew- 
ELERS’ CIRCULAR correspondent goes, the 
ring was delivered and the man in ques- 
tion has since left town. Of course, if he 
returns, it is needless to say, he will be ar- 
rested. But if the name of a city official 
should be used, it will at least give the 
jeweler, who may again be called upon, 
good grounds for suspicion. This par- 
ticular man has, it is alleged, “kited” 
checks in numerous establishments, and 
the manner ‘in which he operated was a 
matter of discussion by the Retail Credit 
Men’s Association recently. The credit 
men’s organization was very instrumental 
in having the last legislature pass a bad 
check act, and the man who has victimized 
leading business establishments is now 
amenable to this law, if he can be caught. 
No doubt he will turn up in due season. 
One of the sad things about it is, that the 
fellow in question is alleged to have a 
wife living in this city. 

As the story goes, one or two of the 
rings obtained in the manner indicated 
were recovered from a pawnshop, where 
they had been pawned. In fact, it is 
claimed that they were pawned the same 
day they were negotiated for. 











A: Newman with the Bee Hive Jewelry 
Co., Scranton, Pa., recently bought the 
property on Spruce St. formerly owned and 
occupied for many years by J. H. Brooks 
& Co., investment brokers. The amount 
paid for the land is said to be $110,000. 
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COMMENT ON TRADE 


—_—. 


Providence Jewelers Express Opinions on 
Present Condition in the Industry 


ProviveNce, R. I., Aug. 30.—Comment by 
manufacturing jewelers and others con- 
nected with the industry in this city and 
vicinity on the statement concerning ‘the 
jewelry trade of the country made at the 
recent convention of the American National 
Retail Jewelers’ Association, at Chicago, re- 
yeals the fact that the jewelry business has 
not for many years seen the prosperity that 
it now finds, and that it is practically im- 
possible to satisfy the demands of the 
American people for all kinds of finery in 
the nature of gems of various descriptions. 

Prohibition and high wages were the 
reasons given for this unprecedented boom 
in the jewelry market since the war. 
Joseph Mazer, of New York, in discussing 
the matter at the convention, said to the 
delegates: “A large part of the money for- 
merly expended for liquor is now being 
used in buying jewelry. The public has 
apparently plenty of money and is spending 
a large part of it. The highest priced ar- 
ticles are in greater demand.” 

In this city these things have been noticed 
and commented upon on all sides. While 
the local manufacturers do not always have 
the opportunities to learn what causes the 
demand so much as do the retailers, never- 
theless they ‘know the effects of the de- 
mand, whatever its cause, to be heaped up 
orders, and practically every Shop in the city 
working overtime to turn out the goods and 
unable to secure additional help even at the 
advanced scales of wages that are now be- 
ing paid. 

The consensus of opinion among the man- 
ufacturers, however, is that it is not the 
prohibition nearly so much as it is the high 
wages that are causing the unusual demand 
for jewelry, especially of the better grades, 
some believing that prohibition has com- 
paratively little to do with the present situ- 
ation and conditions. 

Theodore W. Foster, president and treas- 

urer of Theodore W. Foster & Bro. Co., and 
honorary vice-president for New England 
of the National Jewelers’ Board of Trade, 
in an interview says: ‘The one great fac- 
tor in the present unusual demand for 
jewelry is to be seen in the fact that the 
great majority of persons never were able 
to gratify their tastes and longings for 
- dainty things, beautiful jewelry, expensive 
silverware, and other similar luxuries. 
Owing to extremely high wages, as well as 
perhaps to some extent prohibition, this 
Stratum of society is now enabled to buy 
these things, and the people are losing no 
time in doing it, irrespective of future con- 
siderations or conditions. 

“It now looks as if there will be two or 
three years of extraordinarily good busi- 
ness, and after that it will depend upon 
what happens to the wage situation. The 
general tendency now is to purchase the 
highest grades of jewelry, although all 
kinds, styles and grades are finding an un- 
usual sale.” 

Horace M Peck, secretary and manager 
of the Manufacturing Jewelers’ Board of 
Trade, in expressing his opinion upon the 
Situation and outlook, said: “The jewelry 
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trade throughout the country is very good, 
but I rather question prohibition having 
anything to do with it. The facts are that 
the country is prosperous. The enormous 
sales of jewelry that are at present driving 
our factories to such an extent is being 
made to working people who have been un- 
able to purchase before, but can now be- 
cause of the high wages that have been 
paid during the war period. I would not 
say that this unusual volume of sales in 
jewelry was being made to persons who 
have so recently been denied their pota- 
tions. Prohibition has hardly been in force 
long enough to reflect its influences through 
any particular line of business like jewelry. 

“No, it is the masses of the people who 
are causing the unusual demand for jewel- 
ry. It is those who have recently made 
fortunes in oil; the farmers who have made 
large sums from their wheat and crops, the 
industrial workers’ who have received large 
sums in wages on war work and people 
similarly situated and circumstanced, are 
the ones who are buying heavily of jewelry. 
In addition there have been many presents 
made to men returning from service that 
has been a very large contributing factor 
in this matter. 

“Every manufacturing plant in the jewel- 
ry industry in this city has more orders 
than it can possibly handle for weeks and 
months to come. Some concerns are even 
cancelling orders and have been for several 
weeks and practically all are declining to 
take orders with any date set for delivery. 
If they could get the labor that they had 
previous to the war, they might be better 
able to meet the demand and fill their or- 
ders, but help is not to be had, and so the 
manufacturers are badly handicapped.” 

Harold W. Ostby, president of the Ostby 
& Barton Co., speaking of the conditions, 
said: “There is no doubt that the jewelry 
trade is enjoying a prosperous condition 
that exceeds anything in many years. This 
is due to the present generally prosperous 
condition of the entire country and the un- 
usually high wages that the industrial 
classes have been receiving since the war 
began. I think that possibly prohibition 
may have something to do with it. But 
from whatever cause, one thing is certain, 
business is good. We feel that conditions 
are going to be good for another year at 
least and are shaping our course to that 
end.” 

William Loeb, of William Loeb & Co., 
is of the opinion that much consideration 
should be given to the growing export busi- 
ness in a discussion of present conditions 
in the jewelry industry. According to him, 
“not only the unprecedented demand among 
the people of this country for jewelry of 
all kinds and grades is booming the trade, 
but American manufacturers of jewelry 
are beginning to find an unusually large 
and profitable market in other countries. 
This is especially true regarding the pos- 
sibilities of the Latin-American trade, 
which local manufacturers are not only 
carefully studying but are assiduously de- 
veloping. 

“Where there were half a dozen Provi- 
dence manufacturing jewelry concerns 
shipping their products to foreign countries 
10 years ago, there are upwards of 40 to- 
day, not to speak of a large number who 
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ship to New York and thence through some 
combination export office send from there 
abroad. My own concern has very mate- 
rially expanded its foreign trade during the 
last year or more. We have within a com- 
paratively few months established a branch 
headquarters at Paris, where my son, Stan- 
ley Loeb, is in personal charge. In a letter 
just received from him he states that busi- 
ness is booming slowly but surely in 
France, with encouraging prospects of an 
indefinite continuation. “The jewelry busi- 
ness couldn’t be better than it is at present. 
The only materially improvement could be 
in the help situation and even that will in 
time straighten itself out if the manufac- 
turers will be patient about it. The present 
conditions look to me as if the prosperity 
in the jewelry industry would continue for 
a year or two, at least, but not much 
longer, unless we can more generally de- 
velop our foreign trade and hold it against 
the other jewelry producing centres of the 
old world.” 


HELD AS WINDOW SMASHER | 








Police of Racine, Wis., Arrest Man and Re- 
cover Loot After Store of Julius 
Jappe Had Been Robbed 

MitwavukeeE, Wis., Aug. 29.—Prompt 
work on the part of the detective bureau of 
the police department at Racine, Wis., re- 
sulted in the capture of a man accused of 
being a window smasher and practically all 
of the loot within a few minutes after the 
man broke the plate glass pane and rifled 
the display window of the retail jewelry 
store of Julius Jappe, 213 6th St., Racine, 
at midnight on Aug. 20. 

At 11:55 p. M. a man was seen by passers- 
by effecting an entrance by breaking the side 
window with his fist wrapped 'in handker- 
chiefs. He reached through the hole, 
grabbed seven diamond-set rings and three 
bracelet watches and dashed down Wiscon- 
sin St. Eye-witnesses hastened in pursuit, 
summoned a patrolman and notified the 
police station, and shortly after midnight 
the man was captured several blocks away. 
He gave his name as James Hansen. 

In his effort to escape the man threw his 
loot over a fence into the front yard of a 
home in Park Ave. Detectives went over 
his trail and found the rings and watches 
strewn along the fence. When Mr. Jappe 
took inventory he missed a valuable ring, 
which has not vet been recovered. The 
amount of the goods which were recovered 
is given by Mr. Jappe as $450. 

Hansen was arraigned in Municipal court 
on a charge of burglary and protested his 
innocence in spite of a volume of evidence. 
He was bound over for trial in bail of 
$1,500 upon pleading not guilty. He said he 
had lived in Racine two years and was em- 
ployed in a large farm machinery plant. He 
has a wife and two small children. 








A statutory provision requiring authority 
to enter into a contract which is required 
to be in writing, to be itself in writing, is 
held not to apply to contracts by executive 
officers of a corporation, in McCartney v. 
Clover Valley Land & S. Co. 146 C. C. A. 
623, 232 Fed. 697, annotated in 1 A.L.R. 
1127. 
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HUB LOAN CO. ROBBED 





Burglars Break Into Pawtucket Establish- 
ment and Escape with Loot 
Valued at $2,000 


pawrucket, R. I, Aug. 30.—The Hub 
Loan Co.’s store on Trinity square, in the 
business centre of the city, was broken into 
at an early hour this morning and jewelry 
yalued at about $2,000 stolen. Entrance 
to the building was gained by removing a 
screen from a transom over the door on the 
Broad St. side of the establishment. 

The break was discovered when the store 
was opened for business this morning, and 
the proprietor, Samuel Colitz, reported the 
affair to the police. While the exact loss 
has not yet been determined, Mr. Colitz 
stated that the cost to him of the watches, 
rings and other articles of jewelry stolen 
was in the neighborhood of $2,000. 

The articles stolen were all removed 
from the show windows. The repair work 
and pledges were all locked in the safe and 
apparently no attempt was made to open 
the vault. It is estimated that more than 
two dozen gold watches and six diamonds 
were stolen in addition to a number of 
strings of pearl beads. It is believed that 
the thieves were frightened away, as a num- 
ber of watches and rings were left in the 
same show window from which the articles 
were taken. 








GETS FIVE YEAR TERM 


Thief Who Robbed Norfolk, Va., Jewelers 
and Was Captured in Baltimore, Md., 
Sent to Virginia Penitentiary 


Battrmore, Md., Sept. 1—Found guilty 
of robbing the jewelry store of M. & H. 
Silver, 436 Main St., Norfolk, Va., on June 
12, Claude Appel, 26 years old, a native of 
Memphis, Tenn., was sentenced to five 
years in the Virginia Penitentiary, accord- 
ing to official information received here to- 
day by Headquarters Detectives W. F. 
Carey and B. B. Bradley, who arrested 
Appel in this city and obtained from him 
a confession and recovered nearly $4,000 
worth of the stolen jewelry. 

Appel was arrested in this citv on June 
17, when he attempted to sell a cameo ring 
valued at $20. It was through the shrewd- 
ness of a reliable pawnbiuker that Appel 
was taken to police headquarters and 
turned over the detectives for examination. 
When searched in the detective bureau 
Appel, who at that time gave a fictitious 
name and address, was found to have in 
his possession a new watch. No other 
Jewelry was found in his pockets. 
fl For five days he defied the detectives, 
-“t among his effects was found a small 
tag bearing the name of M. & H. Silver, 
Jewelers, Norfolk, Va. Detective Carey 
went to Norfolk and ‘when he made in- 
quiries he was informed by the police in 
Norfolk that “a $5,000 job had come off at 
ilver’s,” 

“Well, I believe, we’ve got your man in 
Baltimore,” Carey told the Norfolk author- 
ies. A member of the Silver firm, and 
Detective Fleet, of Norfolk, came here with 

tective Carey and Mr. Silver brought 
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with him an inventory, with scratch num- 
bers, of his missing stock. The jewelry 
found on Appel was examined and was 
positively identified as part of the missing 
stock. 

Appel was taken to the office of Detective 
Captain McGovern and for several hours 
he was questioned by Bradley and Carey. 
At the end of the examination, Appel broke 
down and confessed that he had brought 
the loot to Baltimore from Norfolk the day 
after he broke into the Silver store. Appel 
told the detectives that they would find the 
jewelry hidden in a suitcase, which he had 
stolen from the jewelry store, and which 
he had left at the hotel he was stopping at. 

Bradley and Carey were amazed at the 
confession, but they feared that the jewelry 
had disappeared. They hurried to the 
Emerson Hotel and a few minutes later 
they reached Appel’s room on the ilth 
floor. They found the suitcase and when 
it was opened it was found to contain 
nearly all of the stolen jewelry. The jewel- 
ry recovered was valued at $4,800 and it 
was taken back to Norfolk with the pris- 
oner. 

Local detectives were rewarded by Mr. 
Silver for their work and they were noti- 
fied that their testimony at Norfolk would 
not be needed as Appel had confessed to 
the theft in court and was sentenced to five 
years in prison. Appel entered the jewelry 
store at night by sawing a bar and forcing 
a window. 


TO DEMAND MORE PAY 











Members of Local No. 2, International 
Jewelry Workers’ Union to Present 
Claim for Twenty Per Cent. 
Increase 

Newark, N. J., Aug. 29.—Within a week 
demands for more pay will be presented to 
the jewelry manufacturers of Newark by 
Local No. 2, International Jewelry Work- 
ers’ Union on behalf of the jewelry work- 
ers. The union will also demand the abo- 
lition of piece work and home work. This 
action was finally decided upon at a mass 
meeting of the jewelry workers held last 
night at the Labor Lyceum, 14th St. The 
matter was considered also at a meeting 
held a week before. 

No demand is being made at this time 
for shorter hours, though there are rumors 
that there is possibility of such a demand 
coming later. At the union headquarters 
in Walnut St. it was stated that the shorter 
hour proposition was not a part of the 
present demands. 

Demands presented to Ziruth & Burgess, 
the Berman Mfg. Co. and Frank Krementz 
by the union were refused, and the em- 
ployes of those concerns, said by the union 
officials to total 80, have been on strike the 
past week. 

The union demands a 20 per cent increase 
in wages. Sam Schwitzer, business agent 
of the union, stated to a JEWELERS’ Crrcu- 
LAR representative that this raise, added to 
the other raises granted during the past 
two years, will not be sufficient to cover the 
increase in the cost of living. He consid- 
ered the demands as far as the raise in- 
crease is concerned as very moderate. 
Piece and home work are very objection- 
able, from the union point of view, accord- 
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ing to Mr. Schwitzer. He said that three 
concerns have already granted increases 
under new demand and that previous to the 
general demands being issued, half a dozen 
other concerns are considering settlement 
on the higher wage basis. The three con- 
cerns reported by Mr. Schwitzer as having 
granted increases are Long & Koch, the 
B. M. Shanley, Jr., Co., and F. & F. Felger, 
this city. 

The mass meeting last night was attended 
by 900 jewelry workers. This was the last 
opportunity for jewelry members to join 
or rejoin the union at the open charter rate 
of $2.50 for journeymen and $1.00 for 
women and apprentices. There were sev- 
era! applications for membership, in addi- 
tion to those who joined the week previous 
and during the week. Union officials re- 
port a membership of 1,700 at the present 
time. 


DEATH OF ELLIOTT E. BEACH 











One of Philadelphia’s Oldest Jewelers and 
Watchmakers Passes Away at the 
Age of Seventy-three Years 


PHILADELPHIA, Pa., Aug. 30.—In the re- 
cent death of Elliott E. Beach, one of Phila- 
delphia’s oldest watchmakers and jewelers, 
passed away. By a curious fatality his 
only daughter, Miss Martha E. Beach, sur- 
vived him by only five days. 

Mr. Beach’s death at the age of 73 
brought to a conclusion a career which had 
been associated with the trade in Philadel- 
phia for more than a half century. 

Mr. Beach had learned his trade at 
Bridgeport and came to this city in 1864, 
entering the employ of the firm of Clark & 
Biddle. He stayed with the firm when it 
changed to Robins, Clark & Biddle, and 
remained with it also when it became 
Bailey, Banks & Biddle. His experience 
with the latter firm embraced a full quarter 
century. 

In 1909 Mr. Beach started in business for 
himself in Lansdowne, a suburban borough, 
and had built up a large business at the 
time of his death, which occurred at his 
home, 25 North Highland Ave., Lansdowne, 
re. 

He is survived by his widow and one son. 








DEATH OF ALLAN McFEE 





Belleville, Ont., Jeweler, Veteran of Civil 
War, Dies in his Eighty-seventh 


Year 


Toronto, Ont., Aug. 29.—Allan McFee, 
jeweler of Belleville, Ont., died on Aug. 
24 after an illness of some weeks at the 
age of 86 years. 

He was a Scotchman by birth, served in 
the American civil war, and was a prisoner 
of war for one year in Libby prison. He 
took an active part in public affairs, and 
after serving as alderman became mayor 
of Belleville in 1908. 

Mr. McFee was prominent as an amateur 
actor in his early days and always took a 
deep interest in histrionics. For 25 years 
he annually presented a gold medal to 
Albert College, Belleville, as a prize for 
elocution. He belonged to the I. O. O. F. 
and is survived by four daughters. 
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Wheeler Watches Are Beautiful 


Here you find diamond jewelry pieces that are more than merely 












precious metals shaped into designs which it is hoped will sell. 


Naturally, they are made in platinum set with precious stones. But 
aside from the value of the materials, these designs express the origi- 
nality of the master craftsman,—the kind of designs that have made 
Wheeler Watches a much desired line with our customers. 


Instinctively, all recognize the charm of such productions, no one 
more so than the friends of the customer. And when those on the 
outside favorably comment to the customer about the beauty of a 
watch purchased at your store—what more could you ask? 





Wheeler Watches are truly beautiful. They have about them that 
kind of beauty that makes them sell, which after all is the true test 
of the value of merchandise. We are fortunate in being able to show 
a good assortment at the present time. 


Hayden W. Wheeler & Co., Inc. 


2 Maiden Lane New York 
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|. Pepin, watchmaker, is now located at 
Room 227, Fanning building, Pawtucket. 

Mr. and Mrs. Harry Fulford and daugh- 
ter are at Oak Bluffs for the month of 
September. 

James M. Ettlinger has returned from 
Block Island where he has been spending 
the Summer. 

Mr. and Mrs. Max Granitz are at the 
Gladstone, at Narragansett Pier, for a stay 
of a few weeks. 

William P. Otis, of Harvey & Otis, and 
his wife have been guests at Narragansett 
Pier the past week. 

Charles B. Dockworth has been registered 
at the Gladstone at Narragansett Pier for 
a vacation period the past week. 

A. Simonelli was a business visitor in 
New York the past week in the interests 
of A. Simonelli Co., ofthis city. 

Harold Barker; of Barker & Barker, has 
been taking a pleasure trip through the 
southern part of the State the past week. 

There has recently been a general ad- 
vance in the wages of the employes of the 
Gorham Mfg. Co. of substantial per cent. 

Adam R. Aiello was one of the principal 
speakers at the 17th anniversary banquet 
of the Young Italian Imperial Club last 
Tuesday night. 

William P. Chapin, Jr., secretary of Cha- 
pin-Hollister Co., who has been confined to 
his house for three weeks with pleurisy, 
is convalescing. 

S. Kaplan, representing Warren. & Co., 
106-108 Fulton St., New York, has been in 
this city the past week, purchasing supplies 
and new machinery. 

W. H. Manchester, Jr., was a business 
visitor in New York the past. week in the 
interests of the jewelry department: of the 
Tilden-Thurber Corp. 

Joseph J. White, president and treasurer 
of the J. J. White Mfg. Co., and family, are 
at their Summer home on his farm at Lake 
Winnepesaukee, N. H. 

William G. Lind, president and treasurer 
of T. W. Lind Co., has been appointed by 
the National Association of Credit Men as 
New England Counselor. 

The Universal Plate & Wire Co. has 
petitioned the Board of Aldermen for per- 
mission to install a new steam boiler at its 
plant, 190-191 Summer St. 

Mrs. Albert H. Kipp the past week an- 
nounced the engagement of her daughter, 
Miss Elizabeth Hamilton Kipp, to Robert 
Crins Chapin, assistant treasurer of the 
Chapin-Hollister Co. 

Thomas H. Bride, for the past nine years 
with G. Klein & Son, and previously with 
the W. J. Feeley Co., has accepted the posi- 
tion as manager ‘for the H. M. H. Co., 50 
Bagley St., Pawtucket. 

Mr. and Mrs. William A. Schofield and 
Mr. and Mrs. Benjamin B. Manchester, 
who have spent the Summer at their cot- 
tages at Buttonwoods, left Saturday for.a 


week’s automobile trip through the Green 
Mountains. 
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Tin owned by the Federal Government 
is on inspection at the Gorham Mfg. Co.’s 
plant. There is 30,000 pounds of the metal 
which is offered to the highest bidder at a 
sale to be held in Boston by the Ordnance 
Department. 

The first meeting of the directors of the 
Manufacturing Jewelers’ Board of Trade 
following the Summer recess will be held 
at the rooms of the association in the 
Turks Head building, this city, on Friday 
afternoon, Sept. 19. 


A. Tingler Wall, of the A. T. Wall Co., 
of this city, has purchased a tract of land 
on Ocean Ave. at Narragansett Pier where 
he intends to erect a Summer-home. Mr. 
and Mrs. Wall have been season guests at 
the Ocean House at the Pier this year. 


Hugh F. Hanaway, a well-known jour- 
neyman jeweler, died Thursday after an 
illness of two weeks. He was born in this 
city and had always worked at the jewelry 
business since leaving school, 25 years ago. 
He is survived by a sister and two brothers. 

Joseph B. Leeman, of the Browning- 
King Co., and Arthur L. Aldred of Glad- 
ding’s, have been appointed by Col. Harvey 
A. Baker, United States District Attorney, 
as members of the committee on fair prices 
and practices in the selling of the necessi- 
ties of life in this State. 


Herbert M. Fellmang son of Harris Fell- 
man, Main St., Woonsocket, has taken 
charge of the retail department of his 
father’s store, succeeding Walter Longwell, 
who has resigned and gone to another city. 
The young man is a graduate of the Rhode 
Island--School of Design in jewelry and 
silversmithing and designing.- eas, 

Many of -the manufacturing jewelry 
plants closed down Friday night until Tues- 
day morning on account of. Labor. Day. 
The offices of the Boards of Trade and the 
New England Manufacturing Jewelers’ and 
Silversmith’ Association closed at noon 
Saturday for the same period. 


Major Winfeld S. Solomon, who previ- 
ous to his enisgtment for service in the 
world war was superintendent of Dimond 
& Son’s store and also associated with the 
Outlet Co., has just returned from more 
than a year’s service overseas. The 417th 
Telegraph Battalion of the Signal Corps, of 
which he was a member, had _ several 
months service at the front lines and after 
the armistice was assigned to the Army of 
Occupation at Coblenz, Germany. 

Charles Cummings, employed by the 
Charles Makay Co., manufacturing jeweler, 
went into the polishing tank on the fifth 
floor of the building at 14 Blount St., Fri- 
day afternoon to make some repairs on the 
tank. He had a lighted candle with him 
and the fumes of the acid became ignited 
from it. causing a slight explosion. The 
explosion started the sprinkler system and 


the floor was flooded before the flow could . 


be shut off. Water also caused some dam- 
age in the shops on the floors below. 
Among the speakers last Thursday at the 
Squantum Club on the occasion of the 
complimentary dinner given by Col. Charles 
Alexander to the First Light Infantry Vet- 
eran Association were Lieut.-Governor 
Emery J. San Sousi, of J. O. San Souci 
Co.; Major Leander C. Belcher, of Belcher 
& Loomis Co.; Gen. Herbert S. Tanner. 
Others present included Frank L. Barrows, 
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Martin S. Fanning, William H. Mason, 
George W. Rhodes, George Swarts. 

A claim of $5,000 against the estate of the 
late Dutee Wilcox is the basis of a suit 
filed Friday in the Superior Court by 
George H. Flint, of Cranston, against How- 
ard D. Wilcox of this city and Mrs. Grace 
W. Danforth of Buffalo, N. Y., executors 
under the will of Dutee Wilcox. It is 
alleged that the sum named in the writ was 
due Mr. Flint from the testator on book ac- 
count at the time of Mr. Wilcox’s death, 
Feb. 19, 1918. The executors disallowed 
the claim. 

George W. Pepper, for many years an 
engraver afd chaser in this city, died 
Thursday at his home, 26 Norwich Ave. 
He was in his 58th year, having been born 
April 8, 1861. He is survived by four sis- 
ters and three brothers. He was born in 
Sheffield, England, but received his educa- 
tion at Taunton, Mass. After finishing the 
grammar school course he went imme- 
diately to work at his trade as an engraver. 
He was a professional and expert collector 
of postage stamps and had one of the most 
complete and valuable collections in this 
vicinity. 

Patrick F. O’Connell, who has been man- 
ager of the Newport store of Davis, Colla- 
more & Co., bric-a-brac, art goods and 
china, Bellevue Ave., Newport, for 17 years, 
was given a complimentary dinner a few 
days ago by a number of the business men 
on Bellevue Ave. in recognition of his long 
service, his genial companionship, helpful 
ways and constant “booming” of Newport. 
A silver loving cup, containing 17 American 
beauty roses, one for each year of his serv- 
ice, was presented him. After the dinner a 
programme of recitations and vocal and in- 
strumenta! music was rendered. 

Information was received here the past 
week that the Fall River Pearl Co. has 
taken over a two-story building on Union 
St., at Fall River, where it will begin busi- 
ness as soon as the work of remodelling to 
meet its requirements are completed. All 
new machinery and equipment has been 
ordered and it is expected to get under 
away in a short time. About 75 hands will 
be employed at the new plant, where all 
kinds of pearl work used by jewelers will 
be cut from shells, ground and polished. 
Large quantities of these shells have al- 
ready been ordered from Australia, China, 
Japan and elsewhere. 

Among the jewelry buyers reported in 
this city during the past week were the 
following: B. H. Berson, of Hoffstadt, 
Berson & Co., Toledo, O.; C. E. Irwin, of 
Havana, Cuba; George H. Rosenblatt, of 
New York city; Mr. Uhlfelder, of Hahne 
& Co., Newark, N. J.; W. Reichert, of W. 
Reichert & Co., New York city; H. Wein- 
rich, of J. A. Schwartz Co., Philadelphia; 
Edward Sickles, of M. Sickles & Co., Phila- 
delphia; Oscar Kind and Louis Bloch, of 
S. Kind & Sons, Philadelphia; G. Steinfeld, 
of Rochester, N. Y.; E. E. Pfersich, of 
A. L. Pfersich Co., Philadelphia, and Mr. 
Flynn, of Montgomery Ward, Chicago. 

The employes of the Paul Stierle Co., 
Inc., manufacturer of jewelers’ display pads 
held an outing on the motor boat Mediator 
last Saturday, sailing down Narragansett 
Bay to Prudence Island and then to Canoni- 
cut Island, where sports, games and fish- 
ing were enjoyed. A feature of the sports 
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was a women’s race of 100 yards which was 
y Miss Leah Lawton, who received 
the prize of a La Tausca pearl necklace do- 
nated by Mr. Schierioth, treasurer of the 
company. On the return the party stopped 
at Crescent Park, where the various amuse- 
ments were enjoyed and a shore dinner 
served. The outing was in charge of O. 
Schierioth and William A. Bushman. 

Through the adoption of the endless 
chain system to increase membership, 
Jewelry Workers’ Union, Local No. 8, 
of this city claims to have several hundred 
more members on its rolls now than when 
the drive opened about a month ago. One 
hundred new members are claimed to have 
been given the obligation on last Wednes- 
day night. It was voted to participate in 
the Labor Day parade and a committee 
was appointed to make the necessary ar- 
rangements. A committee was also ap- 
pointed to draw up a new minimum wage 
schedule which will be presented to those 
shops now represented in the union and 
later to all shops in the city. With the 
alleged steady growth of membership the 
leaders claim that it will soon be possible 
to get manufacturers into conference rela- 
tive to reaching new agreements for bet- 
ter wages and conditions. Another com- 
mittee was appointed to revise the by-laws 
which have become out of date, it is 
claimed, with the recent enlargement of the 
organization. In a short time other mass 
meetings are to be held as a part of the 
membership drive. 
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S. G. Mandalian is spending a few weeks 
in town at the factory. 

George A. Chisholm of the Bugbee & 
Niles Co., spent the holiday at the Cape. 

Frank Gilbert, a well known salesman, 
has returned from an extended business 
trip. 

The J. F. Sturdy’s Sons Co. is making 
plans to enlarge its floor space at the fac- 
tories in the Falls Village. 

William Swift, who recently returned 
from the hospital, will leave next week for 
Maine on an extended fishing trip. 

Edward O’Neil has started in the engine 
turning business in the building owned by 
the Mandalian Mfg. Co. on Elm St. 

An effort is being made to revive the 
local Jewelry Workers’ Union which has 
been very quiet since the strike in 1917. 

The Geo. L. Paine Co. has made the fol- 
lowing return to the State: Machinery, 
$37,540; cash and debits receivable, $227,- 
863; manufactures and merchandise, $29,- 
842; merchandise, $41,084; total $336,329; 
capital, $100,000; accounts payable, $21,044; 
floating debt, $137,169; surplus, $46,069; 
Profit and loss, $32,047; total, $336,329. 








F. A. Rhodes, retail jeweler at Chrisney, 
Ind., reports that trade in his vicinity has 
been very good all season and that in fact 
it has shown a big improvement over the 
corresponding period of last year. Mr. 
Rhodes has been engaged in business in 
Chrisney for a number of years. 
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factory enjoyed a clam bake last Saturday 
afternoon at Martin’s farm on North Main 
St. 

William Saart, local manufacturer, will 
have charge of the ball game to be staged 
in connection with the Welcoming Home 
celebration. 

The Attleboro manufacturing jewelers 
are all paying a great deal of attention to 
Cuba as a market for their goods. One 
local firm is soon to open a branch office 
in that country. 

C. J. McClatchey, Walter O. Lochner, 
L. L. Lamb, Samuel Slocomb and Joseph 
Finberg were members of the committee 
that had charge of the sale of the army 
blankets and food in the city of Attleboro. 

The winners of the Twilight Baseball 
League, the Bay State Optical team, was 
tendered a banquet last Thursday evening 
by Frank Nerney of the company at the 
Y. M. C. A. Members of the city council 
were present and representatives from the 
other teams in the league. 

The following manufacturing jewelers 
have been appointed members of the execu- 
tive committee to have charge of the Wel- 
come Home celebration to soldiers and sail- 
ors: Harold E. Sweet, chairman; Clelland 
McClatchey, secretary; Thomas G. Sadler, 
treasurer; E. D. Gilmore, George Sykes, 
Edward A. Sweeney and Walter I. Tuttle. 





Atlanta, Ga. 





News has reached Atlanta that Mr. Har- 
man will shortly open a new jewelry store 
in Columbus, Ga. 

Harry Barnett of the Ewing Bros. force 
is on a two weeks pleasure trip to New 
York city. 

W. P. Thornton formerly with the Greer 
Jewelry Co., this city but for the past two 
years with A. Graves Co., Memphis, Tenn., 
is spending a few days visiting friends and 
relatives here. 

M. Greer of The Greer Jewelry Co. 
Peachtree Arcade, is on a three weeks tour 
through the Eastern States. He also has 
attended the convention in Chicago and 
from there will visit the Dakotas. 

Among the out of town visitors to At- 
lanta last week were: O. S. Briant, of J. H. 
Bate & Co., Barnesville, Ga.; Jesse David- 
son, of the Davidson Jewelry Co., Mont- 
gomery, ‘Ala.; Sam Orr, of S. L. Orr & 
Co., Macon, Ga.; J. H. Gann, Athens, Ga.; 
F. W. Brock, Elberton, Ga.; Hugh B. Jones, 
Calhoun, Ga.; Abe Levy, Macon, Ga.; C. 
K. Berry with C. Schomburg & Son, Co- 
lumbus, Ga.; John C. Mickelboro, Marion, 
Ala.; P. A. Hughes, Con:merce, Ga.; and 
E. C. Simpson and wife, Graycourt, S. C., 
who made an automobile trip through two 
or three states. 








The watchmakers, jewelers and engravers 
of Evansville, Ind., recently held a meeting 
and perfected an organization and have ap- 
plied for a charter from the American Fed- 
eration of Labor. 





A. G. Bernard, sales manager of A, I. 
Hall & Son, is expected to return from the 
Orient on Aug. 30. 

H. Morton, Sr., formerly engaged in 
business in Oakland, Cal., was a recent 
visitor to the local trade. He is now mak- 
ing his home at Glendora, where he has an 
orange grove. 

Among the jewelers to call on the local 
trade recently were George H. Voss, Lake- 
port; E. S. Dachnorst, Sacramento; W. H. 
Bishop, Ely, Nev.; J. P. Alverson, Tulare; 
Harry Sparker, Fresno. 

Howard C. Rowbotham, a new salesman 
for A. I. Hall & Son, has left on his initial 
trip, his objective point being the new 
branch office in Chicago, located at 302 Hey- 
worth building, under the name of the 
Oceania Pearl ‘Co. 

Two men have been placed under arrest 
in connection with the recent spectacular 
daylight robbery of the Morgen Jewelry 
Co.’s store on Market St., near Powell. 
They were apprehended by the local police 
department and are now out on $15,000 bail. 
It has developed that the actual loss was 
not more than $10,000, initial reports hav- 
ing been somewhat inflated. Insurance was 
carried to the extent of $5,000. 

Ben N. Nordman has announced his in- 
tention to re-enter the wholesale jewelry 
business in this city, under the name of the 
Ben N. Nordman Co. Mr. Nordman is the 
son of Loen Nordman, for many years con- 
nected with the old firm of Nordman Bros, 
He has a thorough knowledge of the busi- 
ness, and is now filing orders for stock. 
The location has not been announced as 
yet, but it is understood the new place will 
be ready for business in the jobbing center 
of the city on or before Jan. 1, 1920. 








Canada Notes 





P. W. Ellis & Co., wholesale jewelers, of 
Toronto, recently sent the first commer- 
cial letter by aerial delivery from Toronto 
to New York. It was mailed on Aug. 25 
addressed to the United States agency of 
the Omega Watch Co., 21-23 Maiden Lane, 
New York, and duly reached its destination. 

George S. Conover, jeweler of 1070 
Dovercourt Road, Toronto, died on August 
27 from the effects of a bullet-wound pre- 
sumably self-inflicted. He had been in ill- 
health for sometime. A neighbor hearing 
a pistol shot rushed in and found Mr. Con- 
over in a dying condition with the weapon 
in his hand. He expireu shortly after- 
wards. He was 67 years of age. 

The strike of the silver workers in the 
employ of several Toronto firms was ter- 
minated Aug. 27, the employers having 
granted the demands of the union, except 
in the case of helpers. The new scale for 
expert craftsmen is 60 cents per hour and 
for helpers 40 cents per hour, for the first 
six months, 45 cents for the next six 
months, and 50 cents after one year. All 
men are to work 48 hours per week. 








Think of your future—buy Thrift and 
War Savings Stamps. 
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| 14th Convention Scores a Great Success 





Members of the American National Retail Jewelers’ Association From All Over the Coun- 
try Gather at Chicago for Four Days’ Session—Important Work Accomplished and 


Meetings Notable for Large Attendance and Instructive Features—Death Knell 
Sounded for Free Engraving, “Loaners” and Time Guarantees of All Kinds 
—Address of Jewelers’ Circular’s Fashion Expert a Notable Feature— 
Enjoyable Entertainment Features of Various Kinds—Exhibits 
Small in Number, but Interesting—New Officers Chosen and 

Louisville Selected for Convention of 1920. 














CoNvENTION HEADQUARTERS, SHERMAN 
Horet, Aug. 29.—The 14th annual conven- 
tion of the American National Retail Jewel- 
ers’ Association is a thing of the past, but 
though gone will never be forgotten, for 
in every way that counts it was a real con- 
vention of the kind that the jeweler and 
the organization movement have dreamed 
of for years but have never realized. It 
was a gathering of which any trade might 
have been justly proud, both as to the num- 
ber and the character of the business men 
who since: Tuesday have attended the ses- 
sions at this hotel. 

The success of the convention is attested 
in every way, and there is noi a man or 
woman going from the hotel today who 
does not feel that he or she has been repaid 
many times over for the time and expense 
of coming here no matter from how far 
a distance they have come. As one of the 
prominent jewelers of Los Angeles stated 
during the executive meeting, a_ single 
feature of a single session more than repaid 
him for his expense and trouble of coming 
the 2,600 miles, and, considering that the 
convention had many sessions, each one 
with many features almost equally impor- 
tant, the value to the members who at- 
tended may be surmised. In the first place, 
it was a convention of achievement—it did 
great things. Among others, it practically 
sounded the death knell of free engraving 
and of time guarantees, not only watch 
cases, but other articles as well. It com- 
pleted the research fund of $60,000 and 
made possible the immediate starting of a 
great work which will tend to put the 
jewelry trade on an entirely different and 
higher basis than it has ever been before. 
It united the jewelers on many questions, 
and: it gave them opportunity for instruc- 
tions on business, economic, technical and 
other lines such as they could get in no 
other way. All the old stale ghosts were 
laid and the old-time consuming arguments 
and discussions on essentials were elim- 
inated. 


Every minute of time in the convention 
hall was devoted to real live work of in- 
terest to every jeweler and, in fact, there 
was not a session in which the jewelers 
Present did not get courses and instruction 
On important topics that they would will- 
ingly have gone to time and expense to buy 


for themselves as well as for their ernployes. 

Every session had its feature of interest, 
and probably the greatest session’ in the 
way of addresses was Thursday, when the 
jewelers heard many leading lights on vari- 
ous topics, and as a climax in this session 
came the special feature announced briefly 
in the first programme and in detail in the 














ARTHUR A. EVERTS, PRESIDENT-ELECT OF THE 
A. N. RB. J. A. 


second, the address of Miss Isabelle Archer, 
THE JEWELERS’ CrirRCULAR fashion expert, 
who had come straight from Paris to the 
convention to give the jewelers their last 
word on styles in jewelry and gowns that 
could come from France’s capital, which is 
still the origin of all styles. Miss Archer 
gave the assembled members information of 
interest to every jeweler in the country, 
and the bigger he is the more valuable it is 
to him. As she told of the new modes com- 
ing out and the effect it would have upon 
the jewelry of the Winter. and the Spring, 
not only as influenced by hair dressing and 
by materials but by the cut of the gown, as 
for instance the short skirts bringing in the 
new circles to be worn on the ankle under 
the stocking, the sleeveless gown bringing 
in the new style of bracelets and armlets, 


and the cut of the neck bringing in the new 
style of necklaces. This feature proved so 
successful that the Chicago papers of the 
following day were filled with the subject 
of the jewelry and new gowns to be worn, 
giving trade information of the right kind 
and to any extent and of a character that 
could have been produced in no other way. 
Manufacturers and. jobbers who in the past 
have believed that the national convention 
was not representative of the greater 
jewe'ers of the country were convinced of 
their mistake the ‘moment they saw the 
character of the men and women who at- 
tended. Of the 200 or 300 people constantly 
present at the session, all were the live 
and progressive kind, and they came not 
from near-by sections, but from practically 
every city in the union, from the Atlantic 
to the Pacific Coast and from the Gulf on 
the south to the northern border. They 
listened intently and they participated in 
the discussions when they had something 
of real value to say, and they went home 
with a greater idea of the jewelry business 
and clearer conception of the problems they 
had to meet and how to meet them than 
they ever had before. 

Committees and the officers worked thor- 
oughly and effectively, and the new ticket 
finally chosen, headed by Arthur M. Everts, 
Dallas, Tex., gives the organization. one 
of the strongest administrations it has had. 
Outside of the regular sessions the execu- 
tive session Tuesday night will stand forth 
in the minds of those who attended as 
something long to be remembered, and the 
only regret that could be expressed was 
that the bigger and more progressive manu- 
facturers, jobbers and importers of the 
country could not have been present and 
heard the discussions on the hundred or 
more problems that every retail jeweler 
meets and the opinions as to how they couid 
be met. 

The exhibits this time were but inci- 
dental to the meeting and distracted little 
from the session. They were arranged 
around the mezzanine floor of the hotel 
away from the convention hall, while not 
nearly as numerous as at the previous con- 
ventions in this city were interesting to 
members and successful to exhibitors. 

The entertainment feature was all that 
could be desired and emphasized the broad 
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and generous hospitality of the Chicago 
trade as a whole, the most prominent fea- 
ture of the entertainment being a trip to 
the Great Lakes Naval Station, the inspec- 
tion of the drill of the sailors and athletic 
events, etc., and the amusing cafeteria feed- 
ing of “chow” to the 900 or more who at- 
tended this, being followed by a visit to 
Ravinia Park, a beautiful pleasure resort, 
where the jewelers were entertained with 
grand opera. Other entertainment features 
were a visit to the Art Institute and the in- 
spection of the gems there on the last day, 
and special arrangement had been made for 
the visiting jewelers and their families to 
visit the stock yards. 

Owing to the crowded condition of the 
hotel, the convention sessions were run off 





JEAN R. TACK, FIRST VICE-PRESIDENT. 


with some handicap, as the first sessions 
had to be held in the crystal and other 
rooms on the first floor and later the hotel 
had to turn gover the ladies’ dining room 
for these sessions, but despite this handi- 
cap, which at first caused a few delays at 
the beginning of Wednesday’s and Thurs- 
day’s sessions, jewelers found their way to 
the right places. 

The weather was ideal and altogether 
the convention was not only the greatest in 
the history of the organization, but one that 
it would seem to be impossible to surpass 
in any of its valuable features. 


Tuesday’s Sessions 


With a record attendance the fourteenth 
annual convention of the American Na- 
tional Retail Jewelers’ Association opened 
soon after 10.30 a. mM. on Tuesday morning, 
Aug. 26, in the Crystal Room of the Hotel 
Sherman. As noted in the telegraphic re- 
port of the first day’s proceedings published 
in the last issue of THE JEWELERS’ CiRCU- 
LAR, the convention was called to order by 
Vice-president Arthur A. Everts, of Dallas, 
Tex., presiding in the place of President 
George A. Brock, of Los Angeles, Cal., who 
was unable to be present because of illness. 


THE JEWELERS’ 





Following the invocation by Rev. M. J. Van 
Zandt, assistant rector of St. Peter’s 
Church, Chicago, John H. Hardin, of F. A. 
Hardy & Co., Chicago, was introduced to 
the convention. Mr. Hardin, as president 
of the Chicago Jewelers’ Association, wel- 
comed the retailers to the city in the name 
of the organization he heads and the 
jewelry interests of Chicago. 

“The custom on such an occasion is for 
the Mayor to make the address of wel- 
come,” said Mr. Hardin, “and I cannot 
understand why the job was wished on my 
shoulders. Mayor Thompson’s slogan has 
been ‘Throw away your hammer and be a 
booster!’ The carpenters have taken him 
at his word, and at the present time he is 
busy trying to get them to pick up their 
hammers again. 

“Chicago is the great central market for 
the jewelry trade, and it is fitting and 
proper that your convention should be held 
in this city. Chicago now manufactures as 
much jewelry as is made in the east, and 
is the big distributing center of jewelry to 
all points of the country. The Chicago 
Jewelers’ Association has arranged a pro- 
gram of entertainment for you, the first 
installment of which will come tomorrow 
afternoon, when you will go on a trip to 
the Great Lakes Naval Training Station. 
I consulted the commander yesterday, and 
he assured me that everything is in readi- 
ness for the special drill you are to wit- 
ness. Another object of interest will be 
the clock at the station, which is regulated 
by wireless. This is a novelty which will 
be of interest to all jewelers here. There 
will be other features on this trip, includ- 
ing a stop at Ravinia Park on the return 
trip, where you will hear opera. Later in 
the course of the convention still other en- 
tertainment has been arranged for you. In 
the name of the Chicago Jewelers’ Associa- 
tion and the jewelry trade of Chicago I 
most cordially bid you one and all welcome 
to the city.” 

Mr. Hardin received a big ovation from 
the jewelers, who seemed to admire his 
sincere and whole-hearted manner of mak- 
ing them welcome fully as much as any of 
the things he actually said. 


In the absence of Robert Koerber, mem- 
ber of the executive committee, of Fort 
Wayne, Ind., ex-President T. L. Combs, of 
Omaha, Neb., was called upon by the chair 
to make response to the address of wel- 
come. Mr. Combs recalled that splendid 
welcomes had been given to the retailers 
when they held their convention in Chi- 
cago three and four years ago, respectively, 
when he was president of the association. 

“However, the welcome we have just re- 
ceived, extended to us in trying times like 
those through which we are passing, is 
doubly appreciated. We always like to 
come to Chicago, and our Chicago conven- 
tions are always big successes. We feel 
instinctively and unconsciously that when 
we come into Chicago we come into the 
sunshine. We deeply appreciate the pro- 
gram of entertainment which the Chicago 
Jewelers’ Association has arranged for us.” 

At this stage of the proceedings Joe 
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Mazer, of New York, butted into the 0» 
gram. He delivered a well-rounded Ofa- 
tion, at the conclusion of which he pre- 
sented a beautiful bouquet of flowers to 
the convention for use on the speakers’ 
table. The bouquet was purchased by 
Sergeant-at-Arms August Loch, of Pitts. 
burgh, whose sharp eyes had noted, early 
in the proceedings, that the speakers’ table 
was barren of anything more beautiful ang 
gentle than Vice-president Everts’ hickory 
gavel. 

H. Victor Wright, of Los Angeles, Cal, 
then read the address of President George 
A. Brock. At the conclusion of the ad- 
dress, which appeared in full in last week's 
issue of THE JEWELERS’ CIRCULAR Weexty, 
a committee consisting of T. L. Combs, Joe 





EDW. H. HUFNAGEL, SECOND VICE-PRESIDENT. 
~ 

Mazer, and August Loch was appointed by 

the chair to send a telegram to President 

Brock, regretting his absence and wishing 

him a swift return to good health. It read: 

“Hundreds of us almost weeping because 
our beloved president is not with us. The 
convention voted to wire you tenderest 
felicitations and hopes for your complete re 
covery. Your address drew great applause. 
“AMERICAN NATIONAL RETAIL JEWELERS 
ASSOCIATION IN CONVENTION ASSEMBLED.” 

The convention then adjourned for the 
morning session. 

The Rotary Club had a big luncheon and 
special program during the noon hour at 
the Hotel Sherman, and quite a number of 
the jewelers, who are members of this of- 
ganization, sat in for the occasion. It was 
an added and unexpected bit of pleasure for 
them. 

Tuesday Afternoon 

The afternoon session of the convention 
opened at 2.15 p. m., with an attendance 
which showed a big increase over that of 
the morning. Many ladies were present m 
the afternoon. The program called for the 
singing of songs, patriotic and bacchanalian 
to be led by A. L. Thoma, of Piqua, 0. 
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Mr. Thoma was on hand to do the leading, 
but no piano player could be found. Ap- 
none of the ladies present had ever 


arently . 
aes music lessons, for they did not re- 
spond to the megaphone bellowing of 


August Loch. Mr. Loch had no better luck 
in a megaphone tour around the hotel, and 
at last a crowd arose and, led by Mr. 
Thoma, sang “America” with such zeal that 
a piano would have been completely sup- 
pressed had one been in operation. 
Secretary Anderson then read the tele- 
gram of good cheer to President Brock, 
and the convention approved the message 
with the suggestion that it be speeded on 





JULIUS GOCDMAN, NEW MEMBER OF THE 
EXECUTIVE COMMITTEE. 


its way to California. Secretary Anderson 
made a few remarks in an informal manner, 
and was followed by Vice-president Everts, 
who told the jewelers that they should give 
all the assistance possible in informing the 
public of the truth about jewelry. If every 
person knew as much about jewelry as the 
jewelers themselves, more jewelry would be 
purchased. If a man wears a diamond 
scarf-pin or a diamond ring nobody bothers 
to notice whether his trousers are pressed 
or whether his suits cost $20 or $80, said 
Mr. Everts. Smart husbands, should be 
made to realize that they can get by with 
their wives much more easily by buying a 
little more jewelry and putting less money 
into gowns. The jewelry represents a per- 
manent value, rapidly increasing, in some 
cases, such as diamonds, while gowns are 
speedily discarded and are worth practi- 
cally nothing when they have been worn a 
while. Expressing himself in his charming 
Texas way, Mr. Everts provoked many 
laughs from his audience. 

James E, Kavanaugh, vice-president of 
the Metropolitan Life Insurance Co. of 
New York, was then introduced. He deliv- 
ered his address on “Group Insurance.” 


ADDRESS OF J. E, KAVANAUGH 
Mr. Kavanaugh told of the industrial con- 





ditions which have been left in the wake of 
the world war. Labor is restless, and while 
demanding greatly increased wages, is pro- 
ducing far below normal capacity. Em- 
ployers, he said, must take cognizance of 
the human relationship in industry, and not 
turn employes over to the whim of fore- 
men and underlings, to hire and fire at will. 
Group life insurance is nothing more than 
individual life insurance policy, blanketed 
over a large or small number of employes, 
generally not less than 50. They must be 
no selection against the company writing 
the insurance, however, and the strong lives 
must be taken along with those that are im- 
paired. In many instances the cost of such 
insurance is only about one per cent. of the 
total payroll, and for an employer to take 
out such insurance for his employes is a 
recognition of the human relationship in 
industry, which will go far toward solving 
the present unrest. 

Mr. Kavanaugh explained how the plan 
is being extended to include group health 
insurance and old age pensions, thus still 
further recognizing the responsibility of the 
employer toward his employes. He de- 
scribed in most interesting fashion how 
the Metropolitan Life Insurance Co., in 
dealing with group insurance, looks after 
the health of the people insured, so that 
they will live as long as possible. He said 
that employers should encourage the saving 
of money on the part of their employes. 
The Metropolitan Life Insurance Co. has 
a system in dealing with its own employers, 
he said, which is so attractive that a man 
cannot afford not to save money. Mr. 
Kavanaugh’s words were well received by 
the jewelers, many of whom knew, at the 
conclusion of his address, more about in- 
surance of this sort than they had ever 
known before in their lives. 

Following the ovation to Mr. Kavanaugh 
Vice-president Everts introduced the next 
speaker on the program, H. Victor Wright, 
of Los Angeles, who addressed the con- 
vention on “The Research Bureau, or Win- 
ter Oughts from Summer Thoughts.” The 
address of Mr. Wright appears on pages 
213 and 215 of this issue. 

Joseph F. Krumrich, of Oshkosh, Wis., 
was then introduced by the chair. He spoke 
on “The Real Cost of Selling Jewelry and 
the Necessary Mark-up.” His address fol- 
lowed the lines of a similar address made 
by him before the Wisconsin Association’s 
convention, which was published in full in 
Tue Jeweters’ CircuLar at that time. 
When he had concluded his regular ad- 
dress, Mr. Krumrich said he intended to put 
in the “Question Box” at the executive ses- 
sion that evening the question, “Which is 
better—to mark up goods and continue to 
carry large stocks affording good selection, 
or to reduce stocks in reliance on more 
careful buying and more tasteful display 
and to force faster turnovers?” 

Mr. Krumrich admitted that the question 
is a hard one to answer, because at the 
present time many manufacturers, rushed 
with orders, are unwilling to sell in small 
quantities. He offered alarm clocks as an 
illustration, the turnover on which might 


be more frequent if jewelers could profitably 
buy for their immediate needs. The after- 
noon session then came to a close. 


The Executive Session 


The executive session, which was held 
Tuesday evening, was one of the most 
notable of its kind at which the jewelers 
have ever gathered. Not only did it sur- 
prise the new members who attended for 
the first time, but it paralyzed, to a large 
extent, the old “war horses” of the asso- 
ciation who have attended the executive 
sessions from the time the organization 
was first started. In the first place, it was 
largely attended; over 250 jewelers from 
every section of the country being repre- 
sented in the discussions. In the second 
place it was a serious session and topics 
were given most careful consideration, yet 
all business was transacted with a celerity 
and decision that permitted the disposal 
cf over 117 queries that had been put into 
the question box. 

The meeting was held under adverse 
circumstances, first because the evening 
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GEO. R. BROCK, RETIRING PRESIDENT, WHO IS 
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was hot; second, the room where the 
jewelers gathered was long and narrow 
as well as stuffy and not fitted for the 
work so that the meeting when half over 
had to be taken to the Crystal room to 
finish the work. But even with the con- 
fusion of moving the attendance increased 
instead of decreased, there being more at 
10 o’clock than at 9 and as many at 11 
o'clock, the time of adjournment, as at 
any time in the evening. 

The work of the executive session in the 
handling of the question box was in the 
hands’ respectively of Vice-president 
Evarts, who presided, Benjamin T. Ash 
and Walter H. Mellor, veterans at ques- 
tion box work. Mr. Ash read the ques- 
tions and Mr. Mellor put them and han- 
dled the discussion as only a veteran and 
expert Rotarian can. 
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The questions ranged from domestic af- 
fairs to luxury taxation, and included not 
only all the vital points that the retail 
jeweler is meeting from day to day but a 
number that he may have to meet as a 
development of the present conditions, 
whether the incorporation of his company 
to meet taxation laws or the treatment of 
his watchmaker and repairer to meet the 
increasing scarcity in the labor market. 

As the various questions came up and 
were settled the opinion of the meeting 
was asked as to the attitude of the asso- 





WALTER H. MELLOR, TREASURER-ELECT, WHO 
CONDUCTED THE QUESTION BOX 


ciation and recommendations were made 
tto the resolutions committee to formulate 
and introduce resolutions based upon the 
decisions made at the executive meeting. 

Among the most important of these was 
one urging the jewelers to cut out free 
engraving entirely, while other topics con- 
sidered were of almost equal importance. 

' The discussions, unlike those in previous 
years, were not participated in entirely by 
a few, but the questions were so many and 
So varied that practically everyone in the 
room Had a chance to express an opinion 
or .relate an experience that was enlight- 
ening or instructive to his or her fellow- 
jewelers. 

It was the unanimous opinion of all 
who attended that the executive session 
alone was sufficiently successful to justify 
the entire convention if nothing else had 
been done and to compensate for the 
trouble of coming to Chicago for the full 
week’s proceedings. One man, who came 
from California stated that the discussion 
and action on the “free engraving” propo- 
sition alone was worth his trip to Chicago 
many times over. In fact, as the old- 
timers: expressed it, it proved that today 
they have a real organization in the 
jewelry trade which not only represents 
every branch of the industry but is a force 
and power for the good and development 
of the trade at large. 





Wednesday’s Sessions 

The session on Wednesday morning, 
Aug. 27, was a little late in getting started. 
The program called for popular songs at 
9 a. M., but such jewelers as were not ren- 
dering a nasal version of popular songs up 
in their rooms were still lingering over 
their breakfast at nine bells. The meeting 
did not get started until nearly an hour 
later. The first thing on the program was 
the rendering of reports by the officers 
present from the various State associations. 
These reports were interesting but were 
not all delivered at the time. They are to 
be found in full or. pages 171 and 173 of 
this issue. 

ADDRESS OF EDWIN G. COOLEY 

Vice-president Everts interrupted the 
hearing of the reports to introduce the first 
speaker of the morning, Edwin G. Cooley, 
principal of Continuation Schools, Chicago. 
Mr. Cooley was already well known to the 
Chicago retailers present, as he has been 
in conference with many of them for the 
past year relative to the starting of the 
watch and clock repair school as a part 
of the Chicago public school system. He 
received quite an ovation as he came for- 
ward to speak. The matter of securing 
good watchmakers is one which jewelers 
all over the country have been viewing with 
increasing concern. Mr. Cooley spoke with 
20 years of experience in vocational train- 
ing matters behind him. He has gone to 
Europe under the auspices of the Chicago 
Association of Commerce to study voca- 
tional training systems on the other side, 
and is one of the very highest authorities 
on the subject in this country. 

In his address Mr. Cooley said that he 
was convinced that the only satisfactory 
solution of the problem involved in the 
technical training of skilled artisans’ was 
afforded by the well-managed and up-to- 
date continuation school. He declared that 
the progress of civilization depends upon 
the official transmission of knowledge and 
technical skill. In former years the home 
has been the miniature vocational school, 
especially in industries such as _ watch- 
making, which in those days were carried 
on to a very large extent at home. In this 
way the knowledge and skill of the fathers 
was transmitted to the sons. However, .ex- 
plained Mr. Cooley, under modern condi- 
tions of life the home has ceased to:be a 
school of vocational training. The inner 
life of the home has changed, and the at- 
tention is given to phonographs, cards and 
social affairs which take no account what- 
ever of such practical things as vocational 
training. 

Mr. Cooley said that today the advantage 
formerly given by the trade guilds, such as 
flourished in Europe, is gone. These or- 
ganizations formerly undertook the training 
of those who entered the various handi- 
crafts. With the changing world the ap- 
prentice system, never satisfactory to the 
apprentice, has passed entirely into the 
discard. 

Mr. Cooley somewhat surprised his hear- 
ers by declaring that the trade school has in 
the main proved a failure, in spite of the 





fact that the problem of vocational training 
is being more and more studied through. 
out the world. The speaker said that the 
training which a young man receives in the 
shop is not sufficient for the demands of 
the time. Such training must be supple- 
mented by specialized and more efficient 
training from sources outside of the shop. 

The attitude of the unions, he Said, js 
hostile to the schools. Sometimes this hos. 
tility is actively expressed, and at all times 
there is passive opposition. 

He told of the progress made by the 
manufacturing jewelers of the city in thei 
trade school, working in co-operation with 
the public school officials. This is a part: 
time training school for jewelry workers 
who are employed in the manufacturing 
shops of the city. James S. Winn is in 
charge, and has made remarkable progress 
in spite of war conditions during the past 
few years. The school is held in the Carter 
H. Harrison Technical High School, where 
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all laboratory and other facilities are com- 
venient. “a 

Mr. Cooley said that the Board of Educa 
tion of Chicago has definitely decided: to 
enlarge this school, with the co-operation of 
the trade, to include also a practical school 
for watch-makers. Sufficient money has 
been obtained from various sources to start 
the school, and practically all the equipment 
needed is on hand. The board has found a 
capable man as instructor of this school, 
said Mr. Cooley. Thirty boys have de- 
clared themselves willing to attend a trade 
school of this sort. 

In a very short time, Mr. Cooley. pre 
dicted, it will be possible to start the school 
under conditions which will insure its im 
mediate success, and result in a supply of 
competent watch and clock repair men for 
the local retail jewelers. Mr. Cooley said 
that after a considerable amount of dis- 
cussion it had been decided to have the 
pupils of the school attend regularly for 
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three or four months, and after that to at- 
tend part time in connection with their 
regular work, They will attend about one 
day a week after — into the employ 

¥ retail jeweler. 
en Mr. Cooley had finished his ad- 
dress Vice-president Everts called for fur- 
ther reading of the reports from the State 
associations, and the convention turned 
attention to ‘these, which proved very in- 
teresting. The States which made reports 
during the course of the morning included 
Nebraska, New Hampshire, Iowa, North 
Carolina, Indiana, Massachusetts, Kansas, 
Kentucky, New York and California. 
Massachusetts reported that it is endeav- 
oring to raise $30,000 to endow a watch- 
makers’ school. Iowa reported a paid-up 
membership of 112 as against 86 a year ago; 
Kansas reported a present membership of 
76 jewelers, all of them live ones. Ap- 
plause greeted the report of the Kentucky 
Association, which has nearly doubled in 
membership during the past two years. 
Mississippi reported that the membership 
has been increased 40 per cent. during the 
past year, with 63 out of 115 jewelers in 
the State paid-up active members. If any- 
body at the convention had an idea that the 
southern associations are slow and easy- 
going they were disillusioned by some of 
the reports which were made by southern 
members. New Hampshire reported a year 
of hard work, which is bringing excellent 
results in the way of new members and bet- 
ter association co-operation. President 
Gustav A. Frisch, of the New York Asso- 
ciation, reported that 35 new members have 
been taken into the organization during the 
past year, and announced that a movement 
is planning to employ a field secretary, who 
will still further increase the membership 
during the coming year. R. C. Bernau, of 
Greensburgh, reported that his association 
has lost two members by death during the 
past year, said Mr. Bernau, anda movement 
is on foot to perpetuate their memory by 
the erection of a bronze tablet. B. J. Haga- 
mann, of Chicago, president of the Illinois 
Association during the past year, told of 
the work «f his organization during the 
past year. A field secretary is to be em- 
ployed *1-.ng the coming year, and an 
active campaign for new members started. 
Ed. B. Fanske, of Pierce, Neb., made the 
report for the Nebraska Association, which 
he said had a total membership of 200. 
During the past year 35 new members have 
been added. Idaho reported 25 members, 
but no meetings for the past two years. 
The reports in full appear elsewhere. 

When the presentation of the State re- 
ports had been concluded E. H. Hufnagel, 
of Mount Vernon, N. Y., was called upon 
by the chair. He introduced Dr. Holmes 
W. Merton, of New York, who talked on 
“Character Analysis.” 

ADDRESS OF DR. H. A. MERTON 

Dr. Merton started by telling the jewelers 
that the chief factor in the business is the 
man behind the counter, whether proprietor 
or clerk. His mentality, he said, determines 
how many people come into the store. A 
good advertisement in the daily newspapers 





will bring them once, but not the second 
time if they did not find something there 
the first time which they liked. The 
jeweler, he said, comes the nearest of any 
merchant to making the goods he sells 
perpetual. To illustrate this point he pro- 
duced his own watch, which he said had 
been bought 28 years ago, and is still run- 
ning within 30 seconds a month. The 
jewelry clerk must have.an eye for the 
beautiful, said Dr. Merton, or he can néver 
make a success behind the counter in a 
jewelry store. 

Dr. Merton was dramatic at times during 
the course of his address. Once to illus- 
trate a point, he pulled a roll of bills from 
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. TO THE WELCOME ; 


his pocket and, holding them up in front 
of his nose, pranced around in mock ad- 
miration of them, tranfixing them. with his 
eyes, and going whither they went. 

“This is the way most of you travel 
around,” he shrieked. ‘You see nothing 
but money, and everything you do is done 
with regard for money. Where money 
leads you follow.” 

Then, putting the money behind his back, 
and walking erect, taking in all before him, 
he said: 

“This is the way you ought to walk 
through life. Money is important. You 
must keep it in mind, but you should not 
let it dominate and mold your lives to 
the exclusion of everything else.” ; 

One of his many excellent utterances 
during the course of his address was: 
“There is nothing in industrial life where 
the elegance of life is touched more times 
a day than in the jewelry business.” 

Suggestion and temptation is the method 
which should be employed by clerks in a 
jewelry store to lead customers to make 
purchases. The shouter who is con- 
stantly saying ‘Yes, this is a good carving 
knife (or something else). . Take this! 
Take this!” is a menace to the growth of a 


.value; it is a possession of his. 


jewelers’ business. The customer may be 
willing to grant that it is a good carving 
knife. He can see that much. However, 
he will not necessarily part with his money 
on the strength of that. The clerk must 
have a first hand and deep knowledge of 
the goods he is selling. He must know far 
more about them than the customer. Fur- 
thermore, he must believe in the value of 
the goods he is selling. He must believe 
in his heart that they are worth what they 
are marked. If he has doubts about this 
matter, the customer instinctively tumbles, 
and passes up the purchase in the fear that 
he 1s not sure of getting his money’s worth, 
He continued: 


The first problem in employment management 
is the selection of good potential ability, of a man 
who has progressive possibilities in him along the 
line of work one expects him to do. A man may 
have reached a certain value at the time of his 
application for a position. The amount of. his 
past experience is open to estimation and has 
His education, 
skilfulness, polish, manners and acquaintanceships 
are an assessable stock in trade, more or less useful. 
If you can assess these by his recommendations 
and his personal history, they have a value in the 
question of choice or non-choice. 

But these are not criteria of his possibilities; he 
may have reached or passed his high mark, he 
may impose a false history on the employer; and 
anyone can get recommendations, especially from 
an employer who wants to get rid of a man in an 
easy way and make trouble for a possible com- 
petitor, 

Past history, family relations, and black and 
gray sheep, “don’t know what else to do,” “hope- 
ful, but not experienced,” and “will try it for @ 
success or failure,” are all precarious subjects. 
The bright boy problem is often a dubious propo- 
sition, since he may be far better adapted to some 
other of the 1,400 distinctive vocations. 

It falls back to the proposition: Is this man 
naturally fitted to do what I want him to do? 
Is he better adapted to this vocation than to any 
other? Has he potential or latent ability that will 
hold him to my service and develop him constantly 
until he reaches the expertness or mastery I 
desire? If his past has been successful, will he 
better it or go back? 

These questions are answered by the Merton 
method, and, so far as I have been able to learn, 
by no other method. 

But this method is a profession, a branch of 
knowledge requiring training and study, accumu- 
lative from the beginning, and not a one-night- 
stand proposition; it is not a “I was a fool 
yesterday, but one dose,” etc., remedy. 

The view we take is that labor turnover, em- 
ployment management, right hiring, depend upon 
a right choice in the beginning, upon selecting a 
man vocationally adapted to a particular kind of 
effort because his natural quality and naturally 
dominant abilities are better fitted to gain the 
information, enjoy the work, make progress and 
be satisfied in that position than in any other he 
can find or than any other individual your. oppor- 
tunities will let you find. 

By the Merton method we read the proportion 
of natural abilities of the individual by the size 
and contours of the local regions of his face. We 
can read these natural and particular vocational 
abilities, not in the usual loose and generalized 
fashion, but in a very definite, specific and detailed 
way. We can discover the kind and order of 
these abilities that make for success in the voca- 
tion we are trying to fill. We can suggest to the 
individual the strengthening and culture of any 
relatively low power faculty he needs to cultivate. 
We can predicate his line of promotion, moving 
him around those_positions he is apt to fail in. 
The saving by this method is great enough far to 
outweigh iis cost. 

We have tried to work out a method of esti- 
mating the loss due to employment turnover, but 
individual employers vary so widely in the amount 
of capital per employe, in percentage of dis- 
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: i i h em- 
rges, in quantity of production to eac 
sh that the facts are apt to hold good only 


i ain body of industries. 
gyre a wae reduced to these compara- 
tive figures, variable or in ratio in different firms. 

One employe at average $1,500 per year, to 
$3,000 in capital, and $6,000 of production per 
“annum; $80 discharge per annum of commoner 
and trades employes, and about that ratio for 
higher paid salary employes. Annual cost of loss 
through discharge and re-employment 5 per cent 
of wage cost, but reduced where a large proportion 
are high salary men, or where a great many men, 
200 or more, are employed in an industry, This 
means about 2%4 per cent loss on capital, 1% 
per cent loss on production, an expense of over 
$7,500 on a salary list of 100 people, and an un- 
estimable loss in disorder, working security and 
control factors. 

In confidential instances known to the Merton 
Institute, a careful estimate showed that the 
Merton method saving redyced these loss figures 
60 per cent, and this percentage of saving will 





R. C, BERNAU, ONE OF DR. MERTON’S SUBJECTS 


undoubtedly grow higher due to the fact that 
continued use of this method of selection, promo- 
tion and gratified) employment in an industry 
increases the advantages when carried over a pro- 
longed period of working effort. It is too early 
yet to reach close conclusions since war conditions 
came upon us, 

Just as a knowledge of accountancy and of 
economic administration gives an executive a 
technical and comprehensive basis for under- 
standing the state of his capital and production, or 
the study of the sciences gives a mastery of their 
technical uses, so the study of this system of voca- 
tional counseling and employment management 
gives the executive or the employment manager 
clearness ‘and positiveness in the appraisal and 
management of mem) Upon the appraisal of 
quality depends the ratio of diminishing returns. 

The employment maflager of an industry does 
not need to know the mental analysis of all of the 
1,400 distinctive vocations, He may need to know 
only those of his industry. Knowing the mental 
and physical requirements of his industry, he can 
at once select the, best applicants for his open 
Positions. That the applicant has learned his voca- 
tion is not enough; that he should have the right 
faculty proportions is extremely important; other- 
wise he, will never be enthusiastic, never do his 
best, never be satisfied at his work. Neither em- 
ployer nor employe can afford to neglect these 
facts, 

As employment adjutant to executives, depart- 
ment heads or foremen, the counselor, through 
conference on their needs, should be able to re- 
lieve them of such employment matters and irrita- 
tions as are foreign to their specific duties. It is 
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his business to be competent in reading natural 
aptitudes, in selecting employees for particular 
places, in adjusting transfers, in discovering poten- 
tial abilities, in discovering defects in vocational 
instruction, or in encouraging individual accom- 
plishment. Without disturbing departmental rela- 
tions, he should create a successful employment 
policy, and mould the whole working force into a 
distinctive organization. 


When he had finished his address proper, 
Dr. Merton announced that he would read 
the characters of any three men whom the 
convention might offer him. T. L. Combs, 
of Omaha, former president of the A. N. R. 
J. A.; R. C. Bernau, of Greensburg, N. C., 
and Joe Mazer, of New York, were se- 
lected as “victims,” although Dr. Merton 
insisted that he was the victim, since he 
knew none of the nien, and would be in- 
stantly detected by the friends of the men 
should he err in reading their characters. 
The three were ‘seated in a row in front 
of the audience, and the assembled retail- 
ers found themselves on the edges of their 
chairs, such was their interest in the un- 
usual proceedings. The three subjects 
grinned and sweated by turns, and one was 
reminded of the declaration of Mark 
Twain, that if all the men in the world 
should receive a note reading “Flee, you 
are discovered!” there would be a unani- 
mous exodus from the planet. 

Transfixing ex-President Combs with his 
hypnotic eyes, Dr. Merton declared that he 
beheld before him a man of imagination, 
with the ability to see and appreciate form 
and color. He knows what looks right, if 
somebody shows him a design, but the fol- 
lowing day he would not remember what 
he saw. He is a combination thinker. He 
likes to render flat judgment, but when 
that is not satisfactory, he becomes an 
analyst, a fiend for figures. 

“When I heard his voice in the back 
of the room a minute ago,” said Dr. Mer- 
ton, “I thought ‘Here comes an egotist.’ 
Now I see on closer examination that such 
is not the case. He is merely enthusiastic.” 

He said that Mr. Combs is a good execu- 
tive, and should have invented a number of 
things, were it not for the fact that he 
dislikes close attention to details. Had he 
known Mr. Combs all his life he could not 
have hit the nail on the head any better. 

Coming to Mr. Bernau, Dr. Merton in- 
formed the audience that he saw in front 
of him a stand-patter, a man with the abil- 
ity to judge fine things, and one who 
should have devoted his life to the pursuit 
of fine things. However, the love of busi- 
ness interfered, and so he became a busi- 
ness man. 

“I see secrecy written all over him,” said 
Dr. Merton. ‘T’ll venture to say he never 
told any of you anything he didn’t want 
you to know.” 

Dr. Merton declared Joe Mazer a hard 
case. Verbal ability he say by the hundred- 
weight. Joe, he truthfully said, contained 
more words than can be found in the dic- 
tionary. He saw construction, imagination, 
analysis, intuition, attention and many other 
things. Such is Joe’s attention that he 
could take a look into a box of craw-fish 
and tell you a minute later what each one 
was doing when he looked. Dr. Merton 
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observed, however, a lack of pride, and ex- 
pressed a vague fear that Joe’s fondness 
for his brother men might have been such 
as to prevent him from becoming a rich 
man at their expense. 

Following Dr. Merton’s address, Noble 
R, Fuller, of Kansas City, Mo., president 
of the National Wholesale Jewelers’ Asso- 
ciation, was introduced, and addressed the 
jewelers on the relations of the whole- 
salers with the retailers. He was given a 
great ovation upon the conclusion of his 
address. 


The Visit to the Great Lakes Training 
Station 


The entertainment feature of the con- 
vention was the visit to the Great Lakes 














SYDNEY Y, BALL, IN CHARGE OF THE OUTING 
Training Station Wednesday afternoon, 
followed by a trip to Ravinia Park and 
the opera house at that resort. It proved 
one of the most enjoyable affairs of this 
kind that the convention delegates had so 
far experienced. 

As each guest and member registered 
he or she was presented with a booklet 
containing a series of tickets which were 
used on this occasion, the first of which 
was for transportation to the Great Lakes 
Training Station via special train; the 
second for admission to “chow,” or dinner, 
at the Lakes; the third, transportation to 
Ravinia Park, fourth admission to the 
opera and fifth being return transportation 
to Chicago. A sixth ticket provided for 
admission to the Stock Yards, at which 
the jewelers and their wives would receive 
special consideration any time between the 
dates that the convention began and ad- 
journed. < 

Promptly at: 1 o’clock Wednesday the 
jewelers and their friends gathered at the 
Kinzie St. Station of the Chicago & North- 
western Elevated R. R., where a commit- 
tee, in charge of Sydney Y. Ball, greeted 
them and directed them .to the special 











144 


trains which were to take them out to the and although the room could accommodate 


Great Lakes. No stop was made until the 
Great Lakes Station was reached. Here 
the jewelers marched in a body over to 
the parade grounds of this most interest- 
ing department of Uncle Sam’s Navy, and 
after seeing a review of the Ist, 3rd, 5th, 
17th and 18th Regiments, listening to the 
Marine band as the platoons marched be- 
fore Captain Bassett. They hailed Frank 
Hickok as he mounted the reviewing 
stand, megaphone in hand, and urged the 
crowd to gather around him. In a speech 
as forceful as brief Mr. Hickok explained 
what the jewelers could see of interest be- 
fore 5 o'clock, naming particularly the 
radio station and the boxing grounds and 
pointing out the corner where “chow” 
would be served in real Navy style at “2 
bells” (5 P. M.). 

The party, which by this time had num- 
bered nearly 900 people, divided into 
groups and inspected the various interest- 
ing features of the station. The boxing 
match, held at the Ravine (natural amphi- 
theatre fixed up so that it will accommo- 
date thousands) was generally enjoyed, 
particularly the sparring exhibition given 
by Millie Gray, former Great Lakes light- 
weight champion, who took three sparring 
partners in succession. Visitors also had 
an opportunity of seeing medals presented 
to swimmers who won the 700-yard relay 
race at Edgewater Beach a few days be- 
fore, presentation speeches being made 
by Commander. 

Five o'clock saw a struggling mass of 
humanity around the cafeteria waiting for 
“chow” to be served in true Naval style, 
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300 people at a time and food was dished 
with rapidity, it was nearly 6 o'clock be- 
fore the last of the jewelers and their 
friends got through at the tables. 





JOHN H. HARDIN, PRESIDENT OF THE CHICAGO 
JEWELERS’ ASSOCIATION, WHO WELCOMED 
THE DELEGATES. 


At 6:30 a crowd, which had spent its 
time exchanging anecdotes and watching 
aeroplane manoeuvres, was called by the 
camera man to the great field and a pic- 
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ture taken, whereupon the signal was given 
to march to the station where the special 
trains were in waiting to take them to 
Ravinia Park. 

The trip to the park was the scene of 
many delays owing to the unusual number 
of jewelers transported and the special 
interfering with the regular schedule 
However, none complained as imprompty 
entertainment committees formed in many 
of the cars kept the crowds in good 
humor with songs, stories, etc. “Joe” 
Mazer particularly distinguished himself 
in the organization of quartets and chor- 
uses and conducted a concert in a manner 
that would have made a grand opera leader 
green with envy. 

At the outdoor theatre at Ravinia the 
jewelers occupied an entire section, over 
500 enjoying the opera “Thais,” beauti- 
fully sung in the leading roles by Mason 
and Rothier. 

The trip back to Chicago which followed 
was also subject to delays, but the fun 
was even more fast and furious than the 
trip to the park. It was here that Mazer 
again distinguished himself by the organi- 
zation of a new fraternity known as the 
“Antediluvian, Disreputable and Undig- 
nified Order of Mystic Roughnecks,” which 
proceeded to initiate the more prominent 
members of the jewelry trade, Jake Levine 
being the first and Attorney Hickok being 
the last, and the latter received a double 
initiation. 

The jewelers returned to the hotel 
shortly after midnight, a tired but happy 
lot, all voting the day a success in every 
particular. 
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PART OF THE LARGE GROUP PHOTOGRAPH TAKEN AT THE NAVAL TRAINING STATION 
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Thursday Morning Session 

Vice-president Everts had threatened the 
jewelers with dire doings if they failed to 
show at 9 a. M. on Thursday morning, but 
it was some time later than this, neverthe- 
less, when a sufficient crowd was present 
to start the program. The hall filled rap- 
idly soon after the first speaker had taken 
the floor. He was R. R. Shaw, of Chicago, 
. western representative in the United States 
of Toplis & Harding, insurance adjusters 
of London, Eng. He addressed the jewel- 
ers on “Burglars and the Jewelers’ Protec- 
tion Against Them.” His address was in- 
teresting to those wishing to know about 
Lloyds insurance, as it gave detailed in- 
formation on this subject and a history of 
this form of insurance. 

Secretary Anderson read a communica- 
tion from Ellis Gifford, of Fall River, 
Mass., who was unable to be present be- 
cause. of being injured in an accident. 
Others heard from were Kristian Falken- 
berg, of Walla Walla, Wash., and C. B. 
Pitman, of Ennis, Tex. Greetings were 
read from the Canadian National Jewelers’ 
Association, which has been recently or- 
ganized. The convention directed the sec- 
retary. to send an appropriate response. 
The American Fair Trade League also 
sent congratulations. 

Additional State associations were heard 
from. Washington reported 109 members, 
and a good surplus in the treasury. O. F. 
Russell, of Roanoke, Va., reported that 


the Virginia Association has 74 members 
and is growing. West Virginia reported 43 
members. 


North Dakota reported much 





Secretary 


progress during the past year. 
Anderson, reporting for Wisconsin, said 


that a sliding scale of dues has been 


adopted, based on the size of stock of a 
member. 


The association has 283 members. 














FRANK M,. HICKOK, WHE TOLD THE JEWELERS 
WHAT TO DO 


Charles T. Evans, of the Gorham Mfg. 
Co., New York, and former president of 
the A. N. R. A., was unable to be present 
to take his place on the program, and Sec- 
retary Anderscn read his address, which 


SHOWING SOME OF THE MEMBERS OF THE A. N. R, J. A. C. AND THEIR WIVES (SEE ALSO PAGES 146 anp 147). 


appears in full on pages 204 and 211 of this 
issue. 
SECRETARY'S REPORT 


To attempt to itemize all of the activities of the 
national association for the past year would make 
a document much longer than I would dare impose 
upon this convention, so this report will be in the 
nature of an outline only, leaving the details to 
the consideration of the executive committee. 


MEMBERSHIP GROWTH. 


Even in the stressful times we have had the 
past few years and especially the last two, our 
association has made steady progress in member- 
ship, and I have the pleasure to report the 
largest paid membership of which this office has 
any record, close to 3,500, it being impossible to 
give the cxact figures in this report because 
States are bringing additional lists of members to 
this convention, and we hope to have the tabula- 
tion complete for the report of the credentials 
committee. Three States had not reported at the 
time this was written, Aug. 22, but it is known 
that these three have about 250 members, and we 
feel warranted in including them in our member- 
ship, as they wil! undoubtedly be reported and 
naid for by the State officers very soon, perhaps 
at this convention. 

I wish to call the attention of the convention to 
the fact that the last time we met in Chicago, 
1914, all of our State associations had made their 
annual reports to the national, and the total mem- 
bership was 2,560, showing that since that time we 
have added about 1,000 members to our rolls. This 
means a net gain, for all the members who have 
allowed their memberships to lapse in the mean- 
time have been dropped. 

This year’s membership shows a ‘gain -of nearly 
400 over 1918, a very good ‘record when you con- 
sider the~ usual conditions ‘surrounding the ‘trade 
the past 12: months. ' 

The splendid mémbership record is due to, th 
hard work and enthusiasm of the various State 
officers, and especially the secretaries, on whom 
must fall the greatest share of the burden of 
keeping an association alive and growing. I would 


not attempt to single out for special mention any 
one of the State officers. 


Nearly all of them have 
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worked diligently and constantly, some have met 
with more marked success than others, some have 
had better support from their fellow jewelers in 
their own States than have others. I know sec- 
retaries who have tried as hard as any secretary 
could, to make his association a success and have 
had little to show for his efforts in the way of 
membership or results. All of these details would 
make an almost endless story. It is sufficient to 
say the State officers are entitled to great credit 
for their hard and unselfish labors in behalf of 
our organizations. Lest it should appear that I 
am giving credit to the secretaries of the sterner 
sex only, I will violate the rule laid down in my 
opening statements not to name any of the secre- 
taries, by saying that two of our liveliest. State 
organizations, Kansas and Tennessee, have had 
their affairs most efficiently and carefully handled 
by ladies for the past two or three years; Miss 
Addis, of Topeka, being the duly elected secretary 
in Kansas for several terms, and Mrs. W. T. 
Blue, Gallatin, Tenn., having shouldered the work 
of her secretary husband for at least two years, 
on account of his illness. Their work for their 
organizations deserves special mention and praise 
and I am proud to bring it to your attention. 


PROSPECTIVE ADDITIONS TO THE A. N. R. J. A. 

Montana jewelers were organized into a State 
association during the present year, 
through the efforts of L. F. Verberckmoe 
conda, who was elected president at the convention 
held in the Spring. Mr. Verberckmoes toured the 
State and sent out many letters to all jewelers in 
his State preliminary to calling the State con- 
vention. They recently reported over 50 members, 
and still growing. It is confidently expected that 
at the next regular State convention they will 
vote to affiliate with the nationai. 

Good prospects for organizing the south prevail 
at this time. Colonel John L. Shepherd, between 
dates of regular conventions did a good deal of 
scouting in Louisiana, Alabama, Florida and 
Georgia, and reports that the time is very close 
when these States may be organized into associa- 
tion units. At the present time we have good 
organizations in Texas, Missi§sippi, Tennessee, 
Kentucky, North Carolina and Virginia, and the 
addition of two or three more States in the south 


will give us great strength in that section of our 
country. 
QUESTIONS CONFRONTING JEWELERS. 
What does the average jeweler at the State con- 
ventions think about? This question is answered 
when one reads the resolutions passed at the vari- 


A. W. ANDERSON, SECRETARY. 


ous conventions. The war tax on jewelry, the way 
it is applied, the method of making collections, is 
not pleasing to the jewelers, and they have been 
unanimous in asking for a change in the tax and 
its administration. Not that jewelers are in the 
romotest sense unwilling to pay war taxes, for 
their record all during the war immediately refutes 





i. 


any such idea, bu y a is 

ell nce oe i = that this industry 
y burdened, that the reports neces. 

sary and the details required are burdensome Th 

resolutions committee will give special attenti : 

to this, along with other matters. ns, 

The scarcity of watchmakers; this is a question 
worrying the average jeweler, and well it ma 

Nearly all State conventions touched on the Be 
ject, and numerous ideas as to how to meet this 
really serious situation have been advanced, You 
will hear a good deal on this subject here and 
it should have your most earnest consideration, 

Free engraving, long a bugaboo to the trade 
has been denounced at practically every gathering 
of jewelers this vear. and in these days of high 
priced labor in every line, when no other known 
trade or profession renders any service without 
charge, it is impossible to find any defense for 
this ancieut error which has already cost the 
iewelers of the country incredible sums, and a 
tremendous amount of precious time, especially 
during the holiday season, when the jewelers’ time 
should be given gathering a little profit to 
himself. 

Indiscriminate guarantees, another almost unani- 
mous thought when jewelers get together in State 
meetings, and their sentiments this year show 
that they feel it is time to discard this wornout 
and all-too-expensive method of getting business, 
In years past it was the custom to guarantee every. 
thing that went out of the store, anywhere from 
one year on a tin clock to a lifetime on a watch- 
chain, and the poor young jeweler who hopefully 
started in business soon found himself bound to 
all his customers by a lifelong sentence to keep 
their watches and clocks in repair, their jewelry 
and silverware in brand new condition, their spec- 
tacles in shape so the sight would never blur, and 
a lot of other things that he had promised, all on 
account of the original purchase by his customer. 

The result was very often that when a jeweler 
sold his community once they felt that their days 
of buying jewelry, or of -having their watches 
and clocks 1epaired, was over, that Mr. Jeweler 
would spend the rest of his natural life in taking 
care of them by making good his guarantees. 


INTEREST IN REPAIR DEPARTMENTS 
How to make the repair departments pay has 
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been for at least three years, since the Minne- 
vention, one of the questions of greatest 


olis con ae . 
smaeeit Several revisions of the suggested min- 
jmum price list of repairs have been made in that 


time and thousands of copies circulated among 
a, oe city clubs, district clubs, and even 
State associations have been formed in the past 
three years with the object of studying repair 
prices as the basic reason for getting together. : 

Costs are continually mounting in the repair 
departments, wages have risen, material costs more, 
rents are up and in other ways the jewelers over- 
head has greatly increased. The increased costs 
to the jeweler must bring increased revenues, 
and careful consideration should be given this 
really great question of repairs at this convention. 

In order to prepare for the consideration of 
this question here, there was sent to sixty repre- 
sentative jewelry stores in all sections of the 
country, about a month ago, copies of the last 
printed pricelist of repairs, issued in June of this 
year, with the request that the members revise 
them according to their ideas of what prices 
should be on all sorts of work. This data is 
available at this convention. It is, of course, im- 
possible to give the figures in this report, but it 
was the almost unanimous opinion of the jewélers 
who replied that the suggested minimum prices 
should be reivsed. 


THE COST OF SELLING JEWELRY 
You will hear excellent addresses here on this 
vital subject. That the average jeweler is intensely 
interested in the subject is proven by the great 
many letters your secretary receives relative to 
this question, and by the deep interest taken in 
the work of the Research Bureau of the national 
association, of which I will not attempt to tell 
you anything, as you will have a treat on this 
subject in the address of H. Victor Wright. I 
will only say, in passing, that the average jeweler 
is intensely alive to the necessity for modern busi- 
ness methods, those pertaining to the financial end 
of his business as well as the merchandising and 
mechanical departments. 
A profit on sterling silver, honestly in adver- 
tising, support of the fixed price principle by 
national legislation, correct stamping of quality, 


THEIR FRIENDS AFTER EATING “CHOW” AT THE TRAINING STATION, 





these are questions that may now have closer atten- 
tion since the many questions brought about by war 
are subsiding. and inasmuch as conditions indicated 
by these questions have improved considerably 
in the past few years it is reasonable to hope that 
we are getting close to the right selutions of these 
problems. 
FAKE JEWELRY STORES. 


The increase of wages that has come to most 
of our population in the past few years has caused 
the multiplication of stores that look, on the sur- 
face, like jewelry stores. Theit well illuminated 
and flashy windows, filled with what looks like 
jewelry and watches cannot fail to attract the 
attention and the dollars of the people with money, 
and that means more people than ever before; 
and it behooves legitimate jewelers to be on the 
alert to watch for violations of city ordinances and 
State laws relative to advertising, to auction sales, 
etc. The national association is powerless, and 
the State association as well, to take in hand indi- 
vidual cases of unfair competition. It should be 
up to local jewelers and their clubs, if they have 
them, to watch for such violations and to cause 
the enforcement of ordinances and laws relative to 
the cases mentioned. If a city has no ordinances 
and a State no laws governing advertising or 
methods of holding auctiors, jewelers should get 
busy in their own cities and their own States and 
see that such ordinances and laws are enacted. and 
having done this they should see to their enforce- 
ment. 

NATIONAL ADVERTISING OF JEWELRY. 

For years our association appointed committees 
on publicity and advertising, realizing the necessity 
for national advertising of the products we sell, 
in order that the public may come to understand 
that jewelry is a necessity, and now we see a well 
organized body, the National Jewelers’ Publicity 
Association, piloted by members of highest stand- 
ing in all branches of our trade, already doing a 
splendid work for our trade. It should have our 
heartiest co-operation in every way. As you will 
hear an excellent address on this subject I will 
not go into details here. 


OUR RETURNING HEROES, 
It is useless to even attempt to pay the debt we 





(SEE ALSO PAGES 144 aNnp 145) 


owe our returning soldiers by a few words of 
commendation and praise. For the sufferings they 
endured on the field of battle or the rigorous life 
submitted to by those whom fate did not take to 
the fighting line, but who served their country 
nobly just the same, we can never repay them. 
For the heroic dead, many of them from our own 
trade, there is nothing we can do but cherish their 
memory and try, in our daily lives to emulate 
their example of fidelity and faithfulness. For 
those who come back there is nothing we can do 
that can be construed as a payment of the debt 
we Owe to them, but we can, and jewelers will 
resolve to take them back into their civil occupa- 
tions under the best possible circumstances. We 
also have an opportunity to co-operate with the 
government in teaching trades to the partially in- 
capacitated, end many a man now physically unable 
to pursue his pre-war trade or calling may be 
taught to be a watchmaker or jeweler in our trade 
schools, affording him an honorable and, we hope, 
iucrative future, and making him independent and 
comfortable financially, a situation we earnestly 
hope for all of our returning heroes. 
THE ENTHUSIASM OF OUR MEMBERS, 

The daily mail received at the office of the 
national secretary is a harometer of the feelings 
of our members towards our organization and its 
work. Many of these letters criticise our activi- 
ties, and it is well that such should come, for 
only in this way can your officers get the view- 
point of the average member. A great many of 
them offer helpful suggestions and for these we 
are duly thankful. Sill others, in goodly num- 
oer, show deep appreciation of the efforts the 
assceciation is making to better conditions in the 
trade. 

All of the letters received show conclusively 
that our members take a deep and personal inter- 
est in the work of their organizations, and were 
this not true we could not show the growth that 
has been reported here, nor could we have the 
splendid State conventions that have been the rule 
this year and in the past. 

The secretary speaks, through these letters, with 
an average of several jewelers a day, from Maine 
to Washington, and he knows thatthe heart of 
the average jeweler is intensely in this work of the 
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betterment of the jewelry business. To all mem- 
bers of this association the secretary extends 
thanks for the splendid manner in which they 
supported the efforts of the Jewelers War Revenue 
Tax Committee on legislative matters the past 
year when called upon to do so. Our office 
files are filled with copies of letters and telegrams 
sent by jewelers to their members of congress 
at various times at the solicitation of this office, 
acting on the advice and suggestion of the 
Jewelers’ War Revenuc Tax Committee, and the 
work of this committee. headed by Meyer D. 
Rothschild, deserves special commendation. 

WHAT DOES THE NATIONAL ASOCIATION DO BETWEEN 

CONVENTIONS? 


In answer to this question allow me to state 
that the secretary’s office finds no trouble in krep- 
ing busy at all times. The work is at least three 
times as heavy as it was when the secretary tok 
it up in 1913. 

Of letters and circulars the secretary’s office sent 
ot about 40.900 pieces in the past 12 months. 
Divide this by 312 working days and you have an 
average of 128 pieces every day. However, the 
work is not spread over the year in this way. 
There are days when only a few letters are written 
and other days when as many as 4,000 pieces of 
mail are sent out. Several such occasions arose 
the past year in connection with war taxes, 
platinum regulations. etc. The splendid equipment 
of the national secrctary’s office allows us to get 
yut such a tremendous amount of mail in 24 
kours on short notice. 

However, were it not for the fact that we 
constantly draw on the help provided and paid 
for by the National Jewelers’ Timited Mutual Fire 
Insurance Co.. «ccupying the same suite of 
offices, we could not handle the work of the 
national association at times. This is not a criti- 
cism or complaint. The secretary, perhaps better 
than anyone else, realizes the limitations of the 
national association financially. He is pleased to 
state that directors of the fire insurance company 
know and approve of the work that is done for the 


national association by its employes. The inter- 
ests of our association and our fire insurance 
company are one, therefore the fire insurance 


company is glad to assist in the work and develop- 
ment of the American National Retail Jewelers’ 
Association: 

In this connection I am happy to report that 
the fire insurance company is now contributing 
directly to the finances of the national association. 
In return for the publicity given the fire insurance 
company in the Bulletin, and by the State secre- 
{aries in their mail to their own members, and in 
the afimal~progranr or ~Year Book, as we call it 
this. year, the fire insurance company will pay 
into the freasury of the A. N. R. J. A: 5’ver cent, 
of the first year’s premiums on new _ business. 
I estimate that amount this year at $600, and it 
will depend in other years on the amount of sup- 
port given to the fire insurance company by our 
members. Every new policy, every increase of an 
old policy with this company, helps the national 
association financially as well as greatly benefitting 
the individual members in the way of dividends or 
savings on their insurance premiums. 

The secretary takes this occasion to thank the 
members of the various committees appointed by 
President Brock during the past year. Some of 
them have duties that demand a _ considerable 
amount of time and entail a good deal of cor- 
respondence, and it has been done in a way that 
deserves much credit. 


EXHIBITS AT THE CONVENTION. 

In 1918 we omitted the usual convention ex- 
hibits on account of war conditions. This year 
we felt justified in resuming them, realizing that 
many manufacturers and wholesalers would like to 
be with us in spite of the scarcity of goods in 
many lines, and the shortage of help in their 
establishments. These conditions have prevented 
numerous former exhibitors from being with us this 
year, but we have a large number of exhibitors 
who are here to show you their wares, and every 
Visiting jeweler should make a careful inspection 
of every exhibit shown. The exhibitors contribute 
to the success of the annual conventions and to 
the funds of our association, and we owe them 
co-operation 

THE YEAR BOOK. 

In former years it has been customary to issue 

quite an elaborate program, which has been omitted 





this year. In its place will be issued, about 
October 1, a Year Book, giving many of the im- 
pertant features of this convention, and containing 
interesting matter by men prominent in the trade. 
It will be well patronized by manufacturers and 
wholesalers in the advertising sections, and your 
careful, perusal of this book is urged and your 
support of the advertisers is heartily solicited. 


OUR HOsTs. 

As on former occasions, the Chicago Jewelers’ 
Association has planned to entertain the visiting 
members in a way long to be remembered. On 
wehalf of the association I take this opportunity 
of thanking the Chicago Jewelers’ Association for 
its efforts to make this convention the success 
I know it will be. 

Your secretary could not allow this occasion to 
pass without mention of the continued good work 
done in behalf of our organization and our trade by 
Col. John L. Shepherd. He has long been a 
Axture at State and national gatherings of jewelers, 





GEO, E. 


FEAGANS, WHO REPRESENTED THE CALI- 
FORNIA JEWELERS 


in fact what we would do without him I do not 
know. Though sometimes forced to rest a bit 
from the hard work he puts in for seven months 
of the year, visiting conventions wherever there 
is one, he always comes back, with a vim that 
proves he is getting younger, and a helpful and 
convincing address that is of greatest value to 
his audiences. His aid and assistance in advancing 
our work throughout the United States cannot be 
overestimated. 

The secretary acknowledges his debt to Presi- 
dent Brock, Vice-Presidents Everts and Tack, 
Treasurer Damuth, and ‘to Messrs. Hufnagel and 
Koerber, executive committeemen, for their advice 
and service at all times, without which this office 
would have been seriously handicapped. 

Ex-Presidents T, L. Combs and Chas. T. Evans 
have shown that they are just as willing to work 
when out of office as when occupying their official 
Positions, and they have been of greatest assistance 
to the secretary the past vear in numerous ways. 

The Bulletin continues to go to the members 
every 60 days and during the past year we have 
tried to make it especially valuable by including 
in it the latest information relative to war taxes, 
etc., as received from the Jewelers’ Vigilance 
Committee. Its want and exchange columns are 
partonized quite frequently, and numerous mem- 
bers have expressed themselves well pleased with 
the results. 

THE TRADE PRESS. 

Better than ever expresses, briefly, the service 
that has been rendered our associations the past 
year by our splendid trade papers. I trust that 
every member appreciates the value of these great 
journals and that they are received and read regu- 
larly. In this way they can be made to return 
many times their cost. 





the Polish people. 
. ers, inventors, engineers, etc., are men and women 


With war conditions removed the next few years 
should be filled with association activities of the 
greatest benefit to our trade and members. Let us 
all here again resolve to be ready for the work 
that lies at hand. 


Treasurer C..R. Damuth, of Redfield, N. 
D., then made his report which was pub- 
lished in brief last week. It appears in 
full on page 177 of this issue. 

E, H. Hufnagel, of Mt. Vernon, N. Y., 
member of the executive committee, then 
delivered his address, entitled “As We 
Think.” 


ADDRESS OF E. H. HUFNAGEL 


Thovghts, like snowflakes on some far-off moun- 
tain side go on accumulating till some great 
truth is loosened and falls like an avalanche on 
the waiting world. 

How little attention most people give to the 
thoughts that fly in and out of their minds and 
yet out of these invisible harbingers grow 
structures of vast proportions and utmost power. 
Cesar conceived the thought of world empire in 
the early days of the Christian Era. His mind 
reached out ond projected itself into the far parts 
of the known world. His thoughts were focused 
upon the extension of his power and influence over 
which his mind could compass. Czsar thought for 
ail the world he was to rule the earth. 

Just recently the world’s most gifted and ac- 
complished pianist has asserted himself as leader 
of his beloved people. No one knew what was 
in the heart and mind of Ignace Paderewski until 
his. thoughts were revealed and he at once- be- 
came Patriot, Statesman and Administrator for 
Hundreds. of our great think- 


who have entertained great thoughts and have 
been so unselfish in their lives that they sub- 
merged themselves for the good which they might 
do for others even at the expense of their own 
pleasure and profit. 

The men who have labored building up this 
splendid organization of ours must have had 
kindly thoughts for the rest of us. They have 
given frec!y of their time and experience to bring 
about better conditions in the trade and are to 
be congratulated upon their achievements. Were 
it not for their willingness to give their fellow 
jewelers the benefit of their labors we would not 
have such valuable information as: the ;Resedrch 
3ureau has been able to compile. : 

Too many men, I fear, look-upon ‘life -from the 
wrong standpoint. If there is any thunder to be 
gotten out of an occasion they draw it as Franklin 
drew electricity out of the sky. A system may be 
ever so good or a man’s intentions totally unselfish, 
then why should he be condemned? How differ- 
ently a man acts when he sees the good in any- 
thing. The miser who clings to his money often 
becomes a spendthrift and is most lavish in his 
bestowal of gifts upon the woman who has capti- 
vated his heart. It is merely the change of heart 
that transforms him into a new being. 

‘The story is told of a guilty negro who, when he 
heard the attorney argue his case so well that he 
turned to the barrister and said: “You argued that 
roint so well that you most made me believe that 
1 didn’t do the thing which I know I did.” 

These few anecdotes may serve to illustrate some 
of the paradoxes of life. Why does one man forge 
ahead while another stands still? What makes for 
the success for one and failure in another? Why 
is one sour and another sunny? Shakespeare says: 
“There is nothing good or bad but thinking makes 
it so.’ Preoccupation in our trouble, real or 
imaginary, shuts us out from the enjoyment of the 
most beautiful and wonderful things in the uni- 
verse. 

There are things which are free to all and yet 
money cannot buy them. A sunny disposition and 
an optimistic mind are priceless possessiens. Too 
many men impair their happiness as well as 
stifle their creative powers by worry, fear and ap- 
prehension. I am reminded by the man from Mis- 
souri who put his hand in the mule’s mouth to 
find. out how many teeth the mule had. The 
mule closed down his mouth with a snap to see 
bow many fingers the man had and the curiosity 
of both man and mule were satisfied. 

Why should men load themselves down with a 
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baggage which encumbers them and 
dom of thought and a: It “ 
mn veler who transported six trunks wit 

nal ape trip. He was ever being delayed and 
hampered by something which proved a hindrance 
rather than a help. So it is with many men. 
Their minds are so filled with fears and frettings 
that they have lost that poise, self control. and 
serenity which adds strength and power to their 
a studies and experiences have taught me to 
dismiss unpleasant things from my mind so that 
it might be free to think of pleasant and con- 
structive thoughts. We have within us the power 
of inhibition which can accept or reject at will 
every thought that gains entrance. There are in- 
visible things that are real, the value of which is 
priceless, and there are real things which are 
visible indeed but they are as trash; good for 
nothing but to be rejected. ; ; 

Among the former I would mention honor, faith, 
liberty and those things most sacred in life, 
among the latter false ethics and _ friendships 
which are based upon selfish motives. Let us think 
more seriously of the basic truth that our busi- 
ness may have for its foundation a structure 
resting upon the eternal principles given to man 
in the life and teachings of our Great Master 
who “went about doing good.” 

In closing let me end by drawing a lesson from 
the little switch engine which was always ready 
for service in the freight yard. There were two 
dirty old coal cars in the yard which were ready 
for loading, but it was necessary for them to be 
drawn up to the top of the mountain to be filled. 
The cars asked a beautiful engine standing near if 
it would pull them up the hill but the engine 
indignantly replicd: “I don’t do any such work 
2s that, my business is to pull the limited express 
of Pullman coaches between large cities.”” Some- 
what disappointed the coal car turned to another 
fine lcoking engine and asked it to pull them up 
to the top of the mountain but the engine gave 
no answer as it did not want to become soiled 
by coming in contact with two dirty old coal 
ears. Almost despairing the coal cars turned to 
the little switch engine in the yard but this time 
they they were met with the reply, “I think I 
can.” Presentiy the little switch engine coupled 
up with the heavy coal cars and started up hill 
puffing away saying as it went: “I think I can, I 
think I can, I think I can, I think I can, I think I 
can,” the sound dying in the distance. Soon the 
engine started down the hill again puffing away, and 
when those familiar with engine language could 
catch the words: “I thought I could, I thought I 
could, I thought I could, I thought I could, I 
thought I could.” 

“As a man thinketh so is he.”’ I hold out this 
thought to you brother jewelers, as it contains 
in it inspiration for greater things, better ways, 
fuller, richer lives. 

“He can who thinks he can.” 


George E. Feagans, of Los Angeles, then 
read the report of the California Associa- 
tion. He shocked his audience by telling 
them that the dues of members in the Gol- 
den State vary from $12 to $600 a year. 
The association has its own field secretary 
and attorney, and a membership of 150 of 
the most representative jewelers in the 
State. Mr. Feagans was complimented by 
Chairman Everts on the excellent organiza- 
tion of which he is a member. 

John H. Hardin, president of the Chi- 
cago Jewelers’ Association, then introduced 
Harry A. Wheeler, vice-president of the 
Union Trust Co., and former president of 
the Chamber of Commerce of the United 
States. In introducing Mr, Wheeler, Mr. 
Hardin told of early days of toil together 
when the Chicago Association of Com- 
merce was in its infancy. In those days 
Mr. Wheeler succeeded Mr. Hardin as gen- 
eral secretary, and was therefore something 
of a pupil of Mr. Hardin’s in taking up 
the work. However, declared Mr. Hardin, 


lot of excess 
prevents free 





the pupil progressed while he stood still. 
Mr. Wheeler was quick to deny this when 
he took the floor. He said that he had no 
previous experience in being introduced as 
the pupil of such a distinguished teacher. 
He declared that he had violated a pledge 
in coming before the retail jewelers, since 
he had resolved to make no more public 
appearances for the balance of the year. 
ADDRESS OF HARRY A. WHEELER 

I was influenced in coming here by several 
things, declared Mr. Wheeler. I hope to find 
a mutual benefit as a result of having spoken. I 
am in a state of readjustment, as I believe all 
business men are, and in this period of uncer- 
tainty, I hope to find my own way through your 
reflexes to what I saw, just as you may possibly 





WHO HELPED ENTERTAIN THE 
VISITORS. 


SOL HESS, 


be guided toward your own ultimate solutions of 
your problems by what I have to say. We find at 
the present time throughout this country, and 
throughout the world, some fixed conditions, and 
some which are not fixed. 

Conditions are satisfactory so far as general 
distribution is concerned. The demand for mer- 
chandise is greater than the supply. People have 
lost the habit of bargaining, because they are glad 
to get goods at any price, and of course as a 
result prices have become, in some instances, out- 
rageously high. Getting merchandise, in nearly all 
lines of business, is harder than the selling. The 
trouble lies between the producer and the dis- 
tributor. 

The war hurt at first; business was depressed. 
However, this lasted only a short time, and then 
a new era of prosperity started which has been 
steadily increasing. Our country is the only 
country in the world which has been thus waxing 
more and more prosperous as a result of the war. 
A recession is bound to come some time. Now, 
our problem is to cushion this recession, so that 
there shall not be a sudden and disastrous jar 
with the coming of this readjustment. The 
cataclysm through which we have just passed is 
perhaps the greatest, in many ways, that the world 
has ever seen. Reconstruction periods after wars 
are certain to come; economists have ample his- 
toric facts to prove this contention. However, as 
there has never been such a thing in the history 
of the world as the war just ended, we have no 
previous experience with which to guide ourselves, 
except in the most approximate fashion. The 
period of readjustment may be longer than we 
think. 

This 
of the 


country is now interlaced with the rest 
world as it has never been before in its 


history. Following the Spanish-American War we 
came into closer contact with the rest of the world, 
but it was only partial. The United States was 
still then a debtor nation, and not a leader in world 
finance. Now our country is a creditor nation and 
the leader of the world in a financial way. By 
this I mean not only a leader in money, but in 
resources, natural and otherwise, all of which 
represent value. I declare to you now that a 
readjustment of our own affairs cannot come until 
a world readjustment comes, 

The Paris peace conference may not have pro- 
duced a treaty of peace and a brotherhood of 
nations of whose every item we approve, but under 
the circumstances I believe the men who repre- 
sented the United States there, and the other 
countries as well, did the very best that they 
could. If.the treaty contains mistakes, they are 
not such that they cannot be later corrected, as 
experience and events light the way. 

We must help Europe with our resources, if we 
are to hold the position we have won in the world 
scheme, Men desire to earn rather than to steal, 
and if men and their families in Europe today 
were not in dire distress and want there would be 
no such thing as Bolshevism. Take away our 
opportunity to earn money, put ourselves and our 
families in want, in rags and in hunger, and I am 
not sure but that we would also become Bolshevists, 
We must help Europe to resume industry, that her 
men may be given employment and resume pro- 
duction of wealth, Mere money will not save 
Europe. We could choke Europe with our gold 
and Bolshevism would rage more fiercely than 
ever. We must help with our foods and our raw 
materials, with irén and steel, with lumber and 
glass, with cotton and wool. We must give credit 
to Europe’s industrial captains, who are trying to 
build on the wreckage of the past. We have 
prospered, but we cannot continue to prosper unless 
we share our wealth. If we sit tight on our 
money-bags and refuse to help, you gentlemen in 
this room will live to see the day when Bolshevism 
will sweep this country. 

One of the hardest things we have to do is to 
readjust our own minds. Our vision must not be 
distorted. We must see clearly, reason clearly, 
and act clearly. When the war came we went into 
government control in many lines. Overnight 
business which had always been conducted by 
private individuals, since the start of the country, 
passed into the hands of the government. I my- 
self, serving on the War Industries Board, had to 
do with the formation of 368 different industries. 
Everything we did was contrary to the Sherman 
Anti-trust Law, to the Clayton Law and to the 
Federal Trade Commission. Under private con- 
trol we would have been in prison immediately. 
However, the Government, of course, could do no 
wrong, and the country was at war. 

Then came the armistice, and immediately 
everything we had been doing all right, of course, 
as long as we were working to win the war, be- 
came wrong and once more in violation of the 
laws of the land. The industries were turned back 
to private control. However, getting out of gov- 
ernment ownership was not so easy as getting into 
government ownership. Once more came competi- 
tion and bidding among private individuals, with 
the effects of conditions under government con- 
trol still lingering in the industries. 

We come now to the high cost of living, which 
is one of the three heads under which the balance 
of my address shall fall. The high prices of to- 
day are due in part to exportation of goods pro- 
duced in this country to Europe, and partly to 
shortage of production here at home. I shall 
define a fair profit in any business as interest on 
investment, ample reserve for depreciation, and a 
further reserve for depressions in business, sure to 
come some time or other, added to the cost of 
goods. Conditions in the various lines of business 
are as different as the colors of a spectrum, but in 
general, this definition will apply. Let us hope 
that government control of prices will not come. 
Nevertheless, it will surely come if the merchants 
of the country insist on profiteering because some- 
body is fool enough to pay the price. Government 
control of prices is irksome, paterns. and contrary 
to anything you have ever known. The merchants 
of the country will bring trouble upon their heads 
for many'a long day to come if they charge for 
their goods more than enough to allow them a 
reasonable profit. 


His second point had to do with the 
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transportation facilities of the country and 
in particular the railroads. He believed 
that the average American business man 
wants the railroads returned to private 
ownership. When the roads are turned 
back to private ownership they will have 
to start building all over again. How is 
the government to figure the recompense 
for what they have lost, through no fault 
of their own, but for the common cause of 
winning the war? The railroads are vital 
to our prosperity, and no false steps must 
be taken. His third point was industrial re- 
lationship. Labor has come into the ascend- 
ency. Labor has taken many lessons out 
of the books of industry, and is now using 
the thunder of the employing interests. 
Who can blame the workers? They are 
giving capital a dose of capital’s own medi- 
cine, and capital is learning that it is bitter 
to the taste, in some instances. The pres- 
ent is a necessary period of readjustment. 
Employers, as a class, never felt better 
toward labor. The basis upon which the 
ultimate readjustment must be made is 
confidence. Always there will be a conflict 
between capital and labor, just as there is 
a conflict between buyer and seller. It need 
not be a bitter conflict. He believed that 
there is no greater slavery than the closed 
shop. On the other hand, employers who 
insist on the open shop and then discrimi- 
nate against union men by refusing to hire 
them should be utterly condemned as well. 
The two things are evils of the same 
degree. 

In closing he reminded his hearers that 
patriotism did not cease to be necessary 
when the war ended. “The United States 
has a position of leadership in the world 
which you must help her maintain. Busi- 
ness is good, and with proper care on the 
part of all of us in making the readjust- 
ment to normal conditions it will continue 
to be good,” he said. 

Upon the conclusion of Mr. Wheeler’s 
address the jewelers arose to their feet 
and applauded for several minutes. A vote 
of thanks from the convention was then 
given to Mr. Wheeler. 

Thursday Afternoon Session 

The afternoon session convened about 2 
Pp, M., and Vice-president Everts intro- 
duced Frederick B. Hovey, manager of the 
Chicago office of the National Jewelers 
Board of Trade. Mr. Hovey addressed the 
convention on “Credits.” His remarks 
follow: 

ADDRESS OF F, B, HOVEY 


To say that credit is the life of trade is to state 
an axiom. Possibly a reasonable estimate of the 
Proportion of all commercial transactions transacted 
on a credit basis would be 90 per cent. Not only 
is there not enough currency in existence with 
which to pay all commercial obligations as they 
arise, but the conveniences and savings of buying 
on credit are so great that they more than counter- 
balance the credit losses where credit is extended 
with care. For instance, the department stores 
of Chicago, all but one, have charge accounts. 
One would naturally think that a department store 
because of the large number of customers and the 
rather small amount of individual sales could do 
a strictly cash business if any business could. 


BUYER INTERESTED IN PREVENTING CREDIT LOSSES, 


Granting \that buying and selling on credit is 
necessary, every honest business man has a direct 








interest in preventing dishonest men in his line 
of business from obtaining credit. It needs no 
argument to convince you that no business house 
can remain in business for any considerable length 
of time unless it makes a profit out of its business. 
To make a profit on the sale of goods the selling 
price must include, in addition to the cost price, 
every item of expense and the profit. Credit 
losses are an expense and the selling price must 
include an item to cover all credit losses, If the 
sales are made by careful credit men to business 
men on whom they have complete credit informa- 
tion, the credit losses are so small that the expense 
of credit losses is negligible, but where sales are 
made without full information, or to those of little 
financial strength, the credit losses run so high 
that they decidedly affect the selling price. 

Familiar instances of goods sold at higher prices 
than usual to cover large credit losses are the 
instalment jewelry, clothing and furniture busi- 
ness. Every one knows that the prices in these 
businesses are higher than for the same goods sold 
for cash or to persons of established credit. 

As the buyers on credit really pay for the credit 
losses of the firms selling to them, they are serving 
their own best interests by supporting and assist- 
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ing all efforts to furnish accurate credit informa- 
tion on the retailer to the jobbers ‘and manu- 
facturers. 


SERVICE OF REPORTING AGENCIES, 


In addition to information on antecedents and 
moral character, credit information may be divided 
in two kinds, as follows: 

Information as to assets and liabilities. 
Information as to method of payment. 

Information as to assets and liabilities must 
come largely from the retailer himself. A credit 
rating agency is not absolutely necessary to enable 
the retailer to place such a financial statement 
before the credit men, as he could make a financial 
statement out for each firm he buys from and send 
it direct, but these statements must be accurate at 
the time they are made, and require having the 
books up to date. So an association such as the 
National Jewelers Board of Trade, by placing a 
jeweler’s financial statement before all the jobbing 
and manufacturing jewelers, saves him a great 
deal of time and inconvenience, if it rendered no 
other service. But the National Jewelers Board 
of Trade does more than simply take the credit 
statement of the retail jeweler and distribute it 
to the jobbing and manufacturing jewelers. It 
aids the honest retail jeweler by prosecuting those 
making false financial statements. The publi- 
cations in the jewelry trade for years have from 
time to time contained news items regarding such 
successful prosecutions and the credit man gen- 


erally feels that he can place reasonable reliance 
on financial statements of retail jewelers given 
the National Jewelers Board of Trade for this 
reason. 

Every retail jeweler ought to be glad to furnish 
a financial statement. If distributed through an 
agency such as the National Jewelers Board of 
Trade it does not have to be furnished very often, 
and does not take a great deal of time to prepare. 
It furnishes the best basis for the credit man to 
extend credit on. As I have said before, the price 
to the retail jeweler must include all necessary 
credit losses, and it is to his own interest to 
eliminate the dishonest or insolvent jeweler. Each 
year the retail jewelers more generally are mailing 
financial statements, as is shown by our credit 
files. As the number of those failing to make 
statements because of misunderstanding is reduced, 
the credit men will regard-the failure to make 
financial statements more clearly as an indication 
of lack of credit worth, This will make it neces- 
sarily difficult for the dishonest man to get credit 
and give increased protection to the honest mer- 
chant. 

But it is not enough for the credit man to have 
a financial statement from the man who is about 
to buy on credit. He must have information on 
his method of paying his bills. I have heard that 
there are wives of millionaires who keep their 
dressmakers waiting for a year or more before 
paying. This may be satisfactory in the dress- 
making trade, where the prices may be increased 
to include liberal carrying charges, but it would 
not satisfy a retail jeweler selling at reasonable 
fixed prices. Again, I have heard of at least two 
instances of men who grew wealthy by investing 
all the money they could draw out of their busi- 
ness in real estate and paying their creditors only 
after long delays or after suit. Many failures are 
due to the same cause, where the investments do 
not prove so fortunate. So the credit man wants 
to know how soon after goods are shipped the 
purchaser is in the habit of paying. But the 
greatest value of continuous information as to the 
method of payment is an indication of any change 
in the debtor’s financial condition. Where a man 
previously prompt in his payments becomes slow 
it is an indication that he is not making money or 
that he has tied up his capital, and is a signal 
that the condition should be investigated. 

The method of payment is a matter that particu- 
larly requires investigation by an outside agency. 
The expense of a credit man himself making these 
inquiries among all the jobbing and manufacturing 
jewelers in all the localities where the customers 
of his firm may buy, is prohibitive, and if he 
asks the customer for references, he is sure to’ be 
given only those who will report most favorably. 
Further, a credit man may often be unwilling to 
give his opinion direct to a competitor, and yet 
be willing to give it to an association such as the 
National Jewelers Board of Trade, that he knows 
will not disclose his: identity. 


CASH DISCOUNTS, 


A part of the method of payment is the matter 
of cash discounts. Perhaps there are some retail 
jewelers who have never realized what a saving 
can be made by taking advantage of the cash dis- 
counts allowed by jobbers. If the terms of sale 
are 90 days net, 6 per cent discount for payment 
within 30 days, this means that you are being 
allowed 6 per cent of the face of the bill for 
paying it 60 days sooner than it would otherwise 
be paid. Money constantly employed to discount 
bill at this rate would be used six times in one 
year, and earning 6 per cent on each employment, 
would earn 36 per cent per year. To fail to take 
advantage of liberal discounts shows lack of 
judgment or an acute shortage of available funds, 
and is a circumstance carefully considered by the 
credit man. The man who regularly discounts his 
bills is a preferred customer, and often gets special 
notice of bargains which the jobbers desire to get 
their money out of quickly. 

TRADE ACCEPTANCES, 

Trade acceptances are being earnestly advocated 
as a part of the business machinery of handling 
credit sales. Their more obvious advantages accrue 
to the seller. Among these are: 

A larger per cent of the total amount 
evidenced by trade acceptances can-be bor- 
rowed at banks than could be borrowed on an 
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ual amount of open accounts and generally 
. a lower rate of interest. 

An indebtedness evidenced by a trade ac- 
s likely to be disputed either as 


tance is les 
og time of payment than an open 


to amount or 


ount. : 
The advantages to the buyer are not so abvious, 


but as I have stated before, the selling Price to 
the retailer must include all the wholesaler’s neces- 
sary cost, and a practice that reduces the whole- 
saler’s expense without inconveniencing the re- 
tailer, is for the best interest of the trade and 
ultimately for the retailer. 

NATIONAL JEWELERS BOARD OF TRADE. 


The discussion of the question of credit, with 
ticular reference to the jewelry trade, would 
not be complete without some information about 
the National Jewelers Board of Trade. The Na- 
tional Jewelers Board of Trade, while not con- 
fining its activities solely to compiling and dis- 
tributing credit information, makes credit informa- 
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COL. JOHN L. SHEPHERD, TO WHOM TRIBUTE 
WAS PAID 


tion on retail jewelers its chief object. It is a 
to-operative membership corporation started over 
35 years ago, and at the present time it has over 
1,000 members. I consider the trade fortunate to 
have such an organization, because by specializing 
on credit investigation in the one branch of trade 
alone, it obtains better and more complete infor- 
mation than any agency attempting to get credit 
information on all business houses. The reporters 
are in closer touch with the retail jewelers and 
more familiar with the trade conditions surround- 
ing the retail jeweler, but the chief advantage is 
that the members of the board have a feeling of 
loyalty to and interest in the welfare of the board, 
and contribute their own information on method 
of payment and amount of credit extended much 
more freely than they would to any independent 
commercial agency. 

Within the last 12 months the board created an 
adjustment committee to which an insolvent retail 
jeweler could submit his affairs, and if this com- 
mittee is of the opinion that his conduct of his 
business was honest, and that he has fully dis- 
closed all his assets, his assets can be distributed 
without subjecting him to the stigma of having 
gone through bankruptcy. 

The Board has taken an active part in_ the 
passage of stamping laws and other beneficial 
legislation, has been instrumental in having South 
America investigated as a field for the sale of 
American jewelry, and in many ways has carried 
out its declared purpose ‘to promote the welfare 
of the jewelry trade.” 


BOOKKEEPING, 


Connected with the subject of credit is book- 
keeping. To make correct financial statements 





proper books of account should be kept. Uniform 
systems of account have been devised for a num- 
ber of lines of retail trade, and I am informed 
that the devising of a uniform system of accounts 
for retail jewelers is under consideration. Such 
a system, which would be the result of careful 
investigation by experts, would result in a number 
of advantages. 

It would be clearer and simpler than many 
systems now in use. 

It would be adopted by jewelers now keep- 
ing practically no books. 

It would be of advantage to the credit 
men of the jobbing houses in their considera- 
tion of the financial statements of the re- 
tailers, 

The taxes imposed by the government in recent 
years have made it increasingly necessary for the 
jeweler to keep books, and one of the many 
advantages of the adoption of a uniform system 
of accounts by the trade would be the greater 
ease of figuring taxes. 

COLLECTING RETAIL ACCOUNTS, 

A discussion of credit with reference to the 
retail jeweler should surely include consideration 
of the retail jeweler’s own accounts. Every re- 
tailer, to keep his own credit good, must be a 
good collector of his own accounts. If the re- 
tailer sells largely on credit and gives his own 
customers longer terms than he receives on his 
own purchases, the more he sells the more capital 
he ties up, and unless he is the possessor of almost 
unlimited funds, he will have to ask for an ex- 
tension of his own indebtedness. When goods are 
sold on time, the time of payment should be 
definitely agreed on at the time of sale, and the 
customer that will be offended if you insist on 
his keeping his promise as to payment, is one that 
you can well afford to lose... . 

In conclusion, I wish to say that I consider you 
are fortunte to have such a live trade organiza- 
tion. The value of such organizations is being 
more clearly recognized every day. This is shown 
by the fact that during the war the government 
insisted on lines of trade or industry which had 
no trade association meeting, and appointing war 
service committees representing the entire trade 
or industry, and dealt with the trades through 
such war service committees. 

The retailer, the jobber and the manufacturer 
of jewelry have many common business interests, 
and a close and friendly co-operation between 
them will be of great benefit to each. 


ADDRESS OF COL, JOHN L. SHEPHERD 


Col. John L. Shepherd, known to every 
jeweler in the country, was then introduced 
by the chair, although he needed no intro- 
duction, indeed, to his audience. He told 
several interesting stories at the outset of 
his talk which aroused much laughter on 
the part of the jewelers. He touched on 
the work he has done in the many thou- 
sands of miles traveled among retail jewel- 
ers, to bring about the abolishment of the 
time guarantee, and of his satisfaction 
when he learned that at this convention the 
committee on resolutions had included a 
recommendation for such abolishment. He 
urged jewelers to respect their calling and 
their “high collars.” 

Jewelers, said the Colonel, are the best 
people on earth. They should love their 
calling like the young fellow who was so 
intent on kissing his girl good night that 
he never noticed until the following day 
that her pet bull terrier had taken a chunk 
out of his leg. 

In association work, said the Colonel, not 
all jewelers are good bets as members. He 
told of a town of 75,000 into which he went 
recently. In this town there were 45 so- 
called jewelers, but on investigation the 
Colonel found only seven who were jewel- 
ers in the real sense of the word, and who 





would be desirable as members of an asso- 
ciation. 

Jewelers should not worry about the little 
fellow, the unscrupulous fellow, the price- 
cutter and the faker. The high class jewel- 
ers are getting the cream of the trade, and 
about that matter they should have no 
delusions. 

In the jewelry business there are three 
classes, he said. They are the “I Wills,” 
the ‘I Won’ts” and the “I Cant’s.” The 
first class includes the real fellows in the 
business, the second class includes obstruc- 
tionists and bull-heads, and the third class 
includes the failures. The “I Won’ts” must 
carry the burdens of all the others. Jewel- 
ers should get the association spirit and 
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learn to co-operate, said Col. Shepherd. 
Jewelers who co-operate feel better. 

Right now is a time of great prosperity. 
The two trades showing the greatest pros- 
perity are the automobile trade and the 
jewelry trade. The spendthrift is loose in 
the land. He is not a fool, as commonly 
denounced, said the speaker. The tight- 
wad is the fool, for he never gets the use 
of his money, and neither does anybody 
else. He salts away the old “mazuma” and 
thus takes out of circulation wealth. The 
man in overalls who comes into a jeweler’s 
store now is no piker. He may want to 
buy a $750 chest of silver. 

Col, Shepherd cited an instance of this 
sort, and urged jewelers to insist upon 
considerate and courteous treatment and 
attention for all persons entering their 
store, regardless of their style of dress or 
manner of speech. Col. Shepherd strongly 
urged the formation of local associations. 
Local associations can be formed anywhere, 
provided that at the first meeting a lot of 
irksome resolutions are not passed. They 
should come one by one, and once passed, 
they should be closely followed. 

He then told of innumerable incidents he 
had met with on his travels and explained 
many points with humorous stories. 
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Col. Shepherd, upon the conclusion of his 
address, was given quite a surprise when 
a delegation of ladies rushed down upon 
him, pelting him with flowers and present- 
ing him with a great bouquet of American 
Beauty roses. They were members of the 
Women’s Auxiliary, and they shouted, col- 
lege style: 

“Colonel Shepherd is a whale, 
Colonel Shepherd is a peach, 
Colonel Shepherd all our hearts 

Always tries to reach!” 

Mrs. A. W. Johanson, of Chicago, then 
made the speech of presentation, and Col. 
Shepherd, although quite taken by surprise, 

‘and almost overcome by the tribute, made 
an appropriate response. 

Vice-president Everts, when the excite- 
ment had died down, then told of the spe- 
cial feature that was to come in the way 
of an address by Miss Isabelle Archer, of 
New York, who has just returned from a 
study of dress and jewelry fashions in 
Paris and other centers of Europe, and was 
to present the last word on jewelry and 
dress to the convention. He first asked 
T. Edgar Willson, editor of THE JEWELERS’ 
CircuLar, to introduce Miss Archer. Mr. 
Willson explained briefly the purpose of 
Miss Archer’s work and why she had been 
sent abroad, giving in outline the develop- 
ment of the propaganda on the relation of 
jewelry to dress, which was the basis of 
THE JEWELERS’ CIRCULAR’'S great publicity 
campaign started in 1915 that educated the 
people of the United States and the fashion 
magazine editors as well to ‘consider the 


principles underlying jewelry wearing and - 


the appropriateness of jewelry to the gown 
which it ornamented. 

The substance of Mr. Willson’s address is 
to be found on pages 121 and 123 of this is- 
sue, and he concluded with a high tribute to 
Miss Archer as the one person in the coun- 
try they have been able to find to act as 
teacher on these lines who understood dress 
and understood jewelry as no one in or out 
of the trade did. 

ADDRESS OF MISS ISABELLE M. ARCHER 

Miss Archer, who then stepped forward 
in response to the introduction, was re- 
ceived with the heartiest of applause, and 
the room, which had gradually been filling 
up with people who had come to, hear her 
address, was practically jammed to capacity 
when she began. Every word she said was 
eagerly listened to and every point made 
appreciated. Mr. Willson, in introducing 
her, had explained that this feature was to 
give a “selling point” to the organizatio.: 
that would permit the members to “sell” 
the organization idea to the greater jewel- 
ers of the country who have heretofore not 
felt it worth their while to join; that the 
feature was one they could point‘to in 
talking to these jewelers and show them 
how much they missed; that the bigger 
Jewelers of the country would be made to 
realize that lack of membership in the as- 
sociation had caused them and their design- 
ers to miss a news and business feature 
that would be worth thousands of dollars 
to them; that they had missed information 
they could have gotten in no other way. 





It was evident from the attitude of the 
bigger jewelers in the audience that the 
promise made in the introduction of Mise 
Archer had been more than fulfilled by her 
speech. The only regret lay in the fact that 
there was so much to be said that it was 
impossible to go into detail in regard to all 
the lines of jewelry which would be af- 
fected by the coming Paris styles in gowns 
and materials and which were being 
brought out by the French jewelers and 
followed by the English. The speaker also 
had to answer questions as to particular 
articles of jewelry on which special in- 
formation was wanted. As she had to leave 
the convention half at a specified time to 
catch a train for New York, it was im- 
possible to give all the information re- 
quired, and she promised to develop the 
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various themes touched upon in future arti- 
cles in this journal. An outline of her re- 
marks are to be found on pages 103, 105, 107 
and 109 of this issue. 

The applause at the conclusion of her ad- 
dress was tremendous, but before she could 
step down from the platform Joe Mazer 
asked for attention in making a brief 
speech of thanks. Mr. Willson had re- 
ferred to himself as a “prologue” in intro- 
ducing the speaker, so Mr. Mazer referred 
to himself as an “epilogue” in paying a 
tribute to her for what she had done for 
the association. He excelled himself as an 
orator on this occasion, beautifully reciting 
lines of poetry which he felt fitted to the 
occasion, and handed to the speaker a beau- 
tiful corsage bouquet as a concrete tribute 
of appreciation from the association. His 
words, likening the speech to the petals of 
the flowers and the speaker to the bouquet 
as a whole, were poetic and beautiful and 
provoked a roar of approval, but this was 
nothing to what followed when Miss 
Archer, lacking time to express her ap- 
preciation in words or make herself heard 
in the tumult, suddenly grasped the unsus- 


pecting “Joe” around the neck with a sort 
of “half-Nelson” and implanted a kiss upon 
the most prominent part of his bald head. 

Although she rushed from the platform 
she was not able to feave the room, how- 
ever, until she had shaken hands with many 
of the members personally and been indi- 
vidually congratulated upon her work. But 
she and Mr. Willson were held there while 
they were unanimously voted honorary 
members of the American National Retail 
Jewelers Association. 

Vice-president Everts then asked Fred .G. 
Thearle, of the C. H. Knights-Thearle Co., 
Chicago, chairman of the advertising com- 
mittee of the National Jewelers’ Publicity 
Association, to introduce Harry Edward 
Freund, who is managing the campaign for 
funds. Mr. Thearle made the introduction 
in a few well-chosen words, in which he 
explained the purpose of the campaign. 
Mr. Freund said: 


ADDRESS OF HARRY EDWARD FREUND 


Mr. President and Members of the American Na- 
tional Retail Jewelers’ Association: 

Gentlemen—I appreciate the honor as manager 
of publicity of the National Jewelers’ Publicity 
Association in being invited to make an address 
at this great convention of the retail jewelers of 
America. The association I represent is a na- 
tion movement organized by your own industry, 
and the members of the executive conimittee are 
composed of manufacturers, wholesalers and re- 
tailers in leading centers of the country, and who 
were elected by ballot. 

I do nct intend to make a formal address, but 
to have a real heart to heart talk, presenting to 
you the unlimited possibilities for your united 
and individual prosperity, which will result from 
your co-operation in the nation-wide advertising 
campaign for the jewelry and allied industries in 
the raising of a national publicity fund of 
$300,000 to cover a period of three years. 

As you aiready know, a preliminary fund of 
over $85,000 was subscribed last year to extend 
over three years and for a period of 12 months 
an educational campaign reaching various publi- 
cations throughout the country has been most suc- 
cessfully conducted, and authorities in the jewelry 
business have been emphatic in stating that much 
of the present prosperity enjoyed by the jewelry 
and allied trades has resulted from this splendid 
work. 

THE PLAN FOR THE PROPOSED $300,000 NATIONAL 

ADVERTISING CAMPAIGN, 

The proposed $300,000 campaign of national 
advertising provides for the expenditure of this 
money in direct advertising in daily newspapers, 
weekly publications and magazines of national cir- 
culation. The campaign will cover the entire 
country for a period of three years. The object 
of the campaign will be to prove the intrinsic 
worth and lasting value cf jewelry, watches, dia- 
monds and silverware, and to direct the reader of 
this advertising to his or her local jeweler to make 
a purchase. 

EFFECTIVE AND PROFITABLE RESULTS OF GROUP 

ADVERTISING. 


In this connection I might state that co-opera- 
tive or group advertising has proven the biggest 
and greatest factor in selling the service of the 
products of a leading industry to the American 
people; some of the united business interests that 
have launched advertising campaigns on a co- 
operative basis are: The National Florists’ Asso- 
ciation, $300,000: the Nationai Dairy Council, 
4°50,000; California Fruit Growers, - $400,000; 
Coffee Growers $250,000 a year for four years; 
Custom Tailors, $250,000: Southern Pine Asso- 
ciation, $300,000; Irish Linen Industry, $650,000; 
Society of Electrical Development, $200,000. The 
American Toy Manufacturers have started a big 
national advertising campaign, as have the athletic 
goods manufacturers, the raisin growers, walnut 
growers, Florida Citrus Association, cranberry 
growers and. paint and varnish manufacturers. 
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Important group advertising campaigns have also 
been initiated in the automotive industry. 

These associations of business men have proved 
that advertising an industry as a unit advances 
the prosperity of every individual firm in that in- 
dustry. The phenomenal increase in trade which 
the California Fruit Growers developed through 
their advertising campaign in the interest _of 
“Sunkist” oranges furnishes a fine illustration 
of the wonderful advantages of co-operative ad- 


vertising. 


UNITED STATES GOVERNMENT ADVISES INCREASED 
ADVERTISING. 
“Paid advertising,” says Roger W. Babson, 


director of educational service department of the 
ee; 

U. S. Department of Labor, © is a cure for all 
ills, real or imagined, prevailing in the business 
world during this critical period of reconstruc- 
tion. Prosperity ultimately depends upon the con- 
eumer. My advice to the merchant is this: For 
your own interest and the good of the country 
increase the advertising appropriation you have 
made this year. Let us make our present pros- 
perity permanent by advertising,” and that last 
line, gentlemen, is the keynote of the whole situa- 
tion in your business, for the proposed national 
publicity campaign of $300,000 for the jewelry 
and allied industries is “prosperity insurance.” 
This great national advertising campaign, with 
your co-operation and support, wiH eventually 
make the American people regard the purchase 
of jewelry, watches, diamonds and silverware as 
a necessity and essential of their lives. 

EDUCATIONAL CAMPAIGN LEADING FACTOR IN PRESENT 

PROSPERITY OF JEWELRY BUSINESS. 

The war dealt the jewelry business a blow. 
The ban on platinum, the restrictions on gold, 
the falling off of gem importations, the preach- 
ment that jewelry was a luxury and non-essential 
were all seriously felt. The jewelers weathered 
the storm that for a time threatened disaster. 
According to the national association, who sent 
out questionnaires to 4,400 members, the jewelers 
finished the war period one of only five prosperous 
trades out of 22 industrial groups throughout the 
ccuntry. There seems little question that the 
great educational campaign inaugurated by the 
National Jewelers’ Publicity Association last year 
played an important part in molding public opinion 
and giving the jewelers the prosperity they now 
enjoy. 

THE GIFTS OF TODAY ARE THE HEIRLOOMS OF THE 

FUTURE. 

Advertising that will keep before the minds 
of the masses the beauty and permanent value of 
jewelry, the sentiment that lives with the jewels, 
is the best means to build a greater prosperity 
upon the present promising foundations. 

Here are some of the salient advertising points 
which suggest themselves to me as growing logi- 
cally from the present business situation, and 
which I believe might be emphasized in a national 
campaign of jewelry advertising. 

NECESSITY OF JEWELRY. 

Emotional life is as important a factor in the 
world’s affairs as physical life itself. It must 
have equally with physical energy its outlet and 
expression. Tokens of affection, sentiment and 
remembrance are necessities of the human emo- 
tions. They will always be so as long as there 
are sweethearts, wives and mothers; marriages 
and partings, daughters who leave homes as brides 
and sons who go out to make a place in the 
world for themselves. Jewels are ideals of ex- 
pression of sentiment. 


JEWELRY AS AN INVESTMENT. 

The permanent value of gems, the increasing 
scarcity and growing, price of the more precious 
varieties, make jewelry one of the most valuable 
forms of money investment, aside from  orna- 
mental or sentimental value. Increasing cost of 
diamonds has not to any extent abated the de- 
mand, which is unprecedented at the present time 
and with every evidence that prices are going 
still higher, so that the present purchasers can 
Practically be assured of making a first class in- 
vestment. 

A PROSPEROUS PUBLIC. 
- The war has brought unprecedented prosperity 
in this country and in neutral nations. There 


never was a time when money was so widely dis- 
tributed. The high wages, the more general em- 
Ployment of women, have given a surplus of 
money to men and women who never before in 





their lives had anything but a bare living out of 
life. 

These people have money to spend, and do not 
know how to spend it. If properly educated to 
the ornamental and intrinsic value of jewelry 
they would respond by largely increased pur- 
‘chases. The new prosperity has given the jewelry 
trade a sympathetic public. 

THE NEW PUBLIC FOR THE JEWELRY TRADE. 


It is a matter of trade statistics that working 
people bought mcre diamonds in this country dur- 
ing. the war than any other class. Diamonds 
formerly were bought only by the rich and well- 
to-do. Now everybody is wearing them. Adver- 
tising would teach the newly prosperous working 
classes a nice discrimination and a certain con- 
noisseurship in jewels and jewelry. 
OPPORTUNITY FOR THE DEVELOPMENT OF AMERICAN 

JEWELRY MANUFACTURERS. 

By shutting off to a large extent importations 
of jewelry, the war threw American jewelers upon 
their own resources. ‘This country is rich in 
precious gems and precious metals, and is capable 
of its own artistic designing. No period ever of- 
fered a fincr chance for the building up of the 
reputation of American made jewelry both at 
home and abroad. The possibilities of the foreign 
market, especially the Latin-American field, are 
outside the scope of these advertising suggestions, 
1 take it, but there are real possibilities that the 
increased prosperity at home will enable the 
jewelry trade of the United States the more 
quickly to take advantage of. 

AWARD OFFER FOR SLOGAN FOR NATIONAL MOVEMENT. 

As you have already read in your trade jour- 
nals, a $50 award has been offered for a perma- 
nent slogan trade mark for the allied industries, 
jewelry, watches, diamonds and silverware. The 
slogan at present in use is: ‘‘Gifts that last.” 


ORGANIZATION OF ENGINE JEWELRY INDUSTRY FOR 
A NATIONAL ADVERTISING CAMPAIGN. 


I wish to bring to your direct notice the fact 
that for the financial success of the nation-wide 
educational advertising campaign, the whole in- 
dustry must be organized to secure subscriptions 
and organized quickly, for we have to rely on 
the industry to back up this movement with all 
its strength. 

In my personal canvass of the jewelry and al- 
lied trades, in the middle west, and in the east, 
from which section of the country I have just 
returned in order to attend this convention, I 
have met with whole-souled support and co-opera- 
tion of the jewelry trade at large, and with en- 
thusiastic response on the part of those leaders 
who, with their business vision and sound judg- 
ment, grasp to the fullest extent the potential 
possibilities of the $300,000 national publicity cam- 
paign. I have had over 20 years’ experience in 
trade organization work, and fully recognize the 
husiness and human phases of industrial co- 
operation. 

In talking to you, gentlemen, as members of 
the American National Retail Jewelers’ Associa- 
tion, it is most gratifying, as representing your 
industry, to record the fact at this convention 
that the letter which was sent to all of the mem- 
bers for the purpose of securing subscriptions, has 
met with an instantaneous appreciation, and al- 
ready thousands of dollars in subscriptions from 
all sections of the country have been sent in, 
and I feel absolutely assured and convinced that 
every individual member of your association 
present at this convention will in justice to his 
gwn personal business make it his bounden duty, 
if he has not already done so, to visit the head- 
quarters of the National Jewelers’ Publicity As- 
sociation and sign one of the subscription blanks. 

The retail jeweler is the most important link 
in the chain of this national advertising campaign, 
for he is brought in personal contact with the ul- 
timate purchaser, and therefore the retail jewel- 
ers’ co-operation in this national movement will 
practically insure its success. 

I wish to thank you for the close attention 
and deep interest that you have shown to my 
presentation of the plans of this great national 
advertising campaign for the progress and pros- 
perity of the jewelry and allied trades. 


Vice-president Jean R. Tack, of Newark, 


N. J., followed with the closing address of 
the day, entitled, “The Future of the 





Jewelry Business.” Mr. Tack’s address 
was very interesting and will be found in 
full on pages 207-209 of this issue. 


Friday’s Sessions 


The last days’ session of the convention 
is always considered the most important 
and calls to it all the active members who 
have the good of the organization in their 
mind at all times. They were all here this 
time but so were the others, the ladies din- 
ing room of the hotel being filled to capacity 
by the time the work got under way and 
keen interest was evinced in every paper 
read, motion discussed or action taken. 

Following the custom inaugurated at the 
previous sessions, the day’s work opened 
with the singing of popular songs and the 
melodious choruses floating out in the lobby 
shortly after 9 a. M. told une jewelers scat- 
tered throughout the hotel that the time to 
assemble for their most important work 
had arrived. When a goodly number had 
gathered Vice-President Evarts asked Ex- 
President Combs to take the chair and the 
popular “Tinley” presided until the final 
session was over. 

The credentials committee report first 
considered gave the membership of various 
states and the number of votes to which 
their delegates were entitled at this conven- 
tion. These showed that the total paid 
membership of the association at this time 
was 1379 and the total votes to which dele- 
gates were entitled at this convention was 
215. The membership showed a gain of 
about 500 since last year. The report ap- 
pears in full on page 169. 

Some more interesting reports of state 
associations were then delivered. Conrad 
Brotherly, reporting for New Jersey, spoke 
of the increase in interest and attention at 
their State meetings. Nowhere else, said 
he, are competitors bound by bonds, 
brotherhood and friendship to a greater ex- 
tent than in New Jersey. The interchange 
of information as to prices, profits and 
other topics that they formerly kept to 
themselves has resulted in an adjustment of 
all these points of friction which was the 
cause of soreness in the past and given 
knowledge that has resulted in business ben- 
efit to all. The association had made big 
strides forward and he was happy to re- 
port that a sliding scale of dues based on 
the amount of stock carried is going into 
operation. He spoke of the good work ac- 
complished in the way of co-operative ad- 
vertising, the issuance of a monthly bulle- 
tin, the work on the war revenue tax, etc., 
and called attention to the fact that New 
Jersey sent seven delegates to the conven- 
tion. 

The report for Tennessee paid a high 
tribute to the ladies, the wives of the jewel- 
ers, who helped their husbands in asso- 
ciation work. The speaker told particu- 
larly of the work of Mrs. W. T. Blue, wife 
of the. secretary of the Tennessee Associa- 
tion, who so ably did the work of that office 
and ran a jewelry store during her hus- 
band’s long illness. As a result Tennessee 
was able to report 78 members. He also 
told of the great meeting they had had at 
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Memphis and how they had already decided 

to cut out free engraving and “loaners.” 

The Virginia report that followed was 
equally interesting for it showed that or- 
ganization there has stopped free engraving, 
produced shorter hours and abolished valu- 
ation of other dealers merchandise. Vir- 
ginia has now 80 members, all but one 
paid up to date. 

Chairman Combs then read a telegram 
that had been sent to August Loch, sug- 
gesting that the National Association take 
steps to perpetuate the speeches of Col. 
Shepherd and make them available to 
jewelers all over the country who cannot 
come to conventions. This is to be done by 
having phonograph records of the Colonel’s 
best speeches that can be given general cir- 
culation, the expense to be borne by the 
A. N. R. J. A. On motion of Mr. Jones 
it was decided to appoint a committee to 
act on this suggestion and have such rec- 
ords made at once. A resolution was passed 
to this effect. 

What would be more fitting than the 
unanimous endorsement of your members 
in possessing for many years to come the 
voice reproduction of Col. John L. Shep- 
herd on a phonograph disc record, one 
whose sole aim, self sacrifice, ceaseless 
efforts at all times has been for the uplift, 
betterment and the placing of our craft 
upon a higher plane. Who has not heard 
the oratory of Col. Shepherd. or been aided 
by his literary gifts, his poetic genius, wit 
and humor from coast to coast that would 
not take pride in the poswession of a per- 
manent voice reproduction executed by this 
illustrious gentleman. It would be a tribute 
and an honor for the National Retail 
Jewelers Association to bring this about. 

Chairman Combs also read a telegram 
from Mr. Renaud, to whom a message of 
sympathy has been sent by the members 
when they learned that he had been called 
away as a result of an accident in which 
his wife and watchmaker and others had 
been severely injured while riding in an 
automobile. 

The report of the membership committee 
made by E. B. Fanske deplored the fact that 
only about one-sixth of the total number 
of recorded jewelers (25,00) were in the 
association now. However, he said that 
the committee believed that there were not 
more than 18,000 real jewelers who would 
be eligible to membership so the proportion 
was not as bad as it seemed. He reviewed 
the work of the various administrations 
from the time of the first president Max 
Jennings up to that of President Brock, 
telling how the organization had developed 
and the membership increased under each 
one. The report appears in full on page 169. 

The report of .the committee on skilled 
workmen was heard with the deepest in- 
terest and applause, resulting also in a dis- 
cussion that proved most instructive and 
helpful in the suggestions given. The re- 


port began with a review of conditions 
showing the scarcity of watch workers and 
jewelers to-day and also instances of the 
way these men were being taken from the 








jewelry trade every day, and the reason. 
One example given by Mr, Bell was Kala- 
mazoo, Mich., where four former skilled 
watchmakers have been taken over by a 
fishing reel factory, two by an automobile 
concern and two more by other lines. In 
former years these men made from $25 to 
$30 a week in the jewelry trade while now 
they are making $50 to $60 a week in the 
new lines. What is more the conditions 
under which they work are more satisfac- 
tory to them both as to uours, holidays 
and environment than the, previously en- 
joyed. Another reason why the scarcity of 
watchmakers is most keenly felt now, said 


A. W. 


JOHANSON, CHAIRMAN CREDENTIALS 
COM MITTEE. 


the speaker, was the change in the charac- 
ter of the watches sold. The demand for 
fine watches and the increase in the sale 
of these timepieces had increased the de- 
mand for the highest quality of watch 
work. Among the watchmakers formerly 
in our trade were many who had not been 
properly trained and these could not meet 
the new requirements and had, therefore, 
gone into other lines. ; 

Working conditions and salaries were dis- 
cussed, it being pointed out that other lines 
required not more than 44 hours a week 
with half holidays on Saturdays, while 
jewelers required much more time than 
this. The jeweler is resyonsible for the 
bad working conditions offered watchmak- 
ers and is 20 years behind the time in this 
respect. Other industries have progressed 
while he has stood still so the other indus- 
tries have got his men. The jeweler must 
improve the working conditions which the 
speaker then described and criticized in 
detail. 

Never was there a better time than now 
to improve these conditions. But radical 
reform must be made. Among these Mr. 
Bell suggested that poor repair work be 
eliminated, cheap watches and alarm clocks 
be ignored. Do only fine repairing and get 


2 proper price. 
wy 





He deplored the prejudice against horo- 
logical and vocational schools, saying that 
they can help produce the men needed 
quicker than any other way and also pro- 
duce good workmen. The report urged that 
the secretary of the American National Re- 
tail Jewelers Association get in touch with 
Col. Arthur Woods of the War Depart- 
ment’s Vocational Bureau and have watch- 
making put on the list of subjects that re- 
turning crippled and other soldiers are to 
be taught. “We must put up salaries and 
prices,” said the speaker, “and must bid 
against other lines to get the best men.” 

The report is published in full on page 167. 

In the long and instructive discussion 
that followed many other points were 
brought out. Mr. Willson of THE JEWEL- 
ERS’ CIRCULARS urged every jeweler to try 
te get one or more boys, now undecided as 
to their calling, to pick watchmaking or 
some work of the jewelry industry as the 
trade to follow. Mr. Hagamann told of the 
work being done by the Chicago Jewelers 
in getting a watchmaking course in the pub- 
lic schools, saving they had installed 20 
benches and 20 lathes and expected the 
course would begin in 30 days. 

Gustave Keller of Appleton, Wis., who 
got to the convention in time for the clos- 
ing session, gave some very sound advice 
and suggestions and said that the Indus- 
tries Commission of Wisconsin had of their 
own accord recognized the need of more 
jewelers and had asked the jewelers of that 
State to map out a plan of action to teach 
this trade. Courses will be established in 
the Wisconsin vocational schools and ad- 
vantage taken of the apprenticeship law 
to have boys properly apprenticed and 
taught by their masters and also sent to the 
vocational schools during the years of their 
apprenticeship. Mr. Keller urged the ne- 
cessity of getting State co-operation evéry- 
where and pleaded with the jewelers to not 
only do this but to get behind the good 
horological schools we have and back them 
up. Ges 

A large number of other members par- 
ticipated in the discussion, which was closed 
with reluctance to give way to the report 
of the Resolutions Committee»read by A. L. 
Thoma of Piqua. The resolutions with 
the slight amendments made to them are 
as follows: 


The Resolutions 


We, the representatives of the Retail Jewelers 
of the United States of America, in convention 
assembled, in Chicago, Aug. 26 to 29, 1919, 
herewith set forth the following declarations and 
resolutions: 

We rejoice that since our last annual conven- 
tion victory kas blessed American and Allied 
arms, and that the cordial relations formerly ex- 
isting between the nations of the world will again 
be a reality. 

Conscious of the obligation resting upon us 
toward those who gave health and limbs in the 
defense of our country, we endorse fully the 
efforts being put. forth by our Government to 
rehabilitate our boys and again make them self- 
sustaining and producing members of society. We 
earnestly commend to the consideration of our 
Government the teaching of trades. kindred to the 
jewelry business. toes 
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cost, with a view of reducing the high cost of 

living we earnestly request consideration of the 
, . . . 

advisability of bringing about closer co-operation 

between various mears of transportation facili- 

+ os—rai water and highways. 

ties—railroad, gue 


Following such a cataclysm as the entire world 
has experienced for the past five years—the ad- 
justment of business 1s necessarily slow and 
necessarily uncertain. However, we, the repre- 
sentatives of the Retail Jewelers of America, as- 
sembled in annual convention in Chicago Aug. 
26-29, 1919, most seriously ask that Congress re- 
lease our trade from the discriminatory and 
burdensome revenue tax of five per cent. now 
applying to practically every item of merchandise 
that we buy or sell. 

We fully realize the great need of our Govern- 
ment in order to meet the tremendous demands 
for revenue during the period of the war, and we 
most patriotically declare our willingness to co- 
operate with our Government still further to the 
full extent of our ability in permitting us in 
marketing our stocks of merchandise at a satis- 
factory price to the consumer, who must inevit- 
ably and finally meet the burden of all taxation; 
therefore, be it 

* * ca 

Rreso.tvep: That we, the Retail Jewelers of 
America, urge upon Congress the repeal of the 
entire Title 9 of the revenue act effective Apri} 1, 
1919; and, be it further 

* * * 

Resotvep: That if in the wisdom and judgment 
of our President and the Congress of the United 
States that a revenue tax should be levied on 
transactions to be paid by vendor or consumer, 
then we implore our law-making bodies at Wash- 
ington to remove the discriminating features of 
the present iaw—substituting one that will apply 
uniformly on all transactions and to every com- 
modity excepting foodstuffs alone. 

The levy and collection of such a tax would 
be very simple, and should apply to every business 
and profession, including transfer of real prop- 
erty, houses, lands, mines, oil wells, etc., at time 
of passing title, and on all board of trade and 
speculative transactions equally with professional 
earnings and all sales of merchandise by all mer- 


chants; by this broad, uniform, _ business-like 
method, an extremely small tax (possibly one- 
fourth of one per cent.), billions of revenue 


could be raised, and by it being so evenly dis- 
tributed it would not be felt at all by the con- 
sumer, and but little by the seller or vendor, as 
it would readily and easily be absorbed by the 
overhead. Such a tax would be quickly elastic 
and easily adjusted by the Government. If the 
amount of tax levied was found to be incorrect 
or unfair, and it should be the one and one only 
tax on business—for the business interests of the 
country have been greatly hampered by the Treas- 
ury regulations which have many times confused 
Government collectors themselves. 

We earnestly and sincerely ask our Govern- 
ment to investigate the suggestions in the assur- 
ance that more certain consistent and more equita- 
ble methods of taxation may follow. 

ca 


Whercas: The greatest national problem of to- 
day is the Americanization of all the elements 
of society in every community, that all may know 
and understand our great economic principles 
which are guaranteed by our Constitution; and, 

* * * 


Whereas: Men of foreign birth, without the 
knowledge or desire for knowledge of our Ameri- 
can ideals that has given legitimate force to our 
nation, come over here and say the way to solve 
our problems is by instituting and provoking a 
class war, ruthless and without principle; and, 

* * 

Whereas: There never has been a moment in 
human history when ‘peoples of their class, this 
creed or that religion could leave their home 
Shores and migraie to a land of fairer promise, 
of greater redress from their grievances, or of 
greater equality of opportunity, than is and _ al- 
ways have been freely offered in the United 
States of America; and, . 

* * * 

Whereas: It is unhappily apparent that the basic 
Principle of our Government is neither under- 
Stood nor welcome to a large number of foreign 

people who have come to America, and who 
may not be understood by many other peoples 





who will beyond doubt be forced to leave their 
own countries, with peace restored, many possibly 
who have been instrumental in producing or pro- 
longing the world war. Now, therefore, be it 

* * o 

ResoLveD: That the American National Retail 

Jewelers’ Association urge upon our Fresident and 
our Congress the urgent necessity to stop all immi- 
gration to the United States of America until 
such time as our foreign born population may as- 
similate in its broadest construction the sacred 
principles of American citizenship as _ sacredly 
written in 1789; and, be it further 

7 * oo 


ReEso_vep: That we, the members of the A. N. 
R. J. A., hereby pledge our united best efforts to 
help develop the Americanization process to all 
foreign born people now here. 

* * * 


As helpful toward solving the problem of em- 
ployment and increasing our own national pros- 
perity, we strongly urge all jewelers to purchase 
and aid in the sale of -4merican-made goods, 


shortage of craftsmen in the 
jewelry trade we urge that trade schools and 
korological institutes be encouraged and_ public 
school vocational authorities asked to co-operate 
in a nation-wide endeavor to solve this problem. 


Owing to the 


Because of the enhanced cost of doing business 
we urge a revision of all resale prices, published 
by manufacturers, based upon fair retail profits. 

* * * 


With the increase in wages paid and the cost 
of doing business and of living steadily going up, 
the futility of free engraving is more apparent 
than ever. “A servant is worthy of his hire.” 
Time and knowledge are worth money and should 
be paid for. We, therefore, most strongly and 
unanimously declare for the abolishment of all 
free engraving. 

. ” * 

ReEsoL_vep: That we most heartily endorse the 
action of the various State associations in re- 
questing their members to cease the use of the 
“time guarantee’ as a selling argument, and to 
base their selling talk on their own reputation 
and the trade marks of the legitimate manu- 
facturer. We earnestly request the manufacturers 
to discontinue the practice of placing time guar- 
aiitees on their products. 

* * 


Resotvep: That a copy of this resolution’ be 
sent to all manufacturers of articles sold by us 
that now bear the time guarantee. We herewith 
emphatically declare this contrary to the prin- 
ciples of a sound business policy to continue the 
time guarantee on watches, clocks and jewelry 
sales and repairing. We go on record as favor- 
ing all time guarantees. 

* * « 

We recommend the adoption of ‘miter, liter, 
gramme” system on all measurements in the 
jeweiry trade. 

* * * 

We again take a firm stand for honest adver- 
tising and demand prosecution of those who of- 
fend by misrepresentation. 

* * * 

We strongly and unceasingly protest against 
the piratical practices of jobbers and manufactur- 
ers who retail. 

* * * 

We endorse the action of the Butterick Pub- 
lishing Co. in barring mail order advertising from 
its publications, and urge our members to co- 
operate on every occasion with the Butterick Pub- 
iishing Co. by giving preference to goods adver- 
tised in Everybody’s Magazine, the Delineator, 
the Designer and the Woman’s Magazine by let- 
ting their attitude be known to national manu- 
facturers, and by assisting in every way in their 
work by co-operating with the retail merchants. 

* * _ 


The practice of loaning watches has become an 
unbearable burden to the retail jeweler; therefore, 
be it 


+ * * 
ResoLtvep: That the practice be entirely dis- 
continued, except in cases of classified railroad 


employes in service requiring it. 
. * * 
The character of time inspection service re- 
quired of the retail jeweler by the railroads has 








never been properly valued by the railroads, and 


we therefore urge the formation of time in- 
spection contracts that provide for a remunera- 
tion commensurate with the high quality of serv- 


ice rendered. 
* * * 


The effect of a sliding scale of State dues, based 
upon the value of stocks carried by members, 
has been so very satisfactory that we in conven- 
tion assembled hereby urge every State asso- 
ciation to adopt the sliding scale of State dues. 

* * 


We again strongly urge the formation of local 
and district clubs as the quickest means to erad- 
icate trade evils for many of which the local 
jewelers are themselves responsible. 

* * * 


We note with satisfaction the progress of the 
research work of our organization, and herewith 
express the deepest gratitude to President Brock 
for his great interest in this work, to his co- 
laborers, and especially to H. Victor Wright for 
his valuable services:in the matter. 

* * * 


Filied with sincere appreciation, we desire to 
express to the War Revenue Tax Committee and 
the Jewelers’ Vigilance Committee, and especially 
to Meyer D. Rothschild, Robert Steele, Harry 
Larter and Emil W. Kohn our heartfelt thanks 
for valuable services rendered. 

* -— * 


Our thanks are earnestly extended to the Chi- 
cage Jewelers’ Association for the unique and 
delightful entertainment provided; to the Illinois 
State Ladies’ Auxiliary for the special entertain- 
ment of visiting ladies; to the speakers, exhib- 
itors, convention bureau of the Chicago Chamber 
of Commerce, Sherman hotel and all others who 
contributed toward the success of this meeting. 

* * * 


It is a privilege to again thank the trade press 
of our country for the services rendered to the 
craft during the past year and we do this whole- 
heartedly. 

* * * 

We unanimously extend to our officers and com- 
mittees a heartfelt vote cf thanks for their un- 
tiring efforts in the furthering of the purposes 
of our organization during the past year. 

* * * 


We hail with keep appreciation the change of 
name of the Jewelers’ Mutual Limited Fire In. 
surance Company of Wisconsin to the National 
Jewelers’ Limited Mutual Fire Insurance Co. 

We fully realize the stability and merited 
growth due to self-sacrificing management of this 
splendid organization, the great saving in fire 
insurance cost to our members who avail them- 
selves of this special privilege, and we advise 
every member to take out at least one policy in 
it. Those who may require more fire protection 
are urged to place it with this organization. 


To these were added a resolution en- 
dorsing the work of the National Jewelers’ 
Publicity Association which had been 
omitted by an oversight and one of regret 
at the absence of President George A. 
Brock and expressing the members, sym- 
pathy to him in the accident and illness 
that kept him away. The additional reso- 
lutions read: 


We unhesitatingly endorse the work accom- 
plished by the National Jewelers’ Publicity Asso- 
ciation and their campaign to raise $300,000 for 
the paid publicity to be expended during the next 
three years. 

We urge all retail jewelers to join with the 
manufacturers and jobbers in a substantial finan- 
cial contribution to the fund at the earliest possi- 
ble moment. 


+ * * 


We: deeply sympathize with President Brock 
that, owing to his illness, he was unable to at- 
tend this convention and extend him our sincere 
wishes for a speedy recovery and a long and 
happy life. 

* * * 

We herewith emphatically declare it is contrary 

to the principles of a sound business policy to 
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HIS interesting assortment contains a pattern for most every taste. 
Each pattern a design of high character, distinctive style and pleasing 
beauty. They will be found very attractive to your trade and will make 


lasting and valuable friends for you. 
Write for Catalogue “K’’ showing complete line. 


FRANKLIN SILVER PLATE CO., 


ROGERS, LUNT & BOWLEN CO., SUCCESSORS 
GREENFIELD, MASS. 
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continue time guarantees on watch, clock and 
jewelry repairs; and, therefore, be it 
ResoLvep: That we go on record in favor of 
abolishing all time guarantees. 

The resolutions were then passed unani- 
mously. 3 

The report of the committee on watch 
inspection was very brief and when it was 
delivered George E. Feagans, of Los 
Angeles, made a plea for the completion of 
the fund for the great research work which 
was being done by a special Research 
Bureau of the organization. Of the $60,- 
000 necessary for the three years’ work, all 
but $3,500 had been subscribed and he asked 
that this be wound up at the convention. 
On behalf of the California Association he 
said he would take one-fifth ($700) of the 





R, T, FERGUSON, CHAIRMAN’ AUDITING COM- 


MITTEE. 


amount missing if the other members and 
associations would take the rest. 

Then the subscriptions began to come in 
thick and fast. Many individuals doubled 
and tripled the subscriptions already given 
as did a large number of the State associa- 
tions represented. Mack Hurlbut started 
the ball with $100 for Iowa, adding to his 
own subscription as well. Then came $100 
from New Jersey with a later increase to 
$150. West Virginia doubled, while IIli- 
nois added $100 and again $100. Kansas, 
Connecticut, Tennessee, Massachusetts, Ne- 
braska and others quickly followed suit 
with $100 each, New York offering $200 
and Wisconsin doubling her subscription 
of $300. The scene resembled an auction 
sale with the chairman as auctioneer as 
individuals and State officers vie with 
one another to add to the Research Fund. 
The work was interrupted to continue the 
regular program,. but was resumed a 
little later when led by the enthusiasm 
of New Jersey and a few other States the 
amounts subscribed grew until the goal was 
reached and passed, bringing the total of 
the Research Fund to $60,280. 

Walter Mellor reported for the Commit- 
tee Om Legislation stating that there was 
little t6'be considered at present. He called, 
attention |to one bill however, which hé 








said the jewelers should aid in killing if it 
came up. This was a measure introduced 
by a New York Congressman which pro- 
vided that merchandise sold the consumer 
should be marked with not only the retail 
price but also the price which the dealer 
paid for it to the jobber or manufacturer. 
A similar bill had been reported to Con- 
gress sometime ago but had been “pigeon- 
holed.” He urged the jewelers to watch 
the progress of the new measure which 
might have a better chance for considera- 
tion. 


THE ROBERTS MEMORIAL FUND 


Mr. Mellor also reported for the Steele 
F. Roberts Memorial Fund stating in ef- 
fect that the movement had ceased to grow, 
that no subscription had been received or 
meetings held since August, 1917. In fact, 
there had been no quorum of the directors 
until that day. They believed the fund 
which was now $3,407.79 was not growing 
and will not grow fast enough while there 
are slight expenses that will continue. He 
suggested that the association be legally 
dissolved and the fund be transferred to 
the national association under proper legal 
procedure. On motion of August Loch, 
president of the fund, the suggestion was 
adopted. 

The auditing committee’s report was read 
by R. T. Ferguson of Philadelphia, who put 
the O. K. on the books of the treasurer 
showing the balance on hand to be $3,366.71. 
Mr. Ferguson’s committee also audited the 
books of the Steele F. Roberts Memorial 
fund which were found to be exact. The 
report reads as follows: 


REPORT OF THE AUDITORS ON ACCOUNTS OF 
A. N.R. J. A. 

To the 14th annual convention: 

The members of the auditing committee exam- 
ined the books and vouchers of the secretary and 
treasurer of the American National Retail Jewelers’ 
Association and found them to be correct as per 
exhibit presented. 

Balance on hand Aug, 28, 1918, $4,920.88. 

Total cash received during the past year $9,- 
356.61, making a grand total of $14,277.49. 

Warrants drawn for disbursement to the amount 
of $10,910.78, leaving a balance on Aug. 28, 1919, 
of $3,366.71. 

Three thousands dollars of this amount is in- 
vested in the Conservative Savings & Loan Asso- 
ciation of Omaha. The balance, $338.71, is in the 
Merchants Bank of Redfield, Redfield, S. Dak., and 
$28 at the secretary’s office. 

Respectfully submitted, 
: R, T. Fercuson, 
Henry F. Stecuer, 
F, D, Ausman, 
Auditing Com. 


The report of the Trade Interests Com- 
mittee was called for but owing to the long 
session was not read here, the members ex- 
pressing the desire to read it in their trade 
papers. It is published on pages 175 and 
177 of this issue. 

Considerable interest was excited over 
the location of the next convention. Mr. 
Feagans extended an invitation to the asso- 
ciation to meet in Los Angeles in 1921 
saying he did not wish to interfere with 
the choice for next year. The Kentucky 
members had started a boom for Louisville 
in which they were backed up not only by 
the delegates of the southern States but 


by those from many other sections as well. 
The call to come to Louisville was whole- 
hearted and was backed not only by the 
jewelers of that city but by the business in- 
terests. As was expressed beautifully by 
Mr. Moss of the Louisville Convention Bu- 
reau, who was introduced by Mr. Heintz 
to make the plea for his city. His speech 
was eloquent, persuasive and convincing and 
as only formal invitations had been received 
from other cities including Philadelphia, 
New York and Milwaukee, Mr. Moss’s re- 
marks backed up by those jewelers who 





MACK A, HURLBUT, CHAIRMAN NOMINATING 
COM MITTEE. 


had attended conventions in that city, car- 
ried the day. 

The executive committee was instructed 
to take the next convention to Louisville 
if it was found that proper facilities could 
be had there. 

Then followed the presentation of the 
Roberts and Combs banners, the former to 
the State association making the greatest 
numerical gain in membership and the lat- 
ter to the association increasing in the 
greatest proportion. Following the figures 
given out by Secretary Anderson the Rob- 
erts banner was awarded to the Massachu- 
setts and Rhode Island association, which 
added 63 members last year, and the Combs 
banner to the Mississippi association, which 
increased its membership over 200 per cent. 
although its present total exceeds by only 
one additional member put on by the Mas- 
sachusetts body. 

Then followed the convention’s most im- 
portant event, i. e., the election of officers 
and the report of the nominating committee 
was eagerly awaited as the knowledge had 
been general that Vice-President Evarts 
had positively declined to be candidate and 
there were no other names prominently 
mentioned. Former President Mack Hurl- 
but, who reported for the wominating |gom- 
mittee, explained the serious’ nature ‘Of its 
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work and told how carefully they had 
weighed the qualifications of the possible 
candidates for all the offices as well as the 
wishes of those candidates to keep out of 
ofice. They had not complied with the 
wishes of the men nominated but felt that 
the best interest of the organization re- 
quired the following nominations: 

President, Arthur A. Everts, Texas. 

First Vice-President, Jean R. Tack, New 
Jersey. 

Second Vice-President, E. H. Hufnagel, 
New York. 

Secretary, A. W. Anderson, Wisconsin. 

Treasurer, W. H. Mellor, Indiana. 

Members of executive committee, George 
A. Brock, CaJifornia, and Julius Goodman, 
Tennessee. 

Mr. Everts started to protest and ask for 
other nominees in place of himself for 
president but was overruled as was Walter 


Mellor when he asked that Treasurer 
Damuth be retained in office. The ticket 
was then elected unanimously. After the 


usual felicitations had been indulged in and 
President-elect Everts had satisfied the call 
for a speech, a special vote of thanks was 
given him for the work he had done at 
the meeting and for his self-sacrifice in put- 





ting aside his personal plans to accept the 
office of president. 

Various minor matters were acted upon, 
whereupon the meeting adjourned after the 
members had been notified to meet promptly 
at 2 P. M., go in a body to the Art Institute 
to inspect the exhibit of rare jewelry to be 
made tor the visiting members. 


The Visit to the Art Institute 


Friday afternoon, in accordance with the 
program of entertainment arranged by the 
Chicago Jewelers’ Association, a large 
crowd of retailers went to the Chicago Art 
Institute, at Michigan Ave. and Adams St. 
Here they spent several hours in looking 
over the antique and modern jewelry dis-’ 
plays. Mayor Chamberlain delivered a 
lecture which touched on the jewelry. 

When the retailers had finished their in- 
spection of the jewelry they strolled in 
groups through the rooms of the Institute, 
looking at the fine paintings with which the 
Institute is filled. Works by the old masters 
as well as productions by more modern 
artists were viewed and discussed. The 
jewelers were also much interested in some 
of the statuary and tapestries on display 
in the institute. 
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Mr. President and Gentlemen: 

The committee on skilled workmen, while know- 
ing that this subject can be treated from many 
angles, has confined its researches to the cause, 
and if possible, to suggest some remedy for the 
existing scarcity of skilled workmen in the watch 
repairing line. 

While there are some minor reasons for this 
scarcity of skilled labor, the principal ones are 
that there has been very few foreign watchmakers 
coming to this country during the past three years. 
This was somewhat due to the war, and traveling 
facilities, but more especially to the increased 
activities in the watch business in foreign coun- 
tries. This, coupled with improved labor condi- 
tions and largely increased salaries paid in for- 
eign watch factories, has had a tendency to keep 
skilled workmen at home. 

The next reason for this scarcity is that the 
field for skilled labor is getting larger. A few 
years ago if a man had a liking for finer me- 
chanics, he instinctively turned to watch making, 
but today there are many other lines that require 
equally as skilled men and) whose work is just as 
fascinating as ours. 

In the city where the chairman of this com- 
mittee lives, there is manufactured a fishing reel 
—the acme of mechanical production—and there 
are employed in this factory at least four high 
grade watch repairers—and incidentally these men 
are paid $50 a week for their services. 

Another cause for this shortage, which we re- 
gret to say, is that the watch-repairing trade is 
permeated with a great many men who are not 
really skilled workmen. This is probably due to 
their having improperly learned the trade; still 
they are counted as watch repairers and man- 
aged to “squeeze by” until the advent of higher 
grade watches, which soon taught the public to 
exact more accurate time, and these conditions 
soon forced these men into other lines, which 
fact alone shows how great a problem confronts 
the jeweler in trying to induce young men to 
serve a complete apprenticeship in some store or 
trade school, in order to lay a foundation for a 
skilled workman. 

In our investigations we find that nearly all 
shops employing such skilled workmen as we need, 
work only 44 hours a week, which gives Saturday 
afternoon.off, while we work our watchmakers 
mine hours a day, and in many cases he must 


work Saturday evening and in addition to this, 
many jewelers keep their stores open evenings 
from one to three weeks before Christmas. If 
we were to put ourselves in our watchmaker’s 
place, it would not be long before we too would 
drift into more congenial lines. 

While these are a few causes of the shortage of 
skilled workmen, the all absorbing question is: 
“What is the remedy?” 

There is an old saying that ‘Advice is like 
castor oil, casier to give than take,’ and some of 
you jewelers may think differently about what this 
committee advises, but we are confronted with a 
condition brought about by the jeweler himself, 
and we believe the only way out is for him to 
undo what he has done, and this committee is of 
the opinior that the main reason for this shortage 
of skilled workmen is dve largely to the working 
conditions, and salaries naid by jewelers. 

A great deal has been written and said about 
the beauties of the jewelry business, seeking to 
induce young men to enter it, but not a word is 
said about munificent (?) salaries. The fact is 
the jeweler is standing today where the progres- 
sive business man was 20 years ago. While other 
lines have been steadily increasing salaries, the 
jewcler has been content to think that the old 
$20 and $25 a week salary limit would last al- 
ways. At last, but too late, has has awakened 
from his ‘Rip Van Winkle’’ sleep! 

The jeweler must improve his working condi- 
tions by shortening his hours to not more than 44 
hours a week. 

He must stop working in poor light. Have you 
ever contrasted your dingy, electrically lighted, 
poorly ventilated watchmaker’s den with a modern 
its walls of almost solid glass? If you have, you 
can’t blame a watchmaker for deserting the jew- 
elry business. 

There never was a time in the history of the 
jewelry business when a better price for repairing 
could be had than now, and a watchmaker can 
repair a watch more enthusiastically for $3 than 
he can for half as much, although he may not be 
benefited one cent financially. As we think that 
this shortage of skilled workmen is sure to exist 
for some time, the jeweler must necessarily take 
in for repairs only the highest class of work and 
at the best possible price. 

Many jewelers have nothing but 
horological and vocational schools, 


“kicks” 
and 


for 
without 


any good reasons. ‘This is all wrong and should 
be discouraged. While these schools do not al- 
Ways turn out a finished workman, which may be 
due to lack of ability or attendance on the part of 
the student, they are a step in the right direction 
and should be fostered. 

The United States Government has established 
a vocational school to teach ex-soldiers, whether 
crippled or otherwise, some useful trade, and this 
committee recommends, if not already done, that 
Secretary Anderson get in touch with Col. Arthur 
Woods, Washington, D. C., who has charge of 
this school, to see that watch repairing is included 
among the trades taught. 

In concluding this report, we wish to impress 
upon the jeweler that we cannot get something 
for nothing, that we can never get away from 
present conditions until salaries are put up to 
where they belong. In setting a salary, we must 
be guided by what other lines are paying. If an 
ordinary mechanic is paid $5 or $6 a day, a skilled 
watch repairer should be paid a good deal more. 

It may be necessary fer us to bid against ent 
ployers of skilled labor in other Jines in order to 
get men to relieve the present shortage, but when 








B. J. HAGAMANN, EX-PRESIDENT OF THE ILLI- 
NOIS ASSOCIATION, WHO TOOK A PROMI- 
NENT PART 


it becomes thoroughly advertised that a watch 
repairer is the highest salaried skilled workman 
known, it will have a tendency to induce young 
men to learn the trade. 

But as it has taken the jewelers 25 years to 
bring about the present conditions, do not expect 
a change for the better very” soon. 


M. H. Bert, Chairman, 
Kalamazoo, Michigan. 
A. G. Mansur, 
Burlington, Vermont. 
J. P. Hensry, 
Roanoke, Virginia. 
R. C. Bernau, 


Greensboro, N. C. 





Sydney Ball had a real committee to work with 
and the entertainment features went off like clock 
work. Mr. Ball was on the job from morning to 
night whenever anything was to be done and 
handled the crowds going out to the Great Lakes 
like a traffic manager. Of course his first lieu- 
tenant was Frank Hickock, who completely ne- 
glected his own law business to be present, while 
others on the committee who helped to make the 
stay of the visiting jewelers enjoyable in the ex- 
treme were: John H. Hardin, of F. A. Hardy & 
Co.; Peter T. White, of Otto Young & Co.; A. W. 
Sproehnle, of Sproehnle & Co.; Sol. H. Hess, of 
Rettig, Hess & Madsen; Robt. Slade, of Slade, 
Tenny & Weadley; Albert Ellbogen, of Stein & 
Ellbogen Co.; Chas. T. Ross, of Waterbury Clock 
Co. 
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CALIBRE 


SAPPHIRES RUBIES EMERALDS 


Large stock of cut and rough gems 
always on hand 


Our Factory is equipped with recently perfected ma- 
chines of our own invention, now making possible the 
actual cutting of Gems true to previously computed 
geometric and mathematical formulas. 

Every Gem from the minutest to the largest is cut on 
our machines by this method, thus guaranteeing ac- 
curate refractive angles, bringing to the surface the 
natural beauty and Life of the Gem heretofore lost to 
a great extent in ordinary cutting. 


We dealin genuine stones only. 


Standard Calibre Company 


SAMUEL L. BURRI, President 


IMPORTERS AND CUTTERS OF PRECIOUS STONES 


LAPIDARY WORKS SALESROOM 1101 


1 St. Andrews Place, Brooklyn, N. Y. 15 Maiden Lane, New York City 
Telephone Decatur 62 Telephone Cortlandt 1831 
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rt of the Membership Committee 
our report, the membership commit: 
tee, most of whom are directly connected with the 
different State associations, deplore the fact that 
of the 25,000 retail jewelers of the country only 
about one-sixth are members of the association. 
We have no apologies to make for the national 
association, for since it was first organized it has 
always been endowed with good capable and ener- 
getic officers who have freely given their time 
and money te make the association a success. 
This would be a rather gloomy condition were 


Repo 


In making 





MODEL WITH $400,000 worTH OF JEWELRY 
DECORATED BY CHIGAGO JEWELERS’ ASSOCIATION 


it not for the fact that in our opinion the figure 
25,000 is rather high for the number of legitimate 
jewelers in the U, S. A. We firmly believe that 
if we had 1800 jewelers enrolled in association 
work we would have all the really desirable mer- 
chants. There are entirely too many so-called 
watchmakers and jewelers who have no other 
claim to the title except a sign and possibly a pair 
of tweezers. 

We review with pride the adiinistrations of 
our different national presidents and have much 
gratitude for Max Jennings, our first president, 
who coddled the association during its infancy 
and placed it upon a firm footing. J. P. Archi- 
bald reigned during the time when many thought 
the association merely a mental imagination, but 
he came through with flying colors and turned 
the reins over to our dear Steele Roberts who 
studied out the many good problems that could be 
accomplished by the association and to his mem- 
ory we have a fund that will live for time im- 
memorial. 

It then became the duties of Tinley L. Combs 
to install the ideas advocated by his predecessor, 
and during Tinley’s administration many good 
things were accomplished that have proven suc- 
cessful and added much strength to the association. 
_ Charles T. Evans proved to us that the asso- 
Ciation was a necessity to the retail jeweler, and 
taught us that better business men and better 
profits would place the jewelry business in a place 
of its own, 

You are all aware of the untiring efforts of our 
Present president, George A. Brock, who taught 
us that more system and more attention to the 





different departments of our business would make 
us more profits and better qualified to be classed 
among the best business men of the country. 

As with the presidents, so with the secretries; 
Raudebaugh, Wheeler and our own ‘‘Andy” have 
all been untiring in their efforts to make the as- 
sociation a success. 

After reviewing the above facts and carefully 
studying the memberships of the different State 
associations, we have concluded that the fault of 
the small membership lies with the several States. 

Statistics show that the membership in the dif- 
ferent States runs from less than one per cent, to 
53 per cent., figuring on the basis of the total 
number listed as jewelers. Statistics also show 
that the Staics with the largest percentage of 
members invariably have an active set of officers 
that are willing to devote their time to the up- 
building of the association and strengthening its 
membership. 

Increasing a State’s membership demands much 
labor and study. Every State secretary should 
be furnished with an office equipment enabling 
him to do much more efficient work and with less 
time from his _ business. 

We suggest that the national association add to 
its list of officers a fieid secretary, and to secure 
one capable and efficient along the lines of in- 
structing and aiding the State secretaries in in- 
creasing their membership; to assist the State 
officers in planning their conventions, for we find 
that an interesting convention, with good in- 
structive addresses, combined with fun and frolic, 
is a great incentive toward securing new members 
and holding the old ones. 

We also suggest that officers elected should 
pledge themselves to a certain number of days 
spent in auto touring their States in the interests 
of the association. If two or three officers start 
out on such a trip the memberships obtained will 
more than offset the expense and the missionary 
work done for the association’s future cannot be 
estimated. 

There are great possibilities for the future of 
the association, and when we stop to think of 
the wonderful things that have been accomplished 
in the past, we wonder at the willingness of the 
national officers to give their time to accomplish 
these things, and if the biggest and best men in 
the jewelry trade are willing to do these things, 
why should not the State officers be willing to 
sacrifice their time toward the up-building of their 
respective State associations? 

“In union there is strength,” and if each State 
association would strive to increase its member- 
ship, it would add strength to the national, and an 
association with every jeweler in the country as a 
member wonderful things could be accomplished. 

We therefore plead that the State associations 
elect officers for results rather than for honor, 
and that each member of the association make a 
special effort to secure at least one new member 
during the coming year. 

We taank you! Ep. B. Fauue, Chairman. 





Report of Steele F. Roberts Memorial Fund 
To the A. N. R. J. A., 14th annual convention: 
Gentlemen: 

The report of your treasurer is brief, as there 
were no subscriptions received in the past year, 
the only receipts being interest which I herewith 
submit. 








Nov. 1, 1918 Int. on bonds....... $50.00 
Dec. 31, 1918 “ on bonds....... 21.25 
Dec, 31, 1918 “ savings acct.... 3.27 
May 1, 1919 “ on bonds....... 50.00 
May 15, 1919 “ on DORBscc.c0 21.25 
July 1, 1919 “ on savings..... 4.41 
De eee ee $150.18 
Aug. 1, 1918 Cash Bal. on hand... 210.11 
360.29 
Disbursement: 
Nov. 12, 1918, Treasurer’s bond... 2.50 
COED -OM DAM iesseerasiwenvas eds 357.79 357.79 
Two Republic of Panama Bonds and 
Investments of funds: 
CRE ac ab sacs tsadeeaeiacarinceins $2,050.00 
Second Liberty Loan Bond.............. 1,000.00 
$3,470.79 


Respectfully submitted, 
Henry F. Srecuer, Treas. 





Report of Credentials Committee, 1919, 
A. N. R. J. A. 

Number Number 

State. Members. Votes. 
REE. cic cen cioanavaee 3 1 
ee a a re 140 7 
COI, -anicis ddeags baewes 31 2 
COMMORRGUE  otiivc a dasket bats 45 3 
WN He 6c: bailed es eb coak as 25 2 
MONE. ss. chavdeed Cimeyeun its 284 15 
RIO irk crea aWadeeeewaccnss 137 7 
BOO. aiac'd Okc caso Beedalne tar 112 6 
MINE iis x ociansltcues sada 78 4 
RGU Sc ececcinnsiés caves 44 3 
MMs inarciatads: ids, bas vaealers 111 6 
PEGMORCRUGHIEE occ cccccec css 190 10 
RUMI Wc. 6gi0s5 24 6denaintees 118 6 
eae ee Cre 227 12 
BERET C CCP Tre 63 4 
Cr er ere 94 5 
CE ier Wr 186 10 
New Hampshire ............. 50 3 
PRO PONE Fa neckciees  26R4000 50 3 
TRGW WOES ivcceegistut.os se ee 327 17 
North Catala i000. cases 43 3 
INGHUN DIGMOEE isiciicanend axe 56 3 
SU cava bev ededse case ten 158 8 
GR Cadeccbcvewcetnnes 52 3 
CN icc ccuwdeswewsss 100 5 
POEM O iiiscavcnceknvee2 178 9 
SEONENE PRONE Cie s:.-eeipndewanes 21 2 
SOR ci iteceed iowa ens 71 4 
pC ee rr eT Te 99 5 
WOME ce ictcitkscacenmua 80 4 
Wins 6 Sects 60cecaece nats 78 4 
WD fc02. 66k ste oc detces 109 6 
WEOGE. VINIING Wisiccsavas cine 43 3 
PEE. cbiweraswicetwarnss 283 15 
PPI so cicschagnwasle cena 33 8 
NOR) ais ceed asiwe muses 3,719 208 


To which must be added votes of officers and 
executive committee as: 





CHAS, T. ROSS, WHO ACTED ON THE ENTER- 
TAINMENT COMMITTEE, 


Total Din eae o6 sna vee cas cas snewe 
Prosident:G. (Bi. ie iw 6 giasccecantnnaes 
Vice-president Everts 
Second Vice-president Tack............... 
Treasurer Damuth 
Secretary Anderson 
E. H. Hufnagel 
Robert Koerber 


ee ee 


COCR em eee wee eee een nee 
eee eer ee ee eee eeeeesseese 


Total 

We find that according to the secretary’s records 

the various States have memberships as above, 

and are entitled to the number of votes set op- 
posite their names. 

Respectfully submitted, 
A. W. Jouanson, Oscar E, Lentz, W, O..Swen- 
son, Credentials Committee. - 
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JOHN KAESER & CO., Ine. 


156 FIFTH AVENUE 
NEW YORK CITY 


Watches for the rich and the poor 
Satisfaction for everybody 
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REPORT OF GEO. E. FEAGANS, PRESIDENT OF THE 
CALIFORNIA GOLD AND SILVERSMITHS 
ASSOCIATION, 


It is a privilege to come to you with greetings 
fiom the California Association, which I have 
the honor to represent. 

This is said in all sincerity even though I ar- 
rived a number of hours late, a journey of nearly 
2,500 miles having been punctuated by exasper- 
ating delays largely the result of poor railroad- 
ing., and I assure you, without the application of 
any reduction in the hight cost of living regard- 
ing which our President has had much to say 
recently. 

California, particularly Los Angeles, has the 
reputation of having the greatest number of boost- 


ers of any community in the world, and _ this 
reputation is well earned. Los Angeles, in a 
nut shell would read: 

Founded 1781; incorporated, 1851; population, 


1847, 1,500; pouplation, 919, 650,000; area, 363 
square miles; assessed valuation, $605,000,000; 
banks, 29: churches, 350; theatres, 119; public 
schools, 800; public parks, 25; and among many 
and varied industries, we produce 80 per cent 
of the motion pictures produced in America. 

We of California are very proud of-our state 
organization and affiliation in the National Body. 
Our California Gold and Silversmiths’ Associa- 
tion is composed of one kundred and forty mem- 
bers, all of them paying their dues regularly and 
Promptly, and our association in turn, paying our 
annual dues to the National Association regularly 
and promptly. 

Our membership is composed of the best jewelry 
establishments on the Coast, including, of course, 
that of your President of the National Associa- 
tion, Mr. Brock, to whom we all look to for 
sound, sincere inspiration and advice. We of 
California are, I believe, far in advance of 
most state crganizations in the matter of our dues, 
for we assess ourselves in proportion to the size 
of our stocks of merchandise, which results in 
dues ranging from $12 per year to $50 per month, 
thereby creating funds in our treasury sufficient 
to accomplish worth-while work. 

Among other things made possible by the liber- 
ality of our dues is the retaining of a paid at- 
torney by our association, an attorney of the high- 
est standing that mects with our executive com- 
mittee, preventing thereby, many times, our un- 
bounded enthusiasm from getting us into trouble. 

We also employ a field secretary, a very able, 
old-time jeweler, well gifted in organization work, 
whose duty it is to travel all over the state, visit- 
ing the jewelers in their own stores, assisting the 
weaker ones and encouraging and helping all. 
Within the past 30 days J have had the personal 
pleasure of forwarding to our splendid vigilance 
committee in New York, a check for just over 
$500, which came in response to an appeal I 
sent to our members in very small remuneration 
for the great benefit every jeweler in the coun- 
try has received from the unselfish work of this 
splendid comniittee. 

There are no problems having the remotest bear- 
ing on ovr craft, that may not be benefited 
through organization. 

It is a short-sighted policy that hesitates to 
pool information. Manufacturer nor retailer no 
longer hug their trade secrets. Improved methods 
help everybody, and the surest way to insure im- 
proved methods is to obtain information in every 
Possible way, and to share it when obtained. 

The world of business is talking less and think- 
ing more than at any time since the days of Solo- 
mon, who, history concedes, was the wisest man 
of business, of ancient or modern times. 

This is the day of the headlines. People will 
not beat a rath to your business door unless you 
do something better than the other fellow. This 
may sound disastrous to some of us, but it is 
true, and we must accept the world in its revised 
condition. 

And those of us who have the moral courage 
to take accurate measurement of ourselves, and 
then still have cnough moral courage left to face 
bravely the results of these accurate measure- 


ments, need have no fear but that we will have 
enough money to pay cur taxes, which I assure 
you will be large enough to satisfy the most pa- 
triotic. 

We men of California, at least some of us, are 
Aecided optimists even to the extent of being 
charged with extravagance in the affairs of busi- 
ness, but little that is worth while has ever been 
accomplished without looking forward. 

You, perhaps, better than I, recall how many 
vears ago Jules Verne wrote his “Twenty Leagues 
Under the Sea,’’ and for many years after he wrote 
it millions of people have said: ‘‘Great Scott, what 
an imagination.” And Kipling comes along still 
a number of years ago and writes his “Night 
Mail,” which was an eccount of an every-day 

















MISS M. L. ADDIS, SECRETARY OF TKE KANSAS 
ASSOCIATION. 


flight across the Atlantic. We said he was crazy, 
but Verne and Kipling were both out-guessing us. 

First of everything, let’s be upstanding Ameri- 
can citizens; Jet’s take up-the slack in our affairs, 
and simply because you are fifty, don’t slow up 
and reason that you will soon be sleeping with 
your fathers, but let us face forward, cultivate 
cptimism, happiness, contentment, things worth 
while and when the final C. O. D. comes, insist- 
ing that our time is up, let’s be found in a hand 
to hand conflict with duty to God and duty to 
man. 


REPORT OF THE ILLINOIS ASSCCIATION 


The association finds itself today with very 
little change in the condition of affairs of 1918. 
Our membership list is very much the same. We 
have undertaken no especial work since the last 
meeting, and the various activities which were 
undertaken in 1917 and early in 1918 seemingly 
were brought to a successful conclusion, and have 
remained in that state ever since. 

Jewelers have been exceedingly prosperous for 
the most part during the last year. This has not 
tended to make them pay their dues any more 
promptly; in fact this problem seems one impossi- 
ble of solution. 

Practically all of the work during the past year 
has been lone through correspondence. The sec- 
retary’s office has been especially busy in routine 
work in co-operation with the Jewelers’ Vigilance 
Committee of which M. D. Rothschild of New 
York is chairman. A good many letters and 


telegrams have been sent to Government officials, 
as well as to members of Congress from the State 
vf Illinois. 





We also 
Jewelers’ 


Chicago 
representations to mem- 
bers of the legislature at Springfield. This in con- 
nection with the proposed law which would have 
put all jewelry stores under police regulation, and 
undoubtedly demanded from them an annual li- 


have co-operated with the 
Association in 


cense in order to conduct business. We also used 
our influence to prevent the passage of a law 
which would have been obnoxious. to those of 
our dealers who sell merchandise on time pay- 
ments. 

The financial affairs of the association are about 
the same as last year, as the appended report will 
indicate. 

I regret absence from this meeting of the II- 
linois asscciaticn, it being the first one I have 
missed since organization in 1907. I expect that 
at the time this is being read I shall be playing 
golf in California or perhaps looking in the win- 
dow of the largest and most famous jewelry store 
in Los Angeles. I of course wish for the meet- 
ing great success and a wonderfully pleasant time, 
and trust that I shall see you all at our annual 
meeting in 1920. Crartes F. MANAHAN, 

Secretary and Treasurer. 


Secretary Manahan’s report also included 
the report of the State Memorial Commit- 
tee which showed that none of the members 
had died during the year. The legislative 
committee had not been called upon for 
any special work during the year. The 
membership committee’s report showed that 
there are 259 members, also 14 jewelers 
that had paid their dues in 1918 that up to 
the present have not: paid. The local 24- 
Karat Club has done good work in increas- 
ing memberships and the committee recom- 
mends that more district clubs be organized, 
not only in Chicago, but throughout the 
State. 


REPORT OF THE KANSAS ASSOCIATION 


The American National *Retail Jewelers’ Associa- 


tion: 

Mr. President and Fricnds—We feel the Kan- 
sas Retail Jewelers’ Association has made some 
progress this year. Either we have made it or 
the secretary feels more sure of herself. © The 


work has been a real pleasure and she has had 
plenty of it to do. Almost double the amount 
of letters have been mailed to the jewelers over 
the State, and an interest has been awakened, 
shown by inquiries mailed to the secretary’s office. 

Of course the platinum and tax situations get 
their dues in this awakened interest. They have 
made us sit up and take notice, also our employes 
usking for increases in their pay envelopes every 
Saturday night has made us wonder where we 
were coming in ourselves, hence a very wide- 
spread demand that the jeweler get a right and 
just recompense for his labor on the public’s val- 
uables. 

I tell you these very facts in the land have 
come to make the individual jeweler begin to put 
into practice the scriptural command, ‘‘Love one 
another,” the greatest of all commands. 

In my home city we were working more har- 
moniously together. When the calls have come 
for special telegrams to be sent on the tax ques- 
tion, all have very willingly responded. 

I am often asked why Nebraska has such a 
strong association, and ‘‘What is the matter with 
Kansas?” Well, I tell them Kansas does not 
have an Ed Fanske of Pierce, or a Tinley Combs. 

However, Kansas has the finest president of any 
association in the United States. He not only 
gives woman the iast word when questions must 
be decided, but says: “Go ahead and decide, I 
will stand by you.” Not only is he called in his 
own community, nobleman, but also around the 
secretary’s office. 

Our State meeting was held May 12 this year, 
and was a splendid meeting. We had with us 
H. Victor Wright and Colonel John L. Shepherd, 
our faithful standby, who very materially helped 
us and were given very keen attention. One 


jeweler during the luncheon hour came up and 
said: “I surely want to join the association. I 
had to bring my wife to this city to get her a 
I vowed it was worth 


new coat; it cost me $50. 
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Schools are opening, classes are being formed, 
clubs and frats are organizing — and all of 
them want pins and rings. 


Are you going after this businessP Or 
are you patiently watching on, while 
someone else reaps the profits, simply 
because you haven’t the right sam- 

ple to successfully compete? 


Let Dorst help you get this desirable 
business. With our “Book of 
Helpful Suggestions” and our 
handsome tray of original 
samples you can show over 
one hundred stock designs 
to prospective customers. 
Our staff of artists will 
be at your service in 
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Write today for the latest edition 
of our Class Pin Booklet. 


THE DORST COMPANY 
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it, and another $50 to come here today. Count 
at in on all this association stands for.” 
"We have gained some 15 new members. Kan- 
sas has 76. members. That does not sound like a 
whole lot, but I can tell you that 75 of them are 
a mighty fine lot of gentlemen. 

Miss M. L. Appis, Secretary and Treasurer. 





Report of the Iowa Association 

Following is the Iowa Retail Jewelers’ Associa- 
i eport: 

"hehe of paid up members for 1919, 108. 

Member of National Jewelers’ Publicity Asso- 
ciation. ’ ; 

Member of American Fair Trade League. 

Held annual meeting in Des Moines, Feb. 18, 
19, 20, 1919, at which following resolutions were 
adopted: : 

Whereas: The great bulk of trade of the mem- 
bers of the Iowa Retail Jewelers’ Association 
come from the people who live on farms; and, 

* * * 


Whereas: Advertising campaigns hitherto con- 
ducted by manufacturers whose products we sell 
have in most cases been directed to city and 
town people, and have appeared in publications 
that reach city and town people, and do not reach 
our customers on the farm; and, 


Whereas: We pay as high prices and comply 
with the same terms that the city merchant; and, 
* * ao 


Whereas: This association and many of its 
members individually have contributed to a fund 
known as the Jewelers’ Publicity Fund; and, 

* * * 


Whereas: The farm papers of this country 
stand as high and exeicise as much influence 
among our customers, the farmers of America, 
as any other class of publications have or exer- 
cise among their readers; and, 


Whereas: The discrimination of many manu- 
facturers in directing their educational campaigns 
wholly to city and town people and in neglecting 
our customers, the farmers, results in a consid- 
erable loss of possible business to each retailer 
and a tremendous loss in the aggregate to each 
manufacturer ; 

* 8 * 

Whereas: Every jeweler realizes the great trouble 
in all time guarantees on cases and all plated 
or gold filled jewelry, and the abuses in connec- 
tion therewith; now, therefore, be it 

* * * 


ResoLvep: That we recommend some radical 
change in the manner of marketing jewelry, watch 
eases and plated silverware, other than time guar- 
antees, and that steps be taken looking toward 
this correction by the manufacturers; and, 

Resotvep: By the Iowa State Jewelers’ Asso- 


ciation in annual convention assembled at Des. 


Moines, Ia., this 18th day of February, 1919. 

First: That we favor the use of farm papers 
in the advertising campaigns of manufacturers 
whose products we sell. 

Second: That we favor the use of farm papers 
in any advertising capaign conducted with the 
funds of the Jewelers’ Publicity Association. 

Third: That we favor the preparation of special 
copy directed specifically to farmers, and that we 
oppose the use in farm papers of copy prepared 
specifically for city peole. 

Fourth: That we comn:end those manufacturers 
who are giving us helpful support with our farmer 
customers through adequate advertising campaigns 
in reputable papers. 

Fifth: That we instruct the secretary to send 
copies of these resolutions to all trade papers, etc. 

I believe this is all the report I have to make, 
but if there is anything else I should report I 
will be glad to do ‘it. 

L. C. Tatuman, 
Sec.-Treas. Iowa Retail Jewelers’ Assn. 


Report of the Nebraska Association 


Membership in the Nebraska Retail Jewelers’ 
Association was increased during the past year by 
32 new members, making a total of 200 members. 
The wonderful work done by National Secretary 
Anderson, the legislative committee and the vigi- 
lance committee, has been an incentive for the 
jewelers of the State to join the association. 





Our State convention this year was the most 
successful ever held, and we find that an inter- 
esting and instructive convention one of the best 
methods of securing new members and holding 
the old ones. 

We make a special effort to attract the non- 
meibers to the convention, and we find that after 
attending one of these meetings that they in- 
variably join the association. 

We have in Nebraska an auxiliary called the 
Ku-Kus, and one night of the convention is given 
over to the traveling men of the State to give 
their Ku-Ku show, which consists of much fun 
end frolic and new stunts that only the traveling 
man can conceive; in fact the Ku-Ku show of 
the Nebraska Retail Jewelers’ Association is ex- 
celled only by the famous Ak-Sar-Ben of Omaha. 





E. B. FANSKE, SECY-TREAS., NEBRASKA ASSN, 


Nebraska has always had a corps of officers 
that are always willing to do their part to increase 
the membership or to assist in any way to im- 
prove the association. The secretary’s office is 
cquipped with a duplicator, addressing machine 
and other modern conveniences that enables the 
secretary to run off a batch of letters in a few 
hours’ time, and we find the follow-up letter sys- 
tem brings the best results in our membership 
campaigns, and while our membership is not the 
largest in number, we claim that Nebraska has 
one of the livest and best associations of any State 
in the Union, and our membership comprises 63 
per cent. of the legitimate jewelers of the State. 
In increasing the membership of the national as- 
sociation, count on Nebraska doing her part. 

Ep. B. FAnske, 
Secretary and Treasurer. 


Report of the New Hampshire Association 

The annual meeting of the New Hampshire Re- 
tail Jewelers’ Association was held at Laconia, 
N. H., March 27. This meeting was well at- 
tended, several guests. being present from Maine 
and Massachusetts. 

A repair price list was adopted and has since 
been printed and mailed to each member. 

A number of resolutions were unanimously 
adopted. 

The executive commitee voted to send $25 to 
the Jewelers’ War Revenue Tax Committee. 

A jeweler’s repair lien law has been enacted in 
this State, which enables jewelers to dispose of 
watches and other repair jobs uncalled for at the 
expiration of one year. 

Ten new members have joined the association 
this year making a total membership at this date 
of 53. 

Several circular letters pertaining to the revenue 
tax law have been mailed to our members, and 
the primer prepared by the Jewelers’ War Revenue 
Tax Committee was sent gratis to each member 
in good standing. 


Letters have been sent to the senators and 
congressmen as suggested by National Secretary 
Anderson. 

The first New England jewelers’ outing under 
the auspices of our association was held last Oc- 
tober at Maplewood, N. H., and was such a de- 
cided success that a special committee was ap- 
pointed at the annual meeting to make plans for 
the second Fall outing. Arrangements have been 
made to hold this meeting at the Waumbeck Hotel, 
Jefferson, N. H., and to every jeweler a cordial 
invitation is extended. 

A. J. Porrer, Secretary. 


Report of the Kentucky Association 


Number of paid up members Aug. 1, 1918.... 46 

Number of paid up members Aug. 1, 1919.... 43 

Number of new members for year 1919...... 5 
Respectfully submitted, 

Witt1aM M. Irion, Secretary and Treasurer. 


Report of Indiana Association 
Avsurn, Ind., Aug. 25, 1919. 
To the Officers and Members of the American Na- 
tional Retail Jewelers’ Association: 

Gentlemen—First of all we want to say to you 
that the Indiana Retail Jewelers’ Association is 
in a most healthy condition from every angle. 
We now have 140 members and 139 of them are 
paid up for 1919. We have added 20 new mem- 
bers during the past year, and we find it easier 
than ever before to intcrest the larger jewelers 
in association work. Our finances are in excellent 
condition. We have a cash balance and one 
$100 Liberyt Bond, and every bill paid to date. 

Our scheme of a sliding dues schedule has 
worked out splendidly and very materially in- 
creases the amount received each year from dues. 
To illustrate, during the past year we have col- 
lected for dues and membership fees, $948. If 
the same number of members had paid their 
dues under the old schedule we would have had 
considerable less. This increase in funds enables 
us to finance our conventions without asking for 
a single cent of contribution or donation from any 
outside source whatever, and therefore the In- 
diana Retail Jewelers’ Association is at no time 
under obligations to manufacturer, jobber or re- 
tailer. 

Our State convention was held at Richmond, 
Ind., June 9 and 10, and was a very enthusiastic 
one and well attended, and much good resulted 
from the meeting. E. O. Littzez, Secretary. 


Report of Indiana Association 
Members admitted since last national con- 


VOMEIOR  ieiik otc Cenk degcks ener 48 
Total paid membership to date.............. 188 
Members 100 9650 A... .0hvcanec ocensic deen 21 
Homeracy  Memheee: 65.5 i... 60 bss deck cae 5 
214 


Two members who enlisted in the serv- 
ice of the United States for the war are 
carried on the honorary list until the an- 
nual convention of 1920. 

We are urging our members to form 
local associations and much good has re- 
sulted from several associations in Massa- 
chusetts. 

With the assistance of the Worcester 
Chamber of Commerce we have had a bill 
passed in Massachusetts authorizing cities 
and towns to fix the place and hours at 
which jewelry may be sold at auction. 

This association has contributed to the 
expense of the Jewelers’ Vigilance Com- 
mittee and asked its members individually 
to contribute to the National Jewelers’ 
Publicity Association. 

At the present time there is a plan under 
consideration to establish a New England 
watchmakers’ school that will be of great 
benefit to the members of the association. 

Respectfully submitted, 
Louis S. Smiru, Secretary. 











CIRCULAR 


RD 
ee 
fa 
< 
a 
B 
ie 
ar) 
3 
ss 
eS 








September 3, 1919, 








September 20, 1919 


THE SATURDAY EVENING POST 


uk 


Ye 
7 


= 


4, 
3 


Cred a id ek al eh eh ah al ey 


Cel aL 


amount 


t lies in the 


ity 


ement—and 


- MOV 


GRUFEN WATCHMAKERS GUILD, Time 





Si) 


UN ILL 





~~ 


rt 


ik 
one 


3 
es 


A 


f-\ 


~ 


a OA CA atl COAL Ctl APR 





This ad out September 17th 


advertisements of the 


Another of the thirteen color 


TH 


S 


« GROEN 


Post campai; 


o 
> 


renin 


WATCHMAKERS’ 


TIME HILL, 


100,000 Saturday E 


$ 
GRUEN 


appearing every four weeks. 


Gruen 


A. 


S 


CINCINNATI, U. 














SEE WERE PESTS abe ss OS eee 
































September 3, 1919. 





THE JEWELERS’ 





CIRCULAR 


175 


Full Report of the A. N.R. J. A. Convention 














Report of Trades’ Interest Committee by Ellis P. Gifford 

















During these strenuous times of business re- 
construction the minds of most jewelers are 
actively engaged in trying to solve the question 
of really making a satisfactory profit from their 
pusiness. In looking up timely topics for this 
report I received from Conrad J. Brotherley of 
Newark, N. J., such a fine exposition of the 
jewelers’ viewpoint at present that I feel that I 
must include it in this report. He says in part: 

“The average jeweler, as we all know, usually 
starts in business as a repairer, and his mind 
dwells more on wages than profits. If he takes 
in enough repair work to net him an amount 
equal to the wages he earned by working for 
someone else, he feels he is doing well. His stock 
of merchandise at the beginning is next to noth- 
ing, but even when it grows it is treated as sort 
of a side issue to the repair business, and what- 
ever he gets for it, above what he pays for it, is 
considered extra profit no matter what the per- 
centage may be.” He neglects to notice that the 
time spent in selling merchandise takes away 
from time he can give to repairing, and as the 
repairing tends more and more to give way to 
selling merchandise, the jeweler is too apt to still 
consider that any profit he makes is clean. 

“Thus it comes that the state of mind of the 
average jeweler towards profits is entirely wrong. 
Thus it also comes that in comparing the progress 
and financial standing of the average jeweler 
with merchants in other lines, something seems 
radically wrong. 

“A little investigation made recently disclosed 
that the overhead in the furniture business is 
about the same as that of the jewelry business. 
It would therefore seem fair to make a compar- 
ison of the two lines and expect them to run 
about the same. But we find on closer investiga- 
tion that a comparison turns out unfavorable for 
the jewelers. In the first place the average furni- 
ture store is expected to turn its stock from two 
to three times a year, whereas if you asked those 
jewelers at one of our conventions who turned 
their stock once a year or better to rise, it is 
doubtful if you could muster a corporal’s guard.” 
I might add that doubtless several jewelers who 
did not know how to figure turnover would 
doubtless show their ignorance by rising, thinking 
that they turned their stocks several times per 
year. 

“Now when it comes to profits, the furniture 
dealer starts with 100 per cent. on his very ex- 
pensive goods, and increases the percentage as 
prices go down, while the jeweler starts with 100 
per cent. on his very cheapest goods and rapidly 
decreases his percentage as prices go up. 

“When you compare the profits on a piece of 

jewelry selling anywhere from 100 to a thousand 
dollars, with the profit on a piece of furniture 
of the same price, the jeweler as a merchant looks 
like a novice. And he goes on to say that the 
difference in markup on bread-and-butter lines is 
still more marked to the disadvantage of the 
jeweler. 
: “As a result of association work we have come 
in contact with many jewelers who think it 
would be almost criminal to carry out the sug- 
gestion. that they add a profit on certain lines 
that will make up for the lines on which they 
don’t get back their operating cost, or only that, 
so as to bring up the average a little nearer to 
where it ought to be and leave them a real net 
Profit above all items that should properly be 
figured as overhead. 

“Right here it would be well to say a word 
about fixed or uniform sell prices, which in the 
past have done much to mislead the many jewel- 
ers who operate their business by guess. Our 
friend the manufacturer who, we are told, also 
has an overhead cf about 35 per cent., and who, 
judging from all appearance, makes sufficient 
more on his goods tu insure him some of the 
comforts and luxuries of life. When fixing a re- 
sale price on his goods this manufacturer very 
rarely adds a sufficient percentage to cover the 
Tetailers’ operating cost, and for real net profit 
leaves no chance whatever. 

“To the many jewelers who operate without 
an accounting system, this haphazard and ar- 








bitrary method cf the manufacturers sets a false 
and grossly misleading standard, which, if not 
ruinous, has at least been responsible for keeping 
us in a position in which we compare mere favor- 
ably with wage earners than merchants. Many 
jewelers would be as well off if they invested 
their capitai in some security that returned them 
five per cent. or six per cent., and worked for 
someone else at a present day watchmaker’s salary. 

“This figuring of too small a percentage by 
the manufacturer, and the adoption of this false 
standard by the inexperienced retailer has, to a 
large extent, been responsible for keeping prices 
‘n general below a reascnable level throughout 
the entire trade. To correct this, jewelers who 
know their operating cost should in all cases in- 
sist on a sufficient profit in cases where the manu- 
facturer adopts a uniform retail selling price or 
refuse to handle such goods. 

“In speaking of profits on other lines the 
furniture business was mentioned, and some may 
think this line exceptional. If we turn to the 
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JOSEPH MAZER, PINCH HIT ORATOR AND FUN 
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cloak and suit business, however, we find the 
same condition.” He speaks of the several sea- 
sons and rapid turnover, and the reasonable sup- 
position that even after several markdowns they 
invariably get back not only cost but overhead. 
“In the millinery business we have the same con- 
dition repeated except that the profits are greater 
and the seasons chase ore another so fast that 
the ladies wear straw hats in winter. If you 
compare the cost and retail price charged of a 
lady’s bonnet, for instance, which is worn but 
a short season, with the intrinsic value, the small 
profit charged and the long service of the wares 
which the jeweler sells, it makes the latter appear 
like a philanthropist. 

“An investigation of many other lines would 
disclose conditions similar to those already men- 
tioned. 

“There being probably no other line with so 
slow a turnover as ours, there is absolutely no 
reason, outside of our own foolishness, why we 
should charge less profit than is charged on lines 
which give less service and have a more rapid 
turnover. 

“The opportunity afforded now during the 
rresent price upheaval may never return again. 
With bookkeeping systems so simple that the most 
inexperienced merchant can conduct them, provid- 
ing only that he knows his three R’s, there is 
no reason why any jewcler in the country should 
not know how much it costs him to do business. 
“In figuring that cost he should not forget 





that his own services, together with those of 
other mem»ders of his family, who assist in his 
business, should be figured as costing his business 
what they would be worth elsewhere. Likewise 
such per cent. as his capital should bring else- 
where should be figured as expense. 

“Tf every jeweler would honestly do this, many 
would find they have only been operating their 
business for a fair wage and interest on capital, 
or even less, and that in reality they have not 
been making any profit at all. 

“The jeweler must be taught to banish from 
his mind the idea that the difference between 
what he pays the manufacturer for goods and 
what he sells them for is profit. This is not profit, 
end more than the difference between what the 
manufacturer pays for (raw) material and charges 
for his goods is profit. The manufacturer figures 
in labor, rent, heat, light, taxes, insurance, in- 
terest depreciation, advertising and other manu- 
facturing, management and selling expenses as 
part of his cost, and the retailer is bound to 
go wrong until he learns to do the same. 

“Only when he has determined these (items of 
cost) and has added a percentage to the manu- 
facturer’s price that is sufficient to cover all these 
items, has he arrived at the true and actual cost 
of his merchandise, and only what he gets for 
his goods over and above a cost so determined 
is really and truly profit. 

“The jeweler who operates his business, without 
knowing to a certainty that he is making that 
sort cf a profit, is unfair to himself, unfair to 
his competitors, and his creditors are always 
iaking a long chance in dealing with him. 

“Now a few words about repair prices: That 
the jeweler in times past has never received for 
watch repairing a price commensurate with the 
skill required to perform this delicate work is a 
well known fact, and one which has been the 
scurce of much complaint. As a result of this 
condition, watchmakers have been _ increasingly 
hard to get, because it pays better to let a boy 
learn plumbing, or tinsmithing, or one of a great 
number of other trades that pay bigger wages and 
require less skill, and consequently less prepa- 
ration, 

“Yet when the opportunity is offered to change 
these conditions, by charging prices that enable 
the jeweler to pay watchmakers a wage that puts 
them on at least an equal footing with other 
mechanics, and offers an inducement that will 
bring apprentices into the trade, we find an in- 
difference that is astonishing. 

“The customer with a watch to repair today 
may enter a store conducted by a jeweler, who 
recently had to enter into competition with others 
to secure the services of a competent watchmaker. 
He is consequently compelled to pay a just pres- 
ent day wage, and the price he quotes for re- 
pairing the watch will be based on present day 
labor and material costs. (This would be the 
type of successful jeweler who has money in the 
bank.) But without traveling very. far the same 
customer may enter another jewelry store, where 
an underpaid watchmaker is employed, one who 
is loath to leave a position in which he has long 
been employed, but which he will undoubtedly 
quit unless the jeweler soon wakes up and pays 
him what his services will command elsewhere. 
(A jeweler who is so far behind the times that 
he does not pay current wages is also probably 
far behind the times on methods of watch repair- 
ing, and also just as careless in workmanship as 
he is in looking after his employes.) Then, trying 
again, the customer will strike a third jeweler 
who does his own repairing. This man has been 
su busy, by reason of the great increase in repair 
work, that he knows little or nothing about 
changes going on around him. He works harder 
and longer to turn out more work, and conse- 
quently takes in more money, but for the indi- 
vidual job he gets only about enough more to 
pay for the increased material cost. Here again 
a still lower price is quoted. Surely the jeweler 
who does his own work cannot afford to figure 
his time at Jess than~what he could get as some- 
one else’s -hired man. In addition there should 
be a profit on his labor equal to what he would 
expect if he hired the work done. The jeweler 
who is underpaying his watchmaker should ad- 
vance wages up to present standards, and charge 
for the work accordingly. To be just to them- 
selves, toward one another and towards their em- 
ployes, jewelers everywhere must revise their 
vrices, base them on true values regardless of 
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“You can even 


force Nature, 


— 


but— 


hothouse forcing doesn’t put much backbone and 


solidity into the plant. 


And, in business, attempting to force human 
nature is creating a similar spineless business con- 


dition for the retailer. 


A popular method of demand forcing is to stock 
up the dealer on the strength of a proposed heavy 


cost advertising splurge. 


—large in volume and sound—short in duration. 


Thus the factory gets the demand from the re- 
tailer—the retailer gets a mass demand, maybe 


(What’s your experience?) 


—if he does, it’s of short duration because 
healthy demand is created slowly, not by magic or 


overnight inspiration but 


—Over a period of time 
—By steady advertising 


—In mediums that reach the true buying class, 
the thinking class that cannot be stampeded by fire- 
works. This is the class to which you must first 


sell the idea. 


The advertiser who talks to his merchants 
through such a paper as the Jewelers’ Circular and 
who talks through magazines of The Quality Group 
standing to the class of people that his merchant 
will welcome as steady customers is on common 


sense grounds. 


And what is advertising but common sense ap- 


plied to business. 


The Quality Group 


Atlantic Monthly Review of Reviews 
Scribner’s Magazine 


Century Magazine 
Harper’s Magazine World’s Work 


347 Fifth Avenue, New York 
Quality with Quantity 
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whether they do the work themselves or hire it 
done, and raise these prices to a level which will 
again make the watchmakers’ trade an attractive 
calling.” ‘ 

Other trades and rrofessions have no trouble 
securing new life. Look at how long it takes to 
learn a profession like medicine, law or nursing. 
The student receives little or no pay, yet gives 
up the best years of his life to learn a profession 
in which ke can receive a good living and reason- 
ably high social position. This desire for the 
professions is, to my mind, due largely if. not 
entirely to the scale of remuneration received. 
Abroad a doctor receives little pay, and therefore 
occupies a low position socially. If we all give 
thought to this question of wages of employes, 
study the lists of minimum _Tepair prices pub- 
lished by the national association, study our own 
vosts of repairing, pay wages commensurate with 
the knowledge required to be a good mechanic 
in our trade as compared with other trades, and 
put on a price that will assure a profit, we can 
get all the watchmakers we want. It is up to 
each one of us to help improve our trade so that 
each may profit to the utmost. 

This letter of Mr. Brotherley’s shows us clearly 
the trouble. Now how can we cure it? 

Jewelers are not a lazy crew. It is not the 
fault of the time they spend in their stores or 
at their benches as a rule that they make so little 


profit. 
Generally speaking jewelers are _ efficient 
mechanics. The fault does not lie in the mechan- 


ical end that they make so little profit. 

The trouble is that we are not merchants. We 
have always thought that anyone could be a 
merchant. But today we are discovering that 
being a good merchant requires as much, if not 
more, study than being a good mechanic. Few 
small mercbants can see the value of studying 
their business systematically, and that is why they 
are small. Large merchants run their business 
with accurate knowledge of which way they are 
tending. That is why they are large. 

Now the National Retail Jewelers’ Association 
long ago found this out. The research work 
now going on under the direction of our presi- 
dent, will give us all an accurate knowledge of 
just what is wrong with cur trade as a whole. 

But it is up to each one of you individually 
to make a research of your own business if you 
want to be successful. Put your business on a 
ausinesslike, systematic foundation. Do not longer 
run by guess until stocktaking time at the end 
of a long period. You can know every night 
before you leave the store whether the day has 
been prosperous and what made it so, if you will. 
And you will have more leisure time than you 
enjoy today. Any of the officers of the national 
association can tell you where you can secure a 
system for from $25 to $50 that will do this for 
you. Let me say right bere that I believe that 
a good adding machine is worth more to a mer- 
chant of any size than any other piece of equip- 
ment in his store. To get facts about your busi- 
ness takes time and is expensive unless you have 
equipment to do it. A store that has not good 
equipment is a poor place for your money. If 
you have not now got an adding machine get 
one if you have to borrow the money, and then 
work it tor a few days. It will show you facts 
about your business that will soon prove its worth 
no matter what it cost. 


One of the hardest jobs which this committee 
has is to convince manufacturers, who are putting 
a resale price on articles sold by jewelers, that 
it costs us anything to do business. If the aver- 
age cost of doing business in the jewelry stores 
of the country is 30 per cent. as given in figures 
by R. F, Nattan in Tae Jewerers’ Crrcunar, we 
must mark up the manufacturer’s price 82 per 
cent. to net a:10 per cent. profit on our year’s 
business, and cover present war tax of five per 
cent. If, as I believe the average cost is nearer 
35 per cent., we must double the manufacturer’s 
Price to us to get this same 10 per cent. net 
Profit on our year’s business. It seems to me, 
and I believe that good accounting practice will 
back me up, that a 10 per cent. net profit on a 
tetail business is none too much to insure safety. 
And»a business that is risky should be avoided. 
How many jewelers are there that get an average 
markup of 100 per cent.? According to the above 
gures this is necessary to make a 10 per. cent. 








net profit on your year’s business if your cost of 
doing business is 35 per cent. I know that it is 
hard to do this on account of the many articles 
sold at standard resale prices. I know of but 
one watch, and that not a big seller, that carries 
a standard resale price that will cover a 30 per 
cent. cost of doing husiness and war tax, or a 
mark-up cf 82 per cent. None of the silverware 
lists carry anything like this mark-up. Very few 
clocks include in their resale prices sufficient to 
cover our overhead. This committee is in almost 
constant communication with manufacturers to try 
to improve these conditions. ‘These prices are 
gradually improving, and we hope when the re- 
search department can give us actual figures of 
what it has cost to carry on a jewelry store or 

















THE “LIFE SAVERS” 


10,000 jewelry stores that we can persuade the 
manufacturers to wake up. 

Everyone of you should give what financial 
support he can to this research) work. It is vital 
to the success of yoyr own business. 

One evil that we should all work to do away 
with is the present War Revenue Excise taxes. 
Let us all do everything possible to persuade our 
own senators and representatives that if such 
taxes are necessary they should be levied on all 
merchandise alike, or if not necessary for revenue 
be repealed. 

For some time our trade has been agitating a 
reform in the matter of time guarantees. Why 


should we guarantee machinery against defects 
beyond our control any more than any other 
trade? ‘This is only a custom that we have 


wished onto ourselves. Why cannot we get to- 
gether and curc it. It simply takes a little in- 
dividual back-bone. Assume responsibility for 
what is your own fault and let the customer keep 
the responsibility for trouble that is in the natural 
risk of any machine or metal. 

According to the research department of Har- 
vard University that is making the investigation 
of our trade, it costs from 20.6 per cent. to 
22.45 per cent. to operate a hardware store, it 
costs from 10 to 25 per cent. to run a grocery 
store with average about 16.5 per cent.; it costs 
about 28.5 per cent. to operate the average shoe 
store. We all know that the turnovers in these 
lines are far more than ours, ranging from 14 or 
16 for groceries down to two or three for shoes. 
Yet a prominent shoe retailer informed me that 
during the war the Government War Trade Board 
was about on the point of allowing the retail 
shoe trade to publish a Government fixed price 
allowing them a 10 per cent. net profit above 
the above cost of 28.5 per cent., secured by the 
Harvard bureau. This would give them a markup 
on manufacturers’ price of approximately 63 per 
cent. We all know that our costs are more than 
the shoe retailer. We have smaller turnover. 
We have larger investments. Why should we 
fear to get an average markup of a figure that the 
Government asked the shoe retailers to get as a 


conservative amount, as many of us do. Many 
jewelers try to make a profit besides the five 
per cent. war tax, which the shoe retailers do not 
have, on a markup !ess than this 62 per cent. 
Why do the manufacturers, who make goods in 
our line, fail to see that a jeweler can still be 
a first class merchant and yet have a higher selling 
expense than a grocer or a merchant 30 years ago. 
Tell the manufacturers what you think of their 
resale prices. 

Study your business. Hard manual labor will 
not make money for you half as fast as a little 
brain work, studying out the right paths to fol- 
low, and a system that automatically tells you 
when a deviation is necessary. Work with actual 
knowledge. Do away with guess work. 

Let us all work to secure accurate knowledge 
of our own stores so that we can put the jewelry 
business on a high ethical plane and in a sound 
financial position at the top of all the trades 
where its noble past history proves it should be. 


Treasurer Damuth’s Report 


The annual report of Treasurer Damuth 
was next submitted as follows: 


Mr. President, officers and members of the 
American National Retail Jewelers’ Association, 
the treasurer begs to make the following report 
for the fiscal year ending Aug. 20, 1919: 
Receipts— 

Cash balance on hand Aug. 15, 1918.. $1,920.88 

Certificate of stock Omaha, Nebr., Con- 

servative Savings & Loan Associa- 


ON sev eiiiccb ORs aa Ca aRa MS <CeR 3,000.00 
TE Gtel -G0ilh: COOMINOE LS oisce ccccudepeaaa 9,328.61 
ROM iis 85 ks ava toea ee «++ $14,249.49 
Disbursements— 
Warrants cashed, No. 357 to 406, in- 
GHUGIIW Fo ce 05. 50s. Kock cepa use wiee 10,910.78 
NN i aa oho cacti ree $3,338.71 
Balance consisting of— 
CO cons cu cmutenanleenan ounageseie $338.71 
.Cert. of stock, Conserv. S. & L. As 
SOCAN 0-0 sda seeds ten ek baaod 3,000.00 
Tete ks ovccccecincunesentcwetwal $3,338.71 


Respectfully submitted, 
Cc. R. DAMUTH, 
TREASURER, 
American National Retail Jewelers’ Ass’n. 








REPORT OF NORTH CAROLINA ASSOCIATION, 
THE LIFE SAVER. 


We have about 50 members. 

We bought $1,000 worth of Liberty Bends and 
have $300in the treasury. 

We decided to send a card to every member 
and also outsiders, stating that we do no free 
engraving. 

We have lost two members by death. 

We met at Greensboro, N. C., and the meeting 
was fairly well attended. 

The secretary wrote numerous letters to our 
Congressmen and senators protesting against the 
war tax on jewlery, and they committed them- 
selves to vote against it. 

We had a representative of the Government at 
our meeting who made a good address on thrift. 
He said we did not need the lesson as our 
treasury speaks for itself, 








The “Life Savers” 


Ted Tracy and Fred Kline were the two 
“life savers” of the convention. On ac- 
count of the federal, state and municipal 
authorities it is not possible to go into 
details about the many lives of retail jewel- 
ers that they saved during the convention, 
It is scufficient to say that such a narra- 
tive would not be in the least.“dry,” how- 
ever. 
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(TRADE MARK REGISTERED U.S.PAT.OFF ) 





You are entitled to expect some- 
thing unusual in the way of tonal 
reproduction and cabinet design in 
the “Music Master.”’ 


Made by Master Craftsmen with 
exceeding care, this instrument is 
indeed “all that the name implies.” 


The “Music Master” is hand made 
in nine distinctive Cabinet creations 
at prices that range from $75.00 to 
$350.00. 


Write today for details of our plan 
of close dealer co-operation to stim- 


ulate immediate sales. 


ELECTRICALLY LIGHTED 


ELECTRIC STOP 


Brings new enchantments from 


all makes of records. 





BOUCHARD-LONGDEN-GEIER CO. 


Wholesalers of Quality Jewelry 


15th Floor, Heyworth Bldg., 


CHICAGO 
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Notes of the Exhibits Made During the Great 
A. N. R. J. A. CONVENTION 














Cuicaco, Aug. 29—The exhibits at the 
A’N.R. J. A. convention by manufacturers 
and wholesalers although not as extensive 
as at some of the previous conventions of 
the association attracted a great deal of at- 
tention. The booths were well arranged 
and what was lacking in number was made 
up for by their instinctive and interesting 
displays. Only a few of the big Chicago 
wholesale houses had booths, but practically 
all had private rooms when a welcome was 
extended to all visitors. 

The C. & E Marshall Co. had a full 


line of jewelers’ and opticians’ supplies dis- 


7. 





THE DELTAH PEARL EXHIBIT BY L. 


played on the north side of the mezzanine 
floor during the convention. At the booth 
to welcome the visiting retailers were R. C. 
Williams, F. S. Keefer, W. H. Ellefsen, 
F, L. Beck and John Sbarbro. One of the 
features of the company’s display was the 
complete set of jewelers’ tools, in minia- 
ture, made by M. Kumnas, a platinumsmith 
in the employ of Lebolt & Co., Chicago, and 
loaned for purpose of display. While re- 
markably small, every tool is perfect, down 
to the last screw and spring. C. & E. Mar- 
shall Co. gave away as souvenirs rules and 
bottles of “Eurema.” 
* oe * 

The Ace Kollar Klip Co., Dubuque, Ia., 
showed its specialty, a soft collar fastener, 
at the convention. Mrs. Karl Staufenbeil, 
Miss Florence Gindorf and Miss Aurelia 
Scott were present at the booth. Klips 
were given away by the company as sou- 
venirs to the visiting retailers. 





Otto Liberman, Charles Brown and P. A. 
Geisman were in charge of the display of 
the Stein & Ellbogen Co., which was on the 
west side of the mezannine floor. The com- 
pany had an exhibit showing the complete 
story of the diamond from the time it is 
found in the earth until it becomes a pol- 
ished stone, ready for the retail jeweler. 
This is something that many retail jewel- 
ers had never seen, although in the busi- 
ness for years, and the interest in the dis- 
play was therefore very keen. The dia- 
monds were shown in the clay, just as 
found, in rough diamond form, partly cut, 


; o>? 


HELLER & SON. 


and finally in finished form. The company 
gave away red feather pens as souvenirs. 
These got around all over the hotel, many 
of the jewelers wearing them in the bands 
of their hats, and as souvenirs, were pos- 
sibly the strongest advertisers of their don- 
ons. The Stein & Ellbogen Co. showed a 
few of the latest styles in platinum wrist 
watches, in addition to the diamond display. 
* ok Ox 

The display of the Picard Studios pre- 
sented the full line of the company. W. A. 
Picard was on hand, and was assisted by 
Miss Grace Stangie. The fruit veneer and 
golden pheasant lines were featured, also 
gold vine and basket lines. 

x Ok Ok 

Braude & McDonnell of New York had 
an excellent display of single stone diamond 
rings, platinum mountings and platinum 
goods. J. S. Braude, J. A. McDonell and 
F. H. Mounts were present to welcome the 





jewelers. The company had a large room 
just off the main aisle on the south side 
of the mezannine floor. Many jewelers vis- 
ited the display during the convention, in- 
dicating that the interest in platinum jewel- 
ry was never keener than it is at the present 
time. The company gave away fine per- 
fectos as souvenirs to all visitors. 
oa 

Swartchild & Co., Chicago, had one of 
the most complete displays of jewelers’ sup- 
plies to be seen at the convention, and the 
merit of the goods no less than the genial 
personality of the salesmen, kept a good 





MODEL DECORATED WITH JEWELRY FURNISHED 
BY BRAUDE & MCDONNELL, 


crowd of retailers at the booth throughout 
the convention. The company made a fea- 
ture of jewelry boxes, showing principally 
the velvet styles. Present at the booth 
throughout the convention were Miss L. 
Marple and A. W. Curtis. In addition te 
boxes, watchmakers’ assortments of mate- 
rials were displayed, and optical goods, tools 
and findings. The company gave away a 
watchmaker’s rule as a souvenir. 
= * * 

The Sohm Electric Co., Chicago, showed 
its full line of keyless clocks, and the booth 
on the west side of the mezzanine floor was 
thronged at all times during the convention 
by jewelers who wished to examine the 
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Stouffer's 


Fine China 


Our INITIAL DINNERWARE 


In greater demand than ever 
before. Place your orders early 
























The J. H. Stouffer Co. 


3225-3231 Calumet Ave. 
Chicago Illinois 

















Wee Hav e It eee ee 
A Roller Belt Buckle that 


WV hat positively cannot slip. 


If you believe it, and 
need it, write for samples. 
Made in Sterling Silver and Gold Filled 








THE BASSETT JEWELRY COMPANY 


36 Garnet Street Providence, R. I. 
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Exhibits at the A.N.R. J. A. Convention 


clocks and hear first-hand explanations of 
their operation. Lawrence Hau and George 
Brown, A. T. Lyon, Homer H. King and 
A. L. Sohm were at the booth to give the 


to the retailers. 
glad hand to ~~. 


No display at the convention attracted 
attention and favorable comment than 


more 





jewelers, an increasing number of whom 
are putting in umbrella and cane sidelines. 
* * x 

J. B. Ash of Rockford, IIl., had a fine dis- 
play of solid French ivory and ebony on 
the west side of the mezzanine floor,of the 
Hotel Sherman. J. B. Ash, head Of the 
company, and Mrs. J. B. Ash, were at the 





THE ONEIDA COMMUNITY, LTD., EXHIBIT. 


that of the J. H. Stouffer Co., decorator of 
fine china at 3225 Calumet Ave. Charles 
Stouffer, president of the company, person- 
ally greeted the visiting retailers. He was 
ably assisted by Mrs. C. P. Stouffer, A. E. 
Holt and Miss Beatrice Longshaw. The 
company showed its complete line, including 
gold and white Haviland dinnerware, 24 
karat gold encrusted patterns in dinner- 
ware, three piece sets, and individual pieces 
of great beauty in body and decoration. The 
company’s new line of ivory tinted ware, 
with gold and platinum bands, attracted 
much attention and admiration. Mr. Stouf- 
fer said that square salts and peppers, with 
gold tops, are coming back into vogue. The 
company showed a number of styles of this 
shape. The company gave away high-grade 
imported cigars as souvenirs. 
x * x 

Kreis & Hubbard, Chicago, showed a full 
line of canes and umbrellas, made up for 
the jewelry trade. P. H. Mequillet and 
George Haslin were present at the booth. 
Colored silk umbrellas, with novelty han- 
dles to match, are the latest thing in um- 
brellas for jewelers, said Mr. Mequillet. 
Canes were displayed which sell at whole- 
sale up to $175. They are made of snake- 
wood, water ebonies, pementos, Baku 


woods, Borneo woods, Malacca woods, and 
others mounted in green and rose gold. 
The company’s “rain or shine” umbrellas 
won much favorable comment from the 





the Oneida Consfnunity, Ltd., of Oneida, 
N. Y. The company hada large space in 
the southwestern corner of the mezzanine 
floor of the Hotel Sherman. At the booth 
were G. Wayland-Smith, Mrs. F. H. Primo, 
W. T. Earl, O. E. Cummings, R. W. Bolls, 
C. N. Woolworth and E. C. Moore. The 
company featured chest silver, also indi- 
vidual fancy pieces in velvet boxes. Child 
sets were prominent in the display. The 
company had two showcases, one of them 
adorned with a changing electric sign, pre- 
senting different pictures of Oneida silver- 
ware, according to the angle from which 
viewed. Many jewelers visited the booth 
during the course of the convention, and 
the company booked a number of substan- 
tial orders. 
x ok Ox 

Much attention was attracted by the dis- 
ply of Henry Paulson & Co., Chicago. L. 
R. Douglas, H. C. Franks and F. J. Healy 
were at the booth to welcome the retailers. 
The:company showed a general line of finds 
and jewelers’ materials. The most promi- 
nent feature of the display was the box line. 
Fancy velvet boxes are much in vogue, ac- 
cording to Mr. Franks, and quite a scarcity 
exists in the market. The novelty watch 
fob line of the company won favorable 
comment from the retailers. The company 
gave away bench glasses and hair springs 
as souvenirs, also conducted a raffle, in 
which a box of “Meritus” mainsprings went 
to the jeweler drawing the lucky number. 


* * Ox 


Chauncey M. Mayers held forth at the 
display of the Geneva Watch Co. of New 


ELECTRIC CO. 


HICAGO,/4L 


SOHN ELECTRIC CLOCK CO.’S EXHIBIT. 


booth. The display included sets and sin- 
gles in new shapes and patterns, well suited 
to the jewelers’ holiday trade. A large set 
of 25 pieces was a feature of the display. 
* * * 
One of the most handsome and well vis- 
ited displays at the convention was that of 





York, in the western section of the mezza- 
nine floor of the Hotel Sherman. Mr. May- 
ers welcomed many jewelers during the 
course of the convention. The company 
featured solid gold and gold filled wrist and 
bracelet watches. Some of the new styles 
recently brought out by the Geneva Watch 
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Bugbee & Niles Co. 


Makers of wl and : _, tent Gout lr 
North Attleboro, Mass. 


9 Maiden Lane, New York 
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Co. won many favorable comments from 
the jewelers who visited the booth. The 


company gave away fancy blotters as sou- 


nirs. 
bo eS @ & 


The Nataline Pearl Co. of New York 
had a very atractive display of pearl neck- 
laces of all kinds. Herbert M. Kohn was 
in charge of the booth and was assisted by 
Miss Minnie Harris. The company gave 
away cigars, candy and flowers as sou- 
venirs, and the booth was well patronized 
throughout the convention. Mr. Kohn’s 
ability as a jokester, no less than the merit 
of the goods displayed, made quite a dis- 
tinct hit with the retailers. 

x * & 

The Horstman Tool Co., Chicago, made 
a special display of its watch glass sizer. 
F. J. Horstman was in charge of the dis- 
play and explained the many excellent fea- 
tures of his device to the retailers. He had 
one of the machines in action, turning out 
watch glasses, and his display was well 
visited throughout the convention. 

x Ok Ok 


Soldering outfits for jewelers were dis- 
played by the Greer Mfg. Co. of Atlanta, 
Ga. Mr. Greer was in charge of the dis- 
play, and the practical denronstration of the 
soldering outfits, which proved of much in- 
terest to the jewelers. 

* * x 


L. Heller & Son, Inc., of New York, 
showed a full line of “Deltah’ pearls. 
“Jake” Levine. Max Stern and Joe Rifkin 
were present at the booth to greet the re- 
tailers. “Jake” was in himself such an at- 
traction that he almost, but not quite, over- 
shadowed in interest the beautiful line of 
pearl necklaces so charmingly displayed. 
The company: had a rare assortment of pic- 
tures, showing the appearance of necklaces 
on women. A novel souvenir in the form of 


a coupon ticket, good for one drink of “Del-’ 


tah,” the new drink, at the Hotel Sherman 
Buffet, was presented to each visitor at the 
_ booth. Quite by accident the name of the 
opera presented to the visiting jewelers at 
Ravinia Park on Wednesday evening, and 
the name of the finest quality of “Deltah” 
pearls, are one and the same,—“Thais.” 
During the convention Miss Sylvia Kalin, 
a model, posed wearing “Deltah” pearls. 
*x* * * 


Otto Young & Co., Chicago, did not dis- 
play any merchandise at the convention, 
but had a nice retreat on the north side of 
the mezzanine floor with a silk shade lamp, 
reed chairs, and a potted palm, for the ben- 
efit of the jewelers. Harold Eberle and 
J. E. Rasmussen were at the booth, and 
cigars and flowers were given away as 
souvenirs. ; 

x OK Ox 

The Associated Silver Co., Chicago, fea- 
tured its new “Victory” pattern in a well 
arranged display of forks, knives and 
spoons. H. J. Tinling and Edward Schul- 
ler took turns at the booth of the company. 

x ok x 


R. G. Fordyce, sales manager, A. Preston 





and J. T. Taylor were at the booth of the 
Radium Dial Co. of Pittsburgh. The com- 
pany showed its luminous application for 
dials, watches and clocks. 

x * x 


The United Jeweler, Inc., of New York, 
showed its general line, with Frank Le 
Bron in charge and A. H. Kokler and Ed. 
Burke, Chicago salesmen, assisting in the 
welcome of the jewelers. 

x ok * 


Goldsmith Bros. Smelting & Refining Co. 
of Chicago featured ring mountings, signet 
rings and gold chains in an attractive dis- 
play on the south side of the mezzanine 
floor of the Hotel Sherman. Many jewel- 
ers visited the display during the conven- 
tion, and Jack Wittgren, A. C. Wittgren, 
Sam Loeb and Sam Adlsdorf had all they 
could do at times to take care of the retail- 
ers who wished to talk business with them. 
The company had a large space, and the 
display was arranged in a most inviting 
manner. Poker dice souvenirs were given 
to the visitors at the booth. 

x ok * 


The display of Robert H. Ingersoll & Co. 
was remarkable because of the presence of 
some radium, guarded in a strong safe, and 
produced upon the expressed request of 
a visitor who wanted to take a look. W. A. 
Hersey, A. G. Bassett and A. F. Gahan 
were on hand to greet the retailers. The 
company showed a fine exhibit of photo- 
graphs and material showing radium in its 
purified state and also in its various stages 
of refinement. Samples of the various Radi- 
olite watches and other luminous special- 
ties, viz., the Ingersollites, were shown with 
a dark room in which to exhibit them. 
Without any question one of the best fea- 
tures of the display was the jewelers’ busi- 
ness record system. This system was de- 
vised by a committee appointed by the As- 
sociated Advertising Clubs of the World. 
Wm. A. Hersey, of the home office of Rob- 
ert H. Ingersoll & Bro., was in charge of 
the display, assisted by Mr. Bassett and Mr. 
Gahan, both of whom are familiar to many 
of the jewelers in the central parts of the 
United States. Luminous lapel buttons 
were presented to visitors. 

x oe x 


The Blauer-Goldstone Co., manufacturer 
of jewelry and importer of pearls, occupied 
a suite of rooms on the fifth floor, where a 
large and complete assortment of Navarre 
Pearls in the six qualities and all lengths, 
and rings set with diamond and synthetic 
stones, was on display. The exhibit was in 
charge of H. E. McCormick, Dave Gold- 
stone, Walter Meister and Joe Goldstone. 
This display proved to be one of the popu- 
lar places during the convention and visitors 
and customers were given a hearty welcome 
by those in charge. 

‘-+:2 


Freulich & Klaas, Chicago, had a display 
of jewelry in Room 106. 


The C. H. Knights-Thearle Co. had a re- 


ception room for visiting jewelers in Parlor 
M. Many jewelers visited the room during 
the convention. 


oo 


Benjamin Allen & Co. had headquarters in 
Parlor C during the convention. 


* * * 


The headquarters of the National Jew- 
elers’ Publicity Association in Parlor D was 
well visited by jewelers. Harry Edward 
Freund and his assistants made them wel- 


come. 
* * * 


The National Jewelers’ Limited Fire In- 
surance Company had Booth No. 1 on the 
mezzanine floor. 





Illinois Ladies Entertain at Luncheon 

on Friday 

The Ladies’ Auxiliary of the Illinois As- 
sociation gave a delightful luncheon on Fri- 
day at which a presentation was made to 
their retiring president as an appreciation 
of her excellent work during the past two 
years. The auxiliary had as its guests Mrs. 
T. Edgar Willson, wife of the editor of 
THe JEWELERS’ Circutar, and Miss Isabel 
M. Archer, THE JEWELERS’ CircULAR Fash- 
ion Editor. The luncheon was served in 
Mandel’s ivory room which was decorated 
for the occasion with potted plants and 
palms. The table was made beautiful with 
pink roses, and a rosebud was placed at 
each cover. Creamed chicken on toast, a 
tomato and lettuce salad and a peach par- 
fait with rolls and coffee and cheese made 
up the delicious menu. 

It is particularly desired by the ladies cf 
the auxiliary that it should be understood 
that this luncheon was an affair planned to 
include the members of the auxiliary only, 
and they much regretted that they could not 
include all the ladies present at the conven- 
tion. An effort was made to do this, but 
too late to alter the number of covers, and 
they hope that at the next national conven- 
tion they will be able to arrange a luncheon 
to include all of the ladies present. 








Col. Shepherd is a veteran of probably more 
conventions than any jeweler in the country. He 
is a speaker who is always at ease and his long 
experience has given him a self possession that 
nothing usually can disturb. However, the little 
surprise arranged for him at the end of his speech 
surely “got” the Colonel and when the ladies, 
after pelting him with flowers, had presented him 
with a beautiful bouquet of roses, he was deeply 
affected. Of course, he was able to make fitting 
response, but his deep emotion was perceptible in 
the voice through which the words came. It was 
a touching scene and the Colonel is to be pardoned 
because the man who could keep from showing 
emotion under such a kindly tribute would surely 
be one without the human instincts for which the 
Colonel is noted. Another beautiful tribute paid 
to the Colonel was the resolution to perpetuate his 
voice and keep alive among the jewelers forever 
some of those famous speeches which have helped 
to weld the retail jewelers of the country into one 
solid co-operative body. This will be done by 
having phonograph records made of some of the 
Colonel’s speeches which will be circulated in the 
jewelry trade so that those who have not heard 
him at the conventions or who wish to hear him 
oftener can hear him in their own home. 
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Los Angeles wants the convention for 1921. 
* * * 


ane exhibitors did more business than ever be- 
fore at a convention and were thoroughly satisfied. 
* * * 


A. L. Thoma led the singing and did everything 
else necessary to help make the convention a 
success. 

* * * 

Henry F. Stecher, who had charge of the ex- 
hibit, was on the job early and was busy all the 
time. 

* * * 

Gustav Keller came late but was in time to par- 
ticipate in the most important discussions at the 
session on Friday. 

* * 

Miss Addis, the “live wire” secretary of the 
Kansas Association, didn’t lose a trick in getting 
every point that the convention afforded for the 
education of a retail jeweler. 

* * * 


Bill Drexmit came over to the hotel to give 
the convention the “once over” and met many 
friends. 

* +o * 

If anybody believed that jewelers were not 
Rotarians he should have been at the Rotary 
luncheon on Tuesday, where they had a table to 
themselves. 

oa * * 

The secretaries of the various State Associa- 
tions headed by National Secretary Anderson held 
a dinner in one of the private rooms of the 
College Inn under the hotel Thursday evening. A 
dinner was held the same night by members of the 
association who are members of the United 
Jewelers. 

* _ * 

The attendance was unusually large not only at 
the early sessions, but all through the week, and 
it was not interfered with by either the exhibits 
for the entertainment programme, nor by any 
personal entertainment on the part of the jobbers 
or manufacturers of the city. Whether prohibition 
had any effect upon this was not known, but the 
bulk of the jewelers remained in the hotel and in 
the room where the proceedings were going on. 

* * * 

The absence of President Brock was greatly re- 
gretted as was shown by the comments and tele- 
grams of sympathy sent to him. Just before the 
convention started it looked as if they would be 
hard up for a presiding officer, as Vice-President 
Everts telegraphed from Kansas City that he was 
delayed. The presence of second Vice-President 
Tack then was hailed with relief. However, Mr. 
Everts arrived in time to open the convention, 

* * * 

August Loch was, as usual, master of cere- 
monies and his stentorian tones through the mega- 
phone were heard all over the hotel as he called 
the jewelers into the convention hall session after 
session. He also remained as a watchman outside 
the door. 

* * 7 

Tinley Combs was put in as a “pinch hitter” on 
the speakers’ list and acquitted himself as usual 
to the satisfaction of everybody. He was really 
surprised when called upon to respond to the ad- 
dress of welcome, but he did the job up as he 
always does, “to the queen’s taste.” Tinley al- 
Ways appears to advantage except when being 
‘nitiated into the “Antediluvian, Disreputable and 
Undignified Order of Mystic Rough Necks.” 

* * * 


Fred Thearle saw to it that the publicity bureau 
did its part and got its proper share of attention, 
and in this he was ably assisted by Harry E. 
Freund, who is in charge of raising the funds for 
the three year advertising campaign of that bureau. 

* * * 


The massive figure of President Frazier of the 
North Carolina Association bulked large among 
the gatherings of the delegates in the convention 
hall and on the pleasure jaunts. 

* * * 


Miss Archer’s speech caused not only a sensation 





inside but outside the convention circles. It was 
featured in the news articles of the Chicago daily 
press on the following day with the result that 
the hotel was swarmed with reporters on Friday 
seeking to get from the jewelers illustrations of the 
new articles of adornment which the speaker had 
said were about to come out from Paris. Some 
of the papers wanted models dressed in the new 
Parisian gowns with the jewelry on legs and arms 
as described. Many manufacturers’ representa- 
tives also expressed their regret at not having 
attended the convention when information was 
given out to the jewelers as to the lafest styles 
coming out of Paris. 
* * 

H. Victor Wright of the Research Bureau was 
in constant consultation with the jewelers from 
the beginning to the end of the sessions. He 
participated in the discussions by the request of 
the officers and gave the delegates much valuable 
information not only on the Research Bureau but 
upon topics which it will take up. His advice and 
suggestions were greatly appreciated. 

* * * 

Among those to whom the retail jewelers were 
indebted for helping make a success of the affair 
was John F, Hardin, president of the Chicago 
Jewelers’ Association, who aided not only in the 
entertainment but in the program of the proceed- 
ings as well. Mr. Hardin’s speech at the opening 
of the convention was one of real welcome, and it 
was to Mr. Hardin’s efforts that the jewelers were 
indebted for the pleasure of hearing Harry 
Wheeler, former president of the United States 
Chamber of Commerce. Mr. Wheeler has stopped 
speaking at business bodies but through Mr. 
Hardin’s efforts he was brought to the jewelers’ 
convention, Mr. Hardin bringing him there per- 
sonally and introducing him. Mr. Hardin also 
looked after many of the arrangements of the en- 
tertainment at Great Lakes and personally arranged 
for and distributed the tickets for the opera Thais 
which the jewelers enjoyed at Ravinia Park. 

* * * 


Major Paul Chamberlin, in his uniform as an 
army officer, was heartily greeted by his many 
friends in the jewelry trade. He was present on 
many occasions and did yeoman work in seeing 
that those who went to the Art Institute appre- 
ciated the interesting exhibit of jewelry there. 

* * o 


The hope was expressed that jewelers through- 
out the country will give the greatest publicity to 
the resolution passed, deciding against further free 
engraving on the part of the jewelry trade. When 
the public learns that the jewelers are not giving 
free engraving it will no longer be asked for and 
all jewelers are urged to explain that economic 
conditions, lack of help and great increase in 
labor costs making it impossible to do this in future 
except for proper compensation. 

* * * 


Jean Tack and Conrad Brotherly headed a Jersey 
delegation of seven who got there before the con- 
vention began and were prominent in all the pro- 
ceedings of the various sessions. 

* * * 


It is expected that the action of this convention 
has sounded the death knell of time guarantees 
not only in watches but in all other articles as 
well and that the only guarantees in the jewelry 
trade that will live hereafter will be those of the 
individual jeweler to his customer backed on his 
individual reputation. 

* * * 


More and more jewelers are bringing their wives 
to the convention, as was manifested at this great 
meeting, and it is hoped that the custom will 
spread. In fact, the jewelers’ wives, whether they 
directly participate in the business or not, are 
showing more and more appreciation of the new 
movements in the jewelry trade particularly that 
relating to the annunciation of the principles of 
jewelry wearing and the connection between 
jewelry and dress. On this line the jeweler’s 
wife can give him great help. The number of 
ladies at this convention who listened to the pro- 
ceedings was greater than ever before, and it is 
expected that a still greater number will come to 





Louisville when the convention is held there next 
year. 


* * * 


Vice-president Everts served admirably on short 
notice, and that his regime was satisfactory May 
be gathered from the fact that he was elected tg 
lead the organization for a whole year. : 

* * * 


President-elect Cox, of the Illinois association, 
with his family, enjoyed the proceedings, and was 
present at everything. 

- * 

Frank M. Hickok had nearly his enti 
working on the registration, but it nae 
thing that he kept them in the hotel and did not 
have them present when he took the double initia. 
tion into the A. D. & U. O. M. R. N, Me 
Hickok has been made counsel fer the : 
zation. the new orgie 

+. * * 

Al Sproehnle got a lot of advice as to gold 
purses and roads in the Adirondacks when he 
mentioned in the hotel that he was going in that 
direction. 

* * * 

Friday afternoon, in Parlor D of the Hotel 
Sherman, :rotion pictures were taken by the Gay. 
mont Film Co., showing a live model wearing 
the latest fashions in jewelry. The pictures will be 
distributed all over the country under the auspices 
of the National Jewelers’ Publicity Association, 
“The purpose of the pictures is to promote the sale 
of all jewelry, without regard to the kind or the 
manufacturer,” said Harry Edward Freund, cam- 
paign manager for the association. “We believe 
that it is a step in the right direction and that 
jewelers everywhere will receive immense benefits 
as a result of the nationwide showing of these 
pictures.” The jewelry used on the model was for 
the most part creations of diamonds, pearls and 
platinum. Anklets were among the pieces. 

* — * 


Scl Hess, of Rettig, Hess & Madsen, Chicago, 
was a visitor at the convention several times dur- 
ing the week. On each occasion he shook hands 
with niany customers of his company and personal 
friends. . 

* * * 

Secretary Anderson, pestered by a thousand and 
one details and a brigade of grinning newspaper 
men besides, thought to find a moment of relexa- 
tion at “Thais,” the Ravinia Park Opera, which 
the retailers attended as the guests of the Chicago 
Jewelers’ Association, With mind very abstracted, 
he noticed that his cigar was out. He prodded a 
neighbor in front of him and, secured a light. 
Once more the cigar was out and a second time he 
“bummed” a light. Then he noticed that he had 
been holding a box of matches of his own in his 
hand all the time. ‘‘My only salvation was that 
the other fellow didn’t know it,” said Andy. 

* * _ 


On the second day of the convention a gathering 
of power machinery manufacturers came to the 
Hotel Sherman with an exhibit of bull-dozers, 
hammers, drills and other fearful things quite 4 
contrast with the beautiful things displayed in the 
jewelry exhibit, half a floor below. On the second 
day the jewelers moved from the Crystal room 
on the first floor, to the grand hall on the main 


floor, just off the lobby of the hotel. The 
machinery men*took the Crystal Room. 
* _ * 
C. P. Dungan, of the International Silver Co., 


and former president of the Chicago Jewelers’ 
Association, visited the Hotel Sherman during the 
convention to greet his many retailer friends. 

* * * 


August Loch, of Pittsburgh, was the noisiest 
sergeant-at-arms ever seen at a convention, Armed 
with his megaphone, he rounded up jewelers far 
and near, and proved such a severe cross-examinet 
of those trying to sneak out of meetings that few 
had the temerity to make the attempt. 

7. * * 


Frank M. Hickok, assistant secretary of the 
Chicago Jewelers’ Association, helped out the con- 
vention in many ways. One of the most practical 
was the loaning of his entire stenographic force 
with only a few reservations for the most pressing 
work in his own office. Miss Sonia Lavodke, Miss 
Olga Turner and Miss Mabel Dean, all from Mr. 
Hickok’s office, helped out with the registration 
and with the transcribing of speeches and reports 
for Secretary Anderson. Miss Turner, who 18 @ 
stunner for looks, served as a model for one of 
the jewelry firms making a display on the mezza 
nine floor of the hotel. 
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The Roster 

Among those who registered at the con- 

vention were the following: 

sen, E. W., Cleveland, O.; Ackerman, 
Pg og Nebr.; Ackerman, H., Marys- 
ville, Kans.; Addis, M. L. (Miss), Topeka, Kans.; 
Akers, S. L., Knoxville, Tenn.; Alexander, M. M., 
Marion, Ind.; Ames, C. F., Idaho Falls, Ida.; 
Anderson, A. E., Broken Bow, Nebr.; Anderson, 
A W., Neenah, Wis.; Anderson, A. W., Madi- 
pom Wis.; Anderson, F. O., Minneapolis, Minn.; 
Anderson, Hjalmar G., Freemont, Nebr.; Anshutz, 
Mrs. Frank, Shenandoah, Ia.; Ansman, F. D.,. St. 
Marys, O.; Apple, L. C., Clarksville, Ta.; Arn- 
kens, C. M., Frankfort, Ind.; Ash, Benjamin, 
Binghamton, N. Y. 

Bainbridge, L. H., Marion, IIl.; Baker, H. L., 
Greenville, Mich.; Barker, Earle A., Bemidji, 
Minn.; Basinger, W. D., Lima, O.; Bay, Carl F., 
Ann Arbor, Mich.; Beach, George F., Valparaiso, 
Ind.; Becks Jewelry Co., Michigan City, Ind.; 
Beck, L. M., Fort Wayne, Ind.; Beinhorn, Alfred, 
Winona, Minn.; Berman, T. C., Greensboro, 
N. C.; Berg, Fred, Eau Claire, Wis.; Berggien, 
C. H., DeKalb, Ill.; Bertl, N., Newark, N. J.; 
Biederman, W. H., Detroit, Mich.; Bodley, Glenn 
W., Three Rivers, Mick:.; Bolender, Adam . 
Rockford, Ill.; Blanton, Anderson, Paris, Mo.; 
Booth, J. H., Alton, Il; Bowes, Cc. H., Win- 
chester, Ky.; Bowman, C. W., Somerville, N. 3% 
Brainard, S. H., Medina. V,; Brandnud, E. M., 
Chicago, Ill.; Brastield, W. B., Washington, Ind. ; 
Breitenstein, J. F., Antigo, Wis.; Bridges, William 
W., Marine City, Mich.; Brill, E. L., Kiel, Wis.; 
Brorer, William H., Toledo, O.; Brotherly, Con- 
rad J., Newark, N. J.; Broun, Albert, Lincoln, 
Ill.; Brown, C. B., Omaha, Neb.; Brown, R. L., 
Florence, Ala.; Bonner, G. A., Clinton, Ia.; 


Buchanan, Bertha A., Benton, III; Buckmaster, " 


Mrs. J. A., Madison, Wis.; Bugenstein, M., Cedar 
Rapids, Ia.; Buhrman, Walter A., New Castle, 
Ind.; Bunch, Louis A., Herrin, Tl.; Burgess, 
B. T., Wichita Falls, Tex.; Burket, L. K., Alton, 
Ill. 

Calhoun, F. C., Pawnce City, Nebr.; Campbell, 
Ralph, Sager, Okia.; Carithers, J. H., Canton, 
Ill.; Chadband, L. F., Bloomington, Ill.; Chambers, 
George, Mt. Clemens, Mich.; Chapman, George 
H., Galesburg, Ill.; Chapman, J. R., Oshkosh, 
Wis.; Christenson, Trace, Stoughton, Wis.; Clark, 
Harry N., Syracuse, N. Y.; Coburn, F. H., East 
Troy, Wis.; Cole, Crowley E., Atlantic, Ia.; 
Combs, G. E., Villa Grove, Ill.; Combs, T. L., 
Omaha, Nebr.; Cornell, Theo. E., Muskogee, 
Okla.; Cottingham, H. A., Charleston, Ill.; Cover, 
A. F., Toulon, Ill.; Cox, H. R.; Moline, IIl.; 
Craig, T. H., Champaign, Ill.; Custer, J. M., 
Aurora, Ill; Cutting, H. H., Rockford, IIl.; 
Carrall, W. C., Lebanon, Ky.; Conyers, C. V., 
Oneida, Ill.; Crebs, Frank S., Frankfort, Ind. 

Dale, T. J., Kenosha, Wis.; Dalin, S., West 
Allis, Wis.; Dana, G. R., Antigo, Wis.; Daven- 
port, Harvey E., Elkhart, Ind.; Davis, C. A., 
York, Nebr.; Dickinson, Neva, Lowell, Ind.; 
Draeb, Sturgeon Bay, Wis.; Doering, D., Waka- 
rusa, Ind.; Donaldson, R. B., La Forge, Wis.; 
Drosten, Fred W., St. Louis, Mo.; Duncan, C. J., 
Massillon, O.; Dwyer, Agnes G., Rockford, IIl.; 
Damuth, C, R., Redfield, S. Dak. 

Ellestad, G. A., Lanesboro, Minn.; Ellis, Clyde 
E., Genesco, Tll.; Enhaus, William A., New York 
city; Evans, J. E., Platteville, Wis.; Evans, W. 
Ed., Red Oak, Ia.; Everts, Arthur A., Dallas, 
Tex.; Everts, R. C., Weatherford, Okla. 

Fanske, Ed. B., Pierce, Neb.; Fasnacht, Ed- 
ward P., Peru, Ind.; Fatzinger, G. E., Janesville, 
Wis.; Feagans, George E., Los Angeles, Cal.; 
Feetham, W. T., Sault Ste. Marie, Mich.; Fer- 
guson, Reginald T., Philadelphia, Pa.; Fesslev, 
R. A., Waterloo, Ia.; Fick, J. E., Bushnell, Iil.; 
Fites, H. K., Winona, Ind.; Fox, Ray S., Cleve- 
land, O.; Frandsen,* A. H., Monmouth, IIl.; 
Frasier, William G., Durham, N. C.; Freedman, 
Sidney J., Chicago; Freier, A. E. (Pfeiffer Co.), 
Cedar Falls, Ia.; Frisch, G. A., Buffalo, N. Y.; 


Fruk-Schneider, Cincinnati, O.; Furen, E. O., 
Omaha, Nebr. 

Gasch, A. E., Milwaukee, Wis.; Goldman, 
Harry, Chicago; Goodman, Julius, Memphis, 


Tenn.; Goulding, C. L., & Son, Alton, Ill.; Graff, 
C. F., Elkhorn, Wis.; Greer, J. H., Fort Worth, 
Tex.; Greer, M., Atlanta, Ga.; Griffin, A. L., Po- 
tomac, Ill.; Grunert, W. H., Green Bay, Wis. 





Hagamann, B. J., Chicago, Il; Hahn, Emil 
H., Reedsburg, Wis.; Hammond, C. R., McAlister, 
Okla.; Haney, C. H., Hampton, Ia.; Hannis, 
Frank A., York, Nebr.; Hannon, E. A., Waupaca, 
Wis.; Hanson, J. N., Rockford, Ill.; Harrison, 
E., West Frankfort, Jll.; Harrison, _ Morris, 
Roanoke, Va.; Haseltine, Frank, Kokomo, Ind.; 
Hartdegen, C., Newark, N. J.; Harvey, F. C., 
Chicago; Hawley, J. M., Greenville, Ill.; Herron, 
W. B., Centralia, Ill.; Hess, John P., Fond du 
Lac, Wis.; Heintz, Fred J., Lexington, Ky.; Hess, 
Charles F., Elmhurst, Ill.; Hewitt, L. C., Neligh, 
Nebr.; Hill, Archie, Flint, Mich.; Hill, Dana C., 
Fort Dodge, Ia.; Hinman, W. J. Oneida, N. Y.; 
Hoover, W. H., Mt. Vernon, Ia.; Homuth, Will 
H. Bloomington, Ill; Hopper, George M., Chicago; 
Holbrook, L. H., Kenosha, Wis.; Horton, William 
H., Flint, Mich.; House, F. H., Galva, Ill.; House, 
S. B., Toulon, Ill.; Hudson, G. A., Wooster, O.; 
Hufnagel, Edward H., Mount Vernon, N. Y.; 
Hurlburt, Mack, Fort Dodge, Ia.; Hulquist, C. L., 
Fergus Falls, Minn.; Humphreys, A. P., Belle- 
fontaine, O.; Hyde, Frank C., Appleton, Wis, 

Irion, William M., Louisville, Ky. 

Jahn, Charles H., Enid, Okla.; Jay, Allen, Rich- 
mond, Ind.; Jenkins, E. R., Gibbon, Nebr.; Jen- 
kins, R. A. C., Chicago; Jensen, G., Richmond, 
Ind.; Jensen, Ed, Chicago; Johanson, A. W., Chi- 
cago; Johantgen, George H. Minneapolis, Minn.; 
Joll, S., Milwaukee, Wis.; Johnson, O. L., Chi- 
cago; Jones, John A., Columbus, Wis.; Jones, 
W. L., Martinsburg, W. Va.; Jordan, Harry L., 
Kenosha, Wis. 

Kahl, J. F., Pittsfield, Mass.; Kahn, Jake, 
Cliarleston, Miss.; Kamman, George F., Seymour, 
Ind.; Karst, M. J., Racine, Wis.; Kern, George 
S., Indianapolis, Ind.; Kerstein, J. D., Red Wing, 
Minn.; Keyes, Karl M., Freeport, Ill.; Kirchner, 
E., Minneapolis, Minn.; Kiep, R. P., Joliet, Ill.; 
Klass, F. A., Hibbing, Minn.; Klein, A., Ripen, 
Wis.; Kloff, H. W., Neillsville, Wis.; Knapp, 
James V., Rushville, Ill.; Kosinski, Mr., Chicago; 
Kracker, Mr., Chicago; Kramer, S. J., Salida, 
Col.; Kreamer, O. A., Independence, Ore.; Krebs, 
F. H., Waukegan, IIll.; Krieg, B. R., Kewanee, 
Ili; Krug Jewelry Co., Staunton, Ill.; Kukuk, 
G. A., Genesco, Ill.; Krumrich, J. T., Oshkosh. 
Wis.; Kunath, H., Spencer, Ia.; Kuss, Joseph F., 
La Salle, Ill. 

Lackritz, P. N., Chicago; Lange, John J., Ra- 
cine, Wis.; Larsen, N. S., La Junta, Colo.; Lau- 
rence, L. F., Galesburg, lll.; Laughlin, J., Boise, 
Ida.; Lentz, O. E., Clintonville, Wis.; Lewis, 
J. W., Manchester, Ia.; Lewis, T. C., Hardins- 
burg, Ky.; Levin, E. R., Wahco, Nebr.; Lieber- 
man, Louis A., Joliet, Ill.; Linnig, H. F., Peru, 
Ill.; Little, E. O., Auburn, Ind.; Loch, A. Pitts- 
burgh, Pa.; Lockhart, T. S., Kenosha, Wis.; 
Lofgren, G. E., Mediapolis, Ia.; Lofgren, C. A., 
Wapello, Ia; Lofgren, O. A., Winfield, Ia.; Lucas, 
J. W., Veroqua, Wis. 

McKeen, C. M., Goodland, Ind.; McDowell, 
E. L., Arkansas City, Kans.; McLean, T. E., 
Fairfield, Ia.; McRill, R. M., Bristow, Okla.; 
Mockey, B. M., Valdosta, Ga.; Mahncke, W. G., 
Tacoma, Wash.; Major, L., Walnut, Ill.; Malm- 
strom, Mrs. F. K., Chicago; Manahan, Charles F., 
Chicago; Markussen, John M., Minden, Nebr.; 
Mines, J. F., Ashdom, Ark.; Martin, Dorothy, 
Edwardsville, I1l.; Martinek, J. S., Traverse City, 
Mich.; Mason, A. M., Cambridge, Ia.; Mazer, 
Joseph, N. Y. C.; Mauch, C. A., Marshall, Mo.; 
Megede, L. D., Richmond, Mo.; Meller, W. H., 
Michigan City, Ind.; Merkel, C. J., Marristique, 
Mich.; Milliken, W. A., Walnut, Ill.; Miner, 
J. A.; Mohlman, Gerry, LaFayette, Ind.; Morce, 
W. C., Kalamazoo, Mich.; Mount, W. E., Pueblo, 
Colo.; Munsen, E., Mendota, Ill:; Munsterman, 
C. C., Morrisonville, Iil.; Murray, E. H., Pulaski, 
Tenn.; Myers, Fred H., Warren, O. 

Nash, L., Adrian, Mich.; Nelson, Nels, Chicago; 
Nelson, W. O., Neenah, Wis.; Newcomer, John 
H., Nappanee, Ill.; Nerbovig, H. H., Sheldon, 
Ia.; Nordahl, A. H., Chicago; Notbolm, W. F., 
Oconomowoc, Wis.; Nystron, O. L., Chicago. 

O’Connor, D. W., Monmouth, Ill.; Oswald, 
J. A., Fort Wayne, Ind.; Otto, L. W., Crawfords- 
ville, Ind. 

Pappmeier, H. L., Beardstown, IIl.; Parker, 
S. G., Dyersburg, Tenn.; Parsons, A. P., Chicago; 
Parsons, L. H., Chicago, Ill.; Patton, C. C., Canon 
City, Colo; Peck, E. J., Aurora, Jll.; Peck, Irving 
K., Aurora, Ill.; Pelz, E. J., Marshall, Tex.; 


Ptfordresher, J. J., Chicago; Pilcher, Fred W., 
Mexico, Mo.; Pool, W. A., Bushnell, Ill.; Potter, 
E. M., Muscoda, Wis.; Prockter, William, Chi- 
cago; Putnam, R. G., Eldorado, Ill.; Putnam, 
A. L., Manistique, Mich.; Pyle, E. M., Pensacola, 
Fla. 

Rapp, E., Burlington, Ia.; Reed, J. A., Hum- 
holdt, Ia.; Reed, Ray, Chariton, Ia.; Reeves, 
W. H., Onawa, Ia.; Reich, A. P., Dalton, IIL; 
Reichert, W. P., Canton, IIll.; Regner, J. M., 
Kenosha, Wis.; Renaud, E. F., Keokuk, Ia.; 
Renich, W. F., Minneapolis, Minn.; Rose John, 
Chicago; Rowland, L. W., Fulda, Minn.; Ries, 
J. A., Corydon, Ia.; Rinard, C. A., Kentland, Ind.; 
Roberts, C. H., Mt. Carmel, Ill.; Robertson, Frank 
H., Blankwell, Okla.; Rodelius, August, Evanston, 
TIll.; Roessler, Ralph S., Marion, Ind.; Rogers, 
R. E., Detroit, Mich.; Rohn, E. F., Milwaukee, 
Wis.; Rolls, Walter E., Cleveland, O.; Rush, 
A. E., Macomb, IIl.; Russell, Mr. and Mrs. Frank 
H., Cleveland, O. 

Salick, J. E., Watertown, Wis.; Sankey, R. A., 
Clarksdale, Miss.; Schelle, Theo., Milwaukee, 
Wis.; Scherzinger, G., Fon-du-Lac, Wis.; Schmitz, 
John, Parsons, Kans.; Schottdorf, Joc, Defiance, 
O.; Scribner, Mrs. James, Attica, Ind.; Shanck, 
P. T., Ashland, O.; Sheffner, W. E., Chicago; 
Shepard, J. L., New York City; Sidwell, Mr. and 
Mrs. Elmer, Elwood, Ind.; Singer, Louis, Peoria, 
Tll.; Siti, Ferdinand, Chicago; Smith, C. A., 
Farmington, Ill.; Smith, Clyde, Cuba, IIl.; Smith, 
Fay R., New London, Wis.; Schemel, Anthony, 
Cincinnati, O.; Schmelzer, J., Centralia, Ill.; Sher- 
dahl, C. A., Montevideo, Minn.; Seifert, Al. A., 
Wahpeton, N. Dak.; Selbert, J. P., Frankfort, 
Ky.; Sheinly, H. V., Campbellsville, Ky.; Smith, 
C. R., Huntington, Ind.; Spero, S. L. (Mrs.), 
Chicago, Ill.; Stiles, J. E., Wells, Minn.; Smith, 
Hiram J., Racine, Wis.; Snider, Alva, Beloit, 
Wis.; Spear, George P. Winsted, Conn.; Spector, 
M., Appleton, Wis.; Spiker, B. J., Chicago; Stau- 
fenbeil, Karl, Dubuque, Ia.; Stecher, H. F., 
Milwaukee, Wis.; Steck, F. H., Owosso, Mich.; 
Stern, Herman C., Chicago; Stouthamer, J. H., 
Milwaukee, Wis.; Strain, E. F.,° Gregory, S. 
Dad.; Sturkahn, Walter H., Quincy, Ih; Stuts- 
man, I., Winfield, Kans.; Sunderlin, Charles E., 
Rochester, N. Y.; Swanson, C. A., Superior, Wis.; 
Swanson, W. O., Cresco, Ia.; Schmidt, M. E., 
Boonville, Mo.; Sydnam, Harry, Detroit, Mich.; 
Swanson, R. B., Ottumwa, Ia. 

Tall, N. C., Kalamazoo, Mich.; Taylor, George 
W., Williamson, W. Va.; Thoma, C. C., Battle 
Creek, Mich.; Thomas, Howard, Wenatchee, 
Wash.; Thoendel, J. E., Chicago; Thoma, A. L., 
Piqua, O.; Thorp, W. H., Beaver Dam, Wis.; 
Thorwarth, L.; Elizabeth, N. J.; Tillner, A. G., 
Jamestown, N. Dak.; ‘Tinsley, C. G., Harlan, Ia; 
Tetley,-G A.; Farmington, Mo.; Tallman, L. C., 
Ames; Ia.; Tourner, H. P., Bloomington, Ind.; 
Trede, Louis, Durant, Ia.; Triplett, William D., 
Tronwood, Mich.; Truckenbrod, H. H., Mendota, 
lll.; Trump, L. O., Churubusco, Ind.; Turner, 
William D., Chicago, Ill.; Thiele, H., Alliance, 
Nebr.; Thayer, Frank B., Memphis, Tenn.; Tex- 
ley, Chris G., Newman Grove, Nebr.; Terry, P. M., 
Eldorado, Ark.; Tayler, Roy H., Camila, Ga.; 
Taylor, A. A., Tupelo, Miss.; Tack, J. R. Newark, 
N. J.; Tripp, George M. Adrian, Mich.; Tedens, 
W_ H., Lemont, Ill.; Tress, P. M., Ottawa, Ill. 

Uilrich, William P, Evanston, Il. 

Van Valkenburgh, P. E., Chicago; Van Ess, 
L. A., Milwaukee, Wis.; Von Burg, W., Quincy, 
Ill.; Vanderbie, H. F., Eau Claire, Wis.; Vokal, 
William, Chicago; Vokal, R., Chicago; Vollmer, 
Herman, Princeton, Ind. 

Wagner, J. H., Chicago; Wahl, G. F., Paulina, 
Ia.; Walden, J. F., Metamora, Ill.; Wanner, 
J. L., Paducah, Ky.; Watterich, O. C., Oconto, 
Wis.; Wehler, Fred W., Algona, Ia.; Westlake, 
A. T., Jr., Peoria, Ill.; Wurlitzer, Oscar, Chicago, 
Ill.; Weber, J.. W., St. Cloud, -Minn.; Welch, 
R. S., Scottsville, Ky.; Werner, H. L., Culver, 
Ind.; Wick, H. M., Ironwood, Mich.; Wieting, 
Richard, Peoria, Ill; Williams, D. D., Emporia, 
Kans.; Williams, Howard, Delavan, Wis.; Wilson 
Jewelry Co., Hillsboro, Il].; Woefel, G., Mitchell, 
S. Dak.; Wolter, Lorenz, Chicago; Woodfill, C. A., 
Henry, Ill.; Wood, G. H., Athena, Ala.; Whit- 
comb, H. J., Lancaster, N. H. 

Yaseen, H. W., Chicago Heights, Ill.; Yeoman, 
Louis J., Waukegan, Iil. 

Zinn, O., Hastings, Nebr.; Zimmerman, B., 
Martins Ferry, O.; Zollner, Albert, Portsmouth, 
O.; Zurcker, Albert, Marceline, Mo. 
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The only extravagant 
thing about 


GORHAM 


STERLING SILVERWARE 


is the length of its service, for 
there is virtually no end to its 


usefulness and thus in the last 
analysis it is one of the most 
economical things that can be 
bought and is offered for sale 
through jewelers exclusively 
and bears this trade mark 


THE GORHAM COMPANY 


Silversmiths and Goldsmiths 
Fifth Avenue at 36th Street, New York 


Branches: 
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THE JEWELERS’ 


The Great F there are any pes- 
A. N. R. J. A. simists in the trade 
Convention who are under the 


in Chicago impression that a 


truly representative organization cannot or” 


does not exist among retailers of our indus- 
try, they should read the story of the 14th 
Annual Convention of the American Na- 
tional Retail Jewelers Association, which is 
published complete in this issue of THE 
JeweLers’ CircuLAR beginning page 137. 
This convention, held in Chicago from 
Tuesday until Friday afternoon of last 
week, was not only by all odds the greatest 
and most important gathering of jewelers 
ever held in the United States, but was one 
that represented every class, kind, degree 
and geographical section in the retail 
jewelry trade. Those who participated 
came from every part of the country, and 
the proceedings were of a character to in- 
struct them all. The convention proved, 
beyond a doubt as nothing else ever has, 
the identity of interests of the largest and 
smallest jeweler and showed beyond per- 
adventure that a representative organiza- 
tion such as the A. N. R. J. A. has come 
to be can meet every problem that confronts 
the retailer, and what is more solved it, if 
not at once, at least in time. 

The growth of this organization, both in 
character and number of jewelers, has been 
slow but steady, and today, as was proved 
by the people who attended the Chicago 
convention, and by the matters considered 
and the questions settled at this great con- 
clave, it is an organization representative 
of the industry of which any trade might 
be proud. The work it has done and is 
doing is of the most constructive character, 
and the jewelers, not only its own members, 
but the trade at large, are benefiting 
thereby. 

It is safe to say that no jeweler in the 
United States, no matter how far he may 
have lived from Chicago, or how busy he 
was, could afford to have missed the. pro- 
ceedings that were taken at this conven- 
tion, or missed the instructive addresses 
there given. To mention one feature alone, 
the information given to the assembled 
jewelers by Miss Archer, THE JEWELERS’ 
CircuLar’s fashion expert, who came direct 
from Paris to the convention to give them 
the latest words on fashions, on gowns and 
on jewelry, was worth many times the cost 
of the trip to everyone who heard it. The 
action taken by the convention in abolishing 
free engraving, in sounding the death knell 
of guarantees and in other ways, will be 
worth hundreds of thousands of dollars to 
our trade within the next year. The work 
of the research bureau, whose fund was 
completed at the convention, will lift busi- 
ness standards and methods of our trade to 
a degree heretofore impossible. 

It seems now impossible to conceive of 
any retail jeweler, no matter how large or 
small he may be, feeling that it is not 
worth his while to belong to this great 
national organization; for those who do 
not, not only stand in their own light in 
failing to receive the valuable information 
that its membership will give them but in 
addition are to an extent “slackers” in that 
they are benefiting on general lines from 
the work this organization is doing without 
participating therein or aiding with time 
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and effort in helping to solve the questions 


which confront our trade. 





How All Can ONESTY is the 
” — —— . foundation stone 
ig or Hones : :. 

Aaveriting of the jewelry busi 


ness, In fact, without 
it the entire structure of the industry 
would crumble and fall to pieces. Unless the 
workman is honest, the manufacturer cannot 
do business, because on the integrity and 
the conscienciousness of the workman 
the maker of jewelry must absolutely rely. 
On the integrity and honesty of the sales- 
man not only does the manufacturer rely, 
but also the dealer who buys from him. 
On the honesty of the clerk, the dealer 
must rely, and if he cannot his profits 
would dwindle quickly to the vanishing 
point, and on the honesty and integrity of 
the dealer and his clerks the customer 
must rely, or he would find little reason 
to come to a jewelry store for many of 
the products that. he buys. The jewelers 
of the country are honest, and so are their 
clerks. The manufacturers and jobbers 
are honest, and so are their employes and 
salesmen. If here and there a man falls 
down from the high standards set by the 
industry, the fact stands out by contrast 
with the actions of the remainder of the 
people in our trade to an extent that makes 
it a subject of news and of comment. 

Now honesty goes further than the mere 
act. It applies to the written and spoken 
word as well, and our dealers and manu- 
facturers recognize this and their code 
of business ethics and their practices im 
representation and advertising are as high 
as their standards as to quality and fair 
dealing. Dishonest advertising among le- 
gitimate jewelers, no matter in what line, 
is rare, and always has been rare; and our 
merchants, even in the old days when ad- 
vertising practices were crude and stan- 
dards were low, were seldom given to the 
tricks of merchants in other lines, even 
to the extent of “puffing” their articles, a 
practice deemed legitimate in many other 
trades. It is for this reason that the jew- 
elers were among the first merchants of 
any trade to take a stand for honest ad- 
vertising, and to advocate laws to prevent 
fraudulent advertising and misrepresenta- 
tion of quality in any form. As other trades 
have come around to their way of thinking 
and raised their standards, the jewelers 
have advanced and lifted their standards in 
proportion, until today the jewelry advertis- 
ing of our legitimate dealers and manufac- 
turers is clean, honest and fair. 

But to keep their reputation with the pub- 
lic the legitimate jeweler will have to do 
more than keep his own house in order. To 
a large extent he will have to take a lead- 
ing part in the active campaign being waged. 
against illegitimate advertisers generally in 
order that he be not saddled with the re- 
sponsibility of the advertising of a few 
firms who, calling themselves jewelers or 
masquerading as jewelers, are little more 
than swindlers ethically if not legally. Un- 
fortunately, many of these men are advised 
by attorneys and are able to keep just with- 
in the law in regard to their representa- 
tions, but the effect of their advertising 
upon the public is serious, and the public 
loses as much by dealing with them as 
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if they actually violated the laws of their 
State and country. 

We are glad to see the activity of some 
of the advertising clubs and the vigilance 
committees of the advertising associations 
in getting after these parasites, but we 
should all do more than applaud this aci 
tivity. We should help and aid in the 
campaign with moral and with financial 
support, Jewelers who can do nothing 
else can at least take the trouble to notify 
the publishers of newspapers and maga- 
zines wherever they see a misrepresenta- 
tion made as to jewelry in the advertise- 
ments of these shameless concerns. Much 
good can be done, this way, because pub- 
lishers as a whole are in favor of honest 
advertising, and want to publish nothing 
that is not truthful. But before they stop 
an ad. they want to be shown that the ad- 
vertisement makes a clear misrepresentation 
or that the advertiser is making promises 
that he will not fulfill, A mere complaint, 
therefore, against the advertiser is not suf- 
ficient. It should be backed up by sufficient 
specific facts to let the publisher know 
just where he stands, and give him the 
proper excuse for either having the ad, 
changed to conform with the facts or dis- 
continued entirely. 

There is one other class of advertiser 
who makes misrepresentation, not from any 
desire to be untruthful, but simply because 
he has left the work to an advertising 
agent who does not know the conditions 
of business and who feels by making cer- 
tain statements untrue or partially true 
that will strengthen his patrons adver- 
tising campaign. The agent often feels that 
the claims are legitimate, and even per- 
suades his client that this is so, whereas, 
if he actually knew, as his client does, the 
real conditions in the trade, he would 
hesitate to use this character of copy. Com- 
plaint against this kind of advertising 
should be made by the jeweler both to the 
publisher and to the concern which adver- 
tises, and we feel that such action will do 
considerable good. In fact, we know of 
many instances where misrepresentation 
has been completely eliminated from the 
advertising when the facts have been prop- 
erly called to the attention of the adver- 
tising agent and his principal. 

Don’t be afraid of being a “busybody” in 
complaining against advertisements which 
are not in conformity with the high stan- 
dards of your trade. If the advertiser is a 
legitimate house, write directly to the firm 
in question. If an illegitimate house, write 
to the publisher. If ten, or even five, per 
cent of our jewelers would take the trouble 
to write such letters even occasionally, they 
would find that the few flamboyant and 
illegitimate cases of jewelry advertising 
which now appear in our magazines and 
newspapers would be quickly decreased, 
and that competition with illegitimate com- 
petitors would be greatly lessened. 








Charles Artes, of the Charles F. Artes 
Co., Inc., of Evansville, Ind., has presented to 
“Trish” Conwell, player on the Evansville 
baseball team of the Three-Eye League, 4 
fine gold watch for being the best hitter on 
the local team. Mr. Artes is an enthusiastic 
ball fan. 
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N. A. Sachs, 9 Maiden Lane, has just re- 
turned from a trip through the east. 

Mr. Hart, of Harwood and Hart, 87 Nas- 
sau St., is now on a trip through the Middle 


West. 

Sydney H. Nordlinger of H. Nordlinger’s 
Sons, 15 Maiden Lane, is on a business 
trip to Europe. 

M. Lensenhuber, representing J. N. 
Adam & Co., Buffalo, N. Y., was in this 
city last week. 

J. Hoffman of Hoffman Bros., 15 Maiden 
Lane, is now on a business trip through 
the Middle West. 

Reginald Reichman, son of Lee Reichman 
of Reichman Bros., 170 Broadway, is now 
employed in the office there. 

George W. Korper, 170 Broadway, re- 
cently returned from a visit to the Paris 
and London diamond markets. 

F. Better, 15 Maiden Lane, is now in 
Switzerland supervising the shipments and 
manufacturing of the Lyon Watch Co. 

Leo Cahn and Leo Heilbrun with M. Bau- 
man & Co., 170 Broadway, are covering 
their respective territories and report excel- 
lent business. 

Monroe Engelsman, 12 John St., besides 
dealing in diamonds, pearls and all other 
precious stones, is now manufacturing 
fine platinum mountings. 

Lee Reichman, of Reichman Bros., dia- 
mond importers, who has been ill since his 
recent return from Europe, is rapidly re- 
covering and is expected back at his office 
next week. 

H. D. Freudenheim of Freudenheim Bros. 
& Levy, is now on a trip through the West. 
M. G. Levy of the same firm is now motor- 
ing through New York State accompanied 
by his family. 

Charles H. Gilbert, formerly of Borrelli 
& Vitelli, 401 Broadway, has entered the 
cameo business for himself, having made 
connections in Italy, and has opened an 
office at 41 Maiden Lane. 

Members of the New York Watchmakers’ 
Society held their regular monthly meeting 
last evening at their meeting rooms, Al- 
laise’s, 193 Third Ave., after THE JEWELERS’ 
Circutar had been in the press. 

Bert Kaufman, formerly with M. J. 
Schuster, 170 Broadway, is now with Gins- 
berg Bros., 9 Maiden Lane, and will cover 
the trade in New York city and State. He 
will leave shortly for the road. 

Theodore Yankauer, of Yankauer & Platt, 
170 Broadway, is now on a trip through 
the Middle West. Harry A. Platt of the 
same firm is calling on the trade through 
New York, Pennsylvania and Ohio. 

Sidney Beekman, secretary of L. W. 
Sweet & Co., 170 Broadway, who was re- 
cently discharged from the Army, is back 


again at his desk. G. H. Cohn of the con- 
cern is on an automobile trip through 
Canada. 

W. J. McQuillin, vice-president of Mount 
& Woodhull, 170 Broadway, recently re- 
turned from an extended visit to the Eu- 
ropean diamond markets. G. T. Woodhull, 
of the same firm, left Sunday for an auto- 
mobile trip to Boston. Frank L. Clayton is 
now sojourning in Peach Lake, N. Y. 


The Main Jewelry Co. has been incor- 
porated to engage in the jewelry business 
in this city. According to a charter filed 
at Albany, N. Y., last week, the capital is 
$10,000 and the incorporators are: Charles 
S. Rothenberg, David Weiss and Louis 
Schwartz, all of 32 Union Square, New 
York. 

A. H. Disbrow, the New York repre- 
sentative for the C. H. Cooke Co., Provi- 
dence, R. I., has just sold his home at 
Tenafly, N. J., to B. O. R. Mollinhauer, of 
Riverside Drive. Mr. Disbrow is now erect- 
ing a smaller house of the bungalow type 
on the adjoining property and will take 
possession as soon as it is completed. 

The incorporators of the Lafayette Ring 
Co., according to a charter filed at Albany, 
N. Y., last week are Samuel Levine, 324 
Riverdale Ave., and Harry G. Levine, 532 
Barbey St., both of Brooklyn, and David 
Greenberg, 17 W. 115th St., this city. The 
new incorporation has authority to engage 
in the jewelry business in this city and the 
capital is $10,000. 

A charter of incorporation was filed at 
Albany, N. Y, last week by the Helbein- 
Stone Co., authorizing the manufacture of 
jewelry in this city. The capital is $220,000 
and the “incorporators are: William Hel- 
bein, 522 W. 14th St.; N. Schwarzstein, 
Jr., Hotel Schuyler Arms, both of New 
York, and N. Schwarzstein, 231 Beaumont 
St., Manhattan Beach, Brooklyn. 

Comrie & Brokaw, auctioneers, 14 Maiden 
Lane, sold at auction last Thursday the en- 
tire stock and fixtures of Hugh Koch, 
jeweler, 3684 White Plains Ave. near 216th 
St., this city. Mr. Koch is retiring and 
offered at auction diamond rings, gold 
jewelry, clocks, cameo brooches and scarf- 
pins. The sale of stock took place in the 
morning, while the fixtures were sold at 
3 P.M. 

At a special term of the City Court of 
New York held recently, Peter, Harry, Ben- 
jamin and Edward Moskowitz, of Mosko- 
witz Bros., manufacturing jeweler, 12 John 
St., were authorized to change their names 
to Peter, Harry, Benjamin and Edward 
Morse and will hereafter do business under 
the name of Morse Bros. A. Etta Mosko- 
witz, wife of Harry Moskowitz, has also 
been authorized to change her name to A. 


Etta Morse as well as the name of her child 
to Selma Morse. 

Wm. J. Bernard & Co. have opened an 
office at 65 Nassau St. as manufacturers 
and importers of watches. William J. Ber- 
nard recently returned from Switzerland 
where he made connections with several 
large manufacturing concerns. Mr. Ber- 
nard was for the last five years connected 
with the Aureole Watch Co., La Chaux de 
Fonds, Switzerland, representing that con- 
cern in various countries, notably in Eng- 
land and the United States for the last two 
years. The firm will carry a stock of every 
size watches from the smallest up to men’s 
pocket watches in complete articles and 
movements only and also complicated 
watches such as repeaters, chronographs, 
etc. 

Colonel H. A. Ginzburg, chairman of the 
Campaign Committee of the United Build- 
ing Fund Campaign of the Federated Jew- 
ish Institutions, which is endeavoring to 
raise $10,000,000 for the erection of hospi- 
tals, orphanages, day nurseries, and other 
institutions in New York city, has an- 
nounced that the jewelry industry will be 
thoroughly canvassed by committees which 
are now being organized in preparation for 
the industrial campaign which will be 
launched early this month. August Goid- 
smith, who is chairman of the jewelry com- 
mittee, has already raised $1,100, and Sam- 
uel Arnstein, who is chairman of the dia- 
monds and precious stones committee, has 
reported $23,000, preliminary to the launch- 
ing of the drive. 


A man giving his address as 83rd St., 
Brooklyn, was arrested last week charged 
with being implicated in the disappearance 
of wrist watches said to be valued at ap-. 
proximately $40,000 from the United States 
Government base at 65th St. Brooklyn. 
The watches, according to the police, were 
taken from a case consigned overseas. 
After the theft the empty case was closed 
up. No trace of the watches was found 
until last week, when Detective Miller, 
hearing of an auction sale of wrist watches, 
went to the Jewelers’ Exchange at 76 
Bowery and found 500 watches correspond- 
ing to the description of the stolen govern- 
ment watches. The auctioneers said they 
received the watches from a man in 
Eldridge St., who told the police he got 
them from a man in the Bronx. It was on 
information furnished by the latter that the 
Brooklyn man was arrested. The prisoner 
denied the charge. 

A charter of incorporation was filed at 
Albany, N. Y., last week authorizing Goph- 
rener, Inc., to deal in general merchandise, 
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jewelry and novelties in Brooklyn. The 
capital is $500 and the incorporators are: 
Benjamin Gophrener, 220 Stockton St.; 
Samuel Gophrener and Ray Gophrener, 
both of 749 Lafayette Ave., all of Brooklyn. 

Leo Schisgall has been appointed New 
York city representative for the Travelight 
Mfg. Co., manufacturers of clocks, radium 
dials and novelties, 231-39 N. Lawrence St., 
Philadelphia, Pa. 

It was hoped last week that a charter 
would be granted to the “KAMeERaAD” post 
of the American Legion, composed of world 
war veterans from the jewelry and kindred 
trades, in this city, but owing to the large 
demands from all over the State for char- 
ters to the legion, the local trades unit 
will probably not be granted a charter for 
a week or more. As soon as it has been 
granted, acting Chairman Charles J. Dieges 
plans to call a meeting for the purpose of 
electing permanent officers and drawing up 
tentative by-laws. 

Among the department store jewelry buy- 
ers in this city during the past week were: 
Mrs. John C. Shick, Steiger Shick Co., 
Portchester, N. Y.; B. Meisner, B. Meisner 
Co., Detroit, Mich.; Miss M. E. Walsh, 
R. H. White Co., Boston, Mass.; Moss fer. 
man, M. Herman & Goldsmith, Chicago, 
Ill; L. Rosenberg, Dallas, Tex.; O. S. 
Balzer, A. Hamburger & Sons, Los An- 
geles, Cal.; J. B. Powrie, Castner, Knott 
Co., Nashville, Tenn.; E. Munro, Lion Dry 
Goods Co., Toledo, O.; Miss Lilly Levin, 
L. S. Plaut Co., Newark, N. J.; P. J. Cant- 
well, Shartenberg & Robinson, New Haven, 
Conn.; E. Bastian, Bastian Bros. Co., 
Rochester, N. Y.; A. J. Schinagi, Mayer, 
Livingston Co., Bloomington, Ill.; A. Flynn, 
Fair Store, Cincinnati, O.; S. Weinrich, 
Weinrich Bros., Philadelphia, Pa.; T. H. 
Galligan, Shartenberg & Robinson, New 
Haven, Conn.; E. Auerbach, Auerbach & 
Co., Montreal, Canada; C. S. Stifft, C. S. 
Stifft Co., Little Rock, Ark. 








Market Prices for Silver Bars 


The following are the quotations for sil- 
ver bars in London and New York as re- 


ported for the last week: 
New York Sell- 


ing Price, U.S. 
Date. London. Assay Bars. 

| ie ae 61% 114 

NE 6 Sy. Srey Ged 6134 115% 
MM 6 sco sein ccavere-aierose 5834 F724 

BI a csin's c's ss Shimane 58 108% 
FS 58 108% 
Se re oe 59 Holiday 








There has been considerable conflict as 
to whether a promise by one other than 
the principal to «indemnify a surety is a 
Promise to answer for the debt, default, 
or miscarriage of another, so as to be 
within the Statute of Frauds, and required 
to be in writing. The recent Alabama case 
of Posten v. Clem, 78 So. 883, annotated 
in 1 A.L.R. 381, holds that a promise by 
one surety on a note to his cosurety to 
hold him harmless must, under the Statute 
of Frauds, be in writing to be enforceable. 


A patent has been issued to Charles L. 
Parker, of this city, for a safety catch for 
pins, brooches and the like. 

C. J. Bioren, of Bioren Bros., Inc., manu- 
facturing jewelers at 475 Washington St., 
has returned from a trip through the New 
England States. 


D. Siegel has returned from a trip 
through the middle west in the interest of 
his concern, Michelstein & Siegel, manufac- 
turing jewelers at 32 Marshall St. 

William J. Allsopp, of Allsopp & Son, 
Inc., manufacturing jewelers at 475 Wash- 
ington St., who returned from a successful 
trip through the middle west last week, 
leaves this week for a trip through the 
New England States. 

A building permit has been granted the 
American Oil & Supply Co., for a frame 
storage house at 246 Wilson Ave., at an 
estimated cost of $5,240. A permit has also 
been granted to the company for a brick 
garage at a cost of $10,270. 

George H. Rover, who was in the United 
States Aviation Service during the war, has 
returned from France and is again on the 
road for E. H. Eastwood & Co., Inc., manu- 
facturing jewelers at 34 Marshall St. He is 
now on a trip through the southern terri- 
tory. 

A tract of more than three acres in Ave. 
R, adjoining the Central Railroad of New 
Jersey, has been purchased by the Atlantic 
Smelting & Refining Works, formerly of 
Brooklyn. This concern acquired part of 
the Maas & Waldstein plant some time ago. 
The new purchase will permit a greater 
development of the new plant, which is in 
course of erection. 

The Essex County Board of Taxation 
has granted a reduction in the valuation of 
the estate of Cyrus O. Baker, on an appeal 
taken by the attorney for the estate. The 
estate has been assessed at $182,000, and 
reductions were sought because of $73,000 
due for payment under the Federal tax, 
collateral inheritance tax, and income tax 
laws. The board found the true assessing 
value of the estate as $136,900, and allowed 
a reduction of $14,400 from this figure be- 
cause of an assessment in that amount 
levied by East Orange before Mr. Baker’s 
death. The total assessment was put at 
$122,500. 

In order to get Newark’s low-priced food 
to the families of workingmen, whose need 
of it is considered greatest, arrangements 
have been perfected whereby goods are to 
be sold direct to manufacturing concerns 
for resale to their employes at the prices 
prevailing in the food stations. Among the 
concerns with which the arrangement is in 
force is the Celluloid Co., 290 Ferry St. 
Goods for the employes of this company are 
delivered to the Celluloid Club in Lafayette 
St., where they are apportioned. This plan 
of distribution incidentally relieved the fire- 
men of part of their work, the city stores 
having been sold largely from the city fire 
houses. 

Vice Chancellor Backes, sitting at Tren- 
ton, has granted a sweeping preliminary in- 
junction prohibiting officers and members 
of Local No. 14, of the Brotherhood of 
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Metal Workers from picketing or in any 
way interfering with the employes or pro- 
spective employes of the J. Wiss & Sons’ 
Co., cutlery, manufacturers with factories 
at 13-39 Littleton Ave. and Bruce St. and 
Thirteenth Ave., Newark, which concern 
made application for the injunction. The 
injunction was granted after former Judge 
Alfred Skinner had introduced witnesses 
whose testimony indicated that the Brother- 
hood of Metal Workers is affiliated, through 
the Workers’ Defence Union, with the 
I. W. W. and the Soviet of Russian Work- 
ers. Application for the injunction was the 
outcome of a strike inaugurated among the 
575 employes of the Wiss & Sons’ Co. the 
last of July. 








Death of Gennaro Montuori 

Gennaro Montuori, 60 years of age, died 
at his home, 79 First Pl., Brooklyn, N. Y., 
last Tuesday evening, Aug. 26. Mr. Mon- 
tuori had, for some time, suffered from a 
clot of blood on the brain and his death was 
not a great surprise. He was found in bed 
unconscious and died soon after. 

Mr. Montuori was born in Naples, Italy, 
and had come to this country a number of 
years ago, and settled in Manhattan. He 
had been in the wholesale jewelry business 
and had retired for a period of about 10 
years. 

The funeral was held Friday morning 
at 10 o’clock with a Requiem mass in the 
Roman Catholic Church of the Sacred 
Heart of Jesus and Mary, Degraw and 
Hicks Sts. Interment was in St. John’s 
Cemetery. 

The deceased is survived by his widow, 
Anna, two sons, seven daughters and four 
grandchildren. 








R. S. Duval Killed by Fall from a Ladder 


PHILADELPHIA, Pa., Aug. 30.—A fall from 
a ladder while painting his house caused the 
death in the West Jersey Homeopathic 
Hospital in Camden, N. J., of R. S. Duval, 
a watchmaker and jeweler on Sansom St., 
this city. 

Mr. Duval fractured his skull in the fall. 
He was standing on the top rung of the 
ladder when he slipped and fell to the 
ground, striking his head. 

Mr. Duval was president of the Ushers’ 
Association of the First Methodist Church 
in Collingwood, N. J., where he resided. 
He is survived by a widow and four chil- 
dren, who have the sympathy of many 
friends. 








Following an attempt to swindle J. H. 
Ehrlich, 59 Gratiot Ave., Detroit, Mich., 
two men are now being held by the police 
on a charge of attempted fraud. On the 
day of the attempt two men visited the 
jewelry store and looked at some rings, 
after which, it is claimed, one of the clerks 
noticed that a valuable ring had been taken 
and an imitation article put in its place. 
When the clerk discovered this the police 
were immediately notified and upon their 
arrival the men were taken into custody. 
Before the police had arrived one of the 
men had replaced the stolen ring, it is 
claimed. Upon searching the prisoners at 
the station house the police say a bogus ring 
was found under the tongue of one of the 
men. 
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Our 
New 
Patented © 
Magazine 
Pencil 


Carries over twenty-four inches 
of fine lead within the case, 
and has a propelling and 
refilling device. 


Made in plain, engine turned, 
engraved and hammered pat- 
terns. 


Fairchild & Company 
30 West 36th Street 
New York 


PEORIA 
Horological School 





Watchmaking 
Jewelry Repairing 
Engraving 


SS Taught By Practical Men “We 





INSTRUCTORS 


Watch Work 
John F. Minder 


Jewelry 


C. R. Hart 


Fred J. Bahni Roy F. Martin 


Engraving 
Gustave Vanerp 





ge Write Us First, It Will Pay You “8 





Makers of gold pens and pencils, 





fountain pens, thermometer cases 
and kindred articles in gold and 
silver. 


Exclusive in design, superior in 
guality and workmanship. 























A. O. BAUMANN 


Manufacturers of 


GENUINE IVORY GOODS 


Also Tortoise Shell. Silversmiths’ Supplies. 
Repairing in all its branches 


54 West 37th Street, NEW YORK 


Estate 
of 

















PATEK BROS. 


MANUFACTURERS OF 


FINE. PLATINUM MOUNTING. 
SPECIAL ORDER WORK 
AIDEN LANE. NEW YORK 


990 M 











Trade-Marks of the Jewelry 
and Kindred Trades 


The Jewelers’ Circular Publishing Co., 11 John Street, New York. 








Locked Corner Wooden Boxes 
for Shipping and Mailing 














Safest contain- 








ers for Silver- 
ware, Jewelry 
and Watches. 
| Complete line 
' of Nested Boxes 
|, and Basswood 


Mailing Boxes 











carried in stock 
at New York. 
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Bogert & Hopper 


69 Barclay St., New York 


MILLS: 
Orange, Mass. 
Kingfield, Maine 


Telephone .. 
7416 Barclay 
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Lancaster, Pa. 





Robert Lichtenstein has returned from a 
visit to his sister, Mrs. Lewis Rosenberg, of 
Milwaukee. Siew 

John B. Roth, manufacturing jeweler, has 
returned home from a five weeks’ sojourn 
at Atlantic City, much improved in health 
by his rest. 

Miss Katharine Zook, Santa Fe, N. M., 
has returned home after a visit to Mr. and 
Mrs. S. Kurtz Zook. The latter accom- 
panied her. ' ' 

Carl F. Breinig, of Philadelphia, who 
was with the H. S. Meiskey Co. before en- 
tering the navy during the war, visited 
relatives here last week. 

A slight fire occurred last week in the 
factory at Millersville of William G. Reis- 
ner, formerly a manufacturing jeweler of 
Lancaster. Timely discovery alone saved 
the place. 

Russell Grube, of S. Kurtz Zook’s clerical 
force, last week caught a thief who had 
robbed a newsdealer of $62, and turned him 
over to the police, afterwards recovering 
the money. 

Harold Newcomer, formerly a_ watch- 
maker for Eugene H. Keller, of East 
Chester St., has gone to Chicago to attend 
the Moody Institute and prepare for en- 
gaging in missionary work. 

Members of Kiwanie clubs from all parts 
of Pennsylvania attended the picnic held at 
Hershey Park on Aug. 28. Of the 1,200 
present, Lancaster sent 126, and won the 
high attendance award. Percy L. Appel, of 
W. W. Appel & Son, was among those 
present, 

A. W. Moyer, president of the Non- 
Retailing Co., and T. Wilson Dubbs, spent 
several days last week with the Pequea 
Club at its clubhouse on the Susquehanna 
River. Hamilton Herr, of the Non-Retail- 
ing force, spent his vacation in Philadelphia 
last week. 

James Trickett, of the finishing depart- 
ment of the Hamilton watch factory, 
formerly of Palmer, Mass., who was an 
aviator in the late war, has just received 
one of the honor medals which Palmer is 
awarding to the service men who went 
from that place to the war. 

Three foreigners employed as jewelers 
of the J. F. Appel Co., Lancaster, were ar- 
rested last week for robbing that firm of 
gold and silver, making it into jewelry and 
selling it. Constable Charles B. McGinley, 
of Hayti, near Coatesville, tripped up the 
thieves through purchase of jewelry by a 
man at Coatesville, who bought from them 
at different times, first as far back as last 
Christmas. It is believed the men _ stole 
much raw material, converting it into jew- 
elry and selling it. How long they pursued 
these operations is unknown. They sold 
their goods much cheaper than the jewelers 
oa The accused have been held for court 
rial, 

The J. F. Appel Co., manufacturing jew- 
eler, has secured the services of Miss Alice 
Malone as a designer. She is a graduate 
of the Philadelphia Art and Industrial 
School, and lately was an art instructor at 
the local Y. M. C. A. The firm has two 
other designers, Misses Laura Steigerwalt 
and Dorothy Miller. John M. Adams has 


just'been added to the traveling sales force, | 
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having recently left the Navy, after 18 
months’ service. The firm has received the 
contract for making 150 fine 14-karat gold 
medals, which the town of Mount Joy, Pa., 
will give to its service men of the war. 
Benjamin E. Herland, formerly with the 
H. S. Meiskey Co., has taken a position with 
the Appel company in the stone-setting and 
watch repairing department. 








Rochester, N. Y. 


Louis S. Wilks, manager of the P. Pres- 
ent Jewelry Co., is away on a two weeks’ 
vacation to Boston and New York City. 

Thursday, Sept. 11, a meeting of the 
Rochester Retail Jewelers’ Association will 
be held at Hotel Seneca. Dinner will be 
served at 6:30 P. M. 

Stanley J. Lane, of Scanlon & Lane, re- 
tail jewelers, 529 Centre building, has re- 
turned to business. Mr. Lane was with the 
33d Division and served six months in 
France. 

D. G. Erdle, expert watchmaker, has ac- 
cepted a position with E. J. Scheer to have 
charge of the watch repairing department. 
Mr. Erdle comes from Middletown, Conn., 
with very complimentary recommendations. 

Roy Present, of the Philip Present Co., 
is away on a four weeks’ business trip 
through the south and west. Mr. Present 
has recently returned from a visit to Ams- 
terdam where he went in the interests of 
the company. Max Lowenthal, of the same 
firm, will be in Cleveland and other cities 
in Ohio this week. M. Abelson is away 
calling on the trade in Pennsylvania. 

When Vincent D’Albo, jeweler, 442 
North St., took his. brother, Antonio 
Occhipinti, of 285 Hudson Ave., into part- 
nership some time ago, the latter man in- 
vested, it is stated, $2,000. He became dis- 
satisfied with the arrangement, claiming the 
business was conducted in a way to prevent 
his getting-any profit. The partnership was 
dissolved and at a meeting for adjustments 
of the proceeds held at the jewelry store 
on Monday night, Aug. 25, Occhipinti and 
his wife were present. After some conver- 
sation Occhipinti drew his revolver and 
fired at his brother, who stood behind the 
counter. Mrs. Occhipinti stepped between 
them and caught the first bullet in her right 
wrist. D’Albo got under the counter be- 
fore two more shots were fired and he 
escaped being hit. Mrs. Occhipinti was 
taken to the Homeopathic Hospital. Some 
of the small wrist bones were found broken. 
Occhipinti was taken to the city court Tues- 
day morning on a charge of assault in the 
first degree. Judge Kohlmetz adjourned 
the case until Aug. 29. 

J. E. Gildea, an engraver employed with 
a local house, was recently the victim of a 
bad check passer. The occurrence resulted, 
it is stated, through a transaction in the 
sale of a diamond ring worth $550. He 
had been dealing in a side line of jewelry 
received from M. Rosenbloom & Co. He 
met a man who claimed to be a representa- 
tive of a New York house who desired to 
buy a diamond. Gildea got a diamond ring 
from the Rosenbloom firm on memorandum 
which he claims that he sold to the New 
Yorker, receiving in payment a check on a 
New York bank.’ A request was made to 


have the check certified... The stranger took . 
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the check and it was assumed that when he 
returned it certified it was good. Gildea 
presented the check to the Rosenbloom firm. 
It was deposited in a local bank. On the 
following day the firm: was notified by the 
bank officials that the check was worthless. 
The man who had the ring left the city. 
Gildea was notified about the worthless 
check. As he declined to make it good the 
firm started suit against him for $580. 











The new Liberty Jewelry & Novelty Co., 
is now open for business at 534 S. 4th St. 


The business of L. C. Wiley at Irvington, 
Ky., has been purchased by C. E. Ivy, who 
has plans for remodeling the store. 


After spending 10 days in visiting Louis- 
ville and Cincinnati, with his wife, L. M. 
Solans, Providence, Ky., is back at work 
again. 

On Nov. 1 the Barter Jewelry Co., Mad- 
isonville, Ky., will move into a new store, 
which is now being remodeled for the 
company’s occupancy. 


A. M. Irwin, Owensboro, Ky., is opening 
a new store on the Public Square, remodel- 
ing an old building, and installing new fix- 
tures, cases, front, etc. 


V. E, Denham, Princeton, Ky., is spend- 
ing a two months’ vacation at Denver, 
where Mrs. Denham has spent the past two 
years on account of bad health. 


New store fixtures will be installed by 
William J. Betz, of Huntingburg, Ind., who 
will move into a room in the Huntingburg 
Bank building as soon as it is remodeled. 


William Foote, Lebanon Junction, Ky., 
who has been operating a small business 
from his home, has leased a building, and 
will shortly open a complete jewelry and 
optical store, 


L. Wechter, of the Radius Jewelry Co., re- 
cently toured to Chicago ifi a new automo- 
bile, but came back minus his car, which 
was stolen. He was insured, but at that 
will lose, as the policies do not cover fully. 


L. Ramms, of the Ramms Jewelry & 
Novelty Co., has been suffering from an 
old injury to his leg, and will shortly have 
an X-Ray examination made in an effort 
to locate the trouble. 


Charles Seiffert, representative of the 
George Katzman Co., Louisville, has re- 
turned from an excellent trip to western 
Kentucky and southern Indiana, and re- 
ports that jewelers are buying stocks 
freely. George Katzman and his son, 
Leslie G. Katzman, have returned from a 
vacation at Sulphur Wells, Ky. 


At Owensboro, Ky., Frank Pardon, one 
of the best known jewelers and opticians 
of western Kentucky, is remodeling his 
store, taking in 25 feet of additional space, 
putting in a new front, electric sign, fix- 
tures, etc. He took a two weeks’ vacation 
and visited stores in Evansville, Hender- 
son ‘ahd surrounding cities’in getting ideas 
to lay out, hig.qwn store. 
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Feature the SIX POSITION 
Adjustments 


—in your watch sales talks, your windows and news- 
paper advertising. 

You'll find this a very interesting point with your 
customer. 

He has read about watches and watches, but he 
comes to you for the greatest watch value. for his 
money. 

You can give it to him. 

So show him a SIX position watch. 

Take the BUNN SPECIAL, for instance. 

Tell him of its superior features, its accuracy and 
durability and its continued popularity with railroad 
men. 

Explain the various adjustments to him and tell him 
how they increase the cost and insure the timekeeping 
qualities of the movements as they grade up from tem- 
perature adjustments to three, five and six position 
adjustments. 

Then show him that with all this increased cost you 
can sell him a SIX position BUNN SPECIAL for 
no more than he’d have to pay for many five position 
adjusted watches. 

You can readily see the favorable impression you’ll 
make on your customer and his friends by giving him 
this superior watch value. 

Try this line of salesmanship for awhile and note the 
improvement in your watch sales. 








Illinois Watch Company 


Springfield 
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Chicago Notes. 





Louis H. Green, representing the Charles 
E. Hancock Co., left for a trip through 
Illinois. 

George H. Thomas, Heyworth building, 
has just returned from a trip to Minne- 
apolis and St. Paul. 

Miss Dorothy Martin, with Charles W. 
Willis Co., Edwardsville, Ill., attended the 
convention last week and remained in the 
city to visit the family of B. E. Hagamann, 
past president of the Illinois Association. 

William L. Little has accepted a position 
in Chicago with the George H. Fuller & Son 
Co., and will assist “Billy’ Lamb in some 
of the central and southern territory. He 
left last week for Cincinnati and a trip 
through the south. 

Capt. W. R. Martin, formerly on the Pa- 
cific Coast, was in Chicago last week after 
2% years in the regular army in France. 
Mr. Martin told his local friends that he 
was glad to be here and get back in the 
jewelry business once again. 

Webb C. Ball of Cleveland visited his 
son, Sidney Y. Ball, of the Norris, Alister- 
Ball Co., and incidentally visited the con- 
vention, where he learned how well his 
son was looking after the entertainment 
features that refle:ted so creditably on the 
reputation of the Chicago trade for hos- 
pitality. 

Claud Wheeler, the western manager of 
THE JEWELERS’ CiRCULAR, had the sympathy 
of his many friends in the trade, last week, 
owing to the operation which he had to 
have on his eye. Besides being extremely 
painful the operation almost incapacitated 
him all during the week of the convention. 
He was able, however, to get to his office 
and also to meet his friends in the con- 
vention hall. 

Milton S. Rodenberg, president of the 
M. S. Rodenberg Co., Providence, R. I., 
who are successors of Dunn & Rodenberg, 
is in town. Mr. Rodenberg states the new 
firm will continue the policies of the old 
firm. Their Chicago office, at 31 N. State 
St. will be in charge of Irving M. Fischer, 
who for the past five years has been in 
charge of their New York office. Mr. 
Fischer arrived here on Friday to take up 
his new duties. 

Of course the convention brought a large 
number of buyers to the city but they were 
welcomed more as friends than as custom- 
ers. Many of the jobbers representatives, 
as well as diamond men and jewelry sales- 
men spent time in talking to the regular 
customers and staving them off from ask- 





ing or demanding certain goods which were 
not to be had. Many of the out-of-town 
jewelers who came here for the first time 
in a year or more seemed to feel that the 
jobbers might help them get watchmakers 
and were sadly disappointed when they 
found what the condition was in Chicago. 

The arrest last week of a man said to be 
the owner of a garage on W. Jackson Blvd., 
marked the second day’s crusade against a 
bandit gang that has specialized in jewelry 
store robberies and auto stealing. Eight 
men and two women are already under ar- 
rest, according to Lieut. Patrick Hamilton, 
in charge of the auto detail. The last pris- 
oner taken the police claim was the fence 
for the gang. The police say he has dis- 
posed of 12 stolen cars .n the last few 
months. Besides a stolen automobile found 
in the garage the police also discovered a 
complete set of tools used in eradicating 
numbers on auto engines. The stolen ma- 


chine belonged to A. Feinberg, 5410 Prairie 
Ave. 
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Sol Wetstein left Tuesday, Aug. 26, for 
a trip north. 

G. A. Starke has left on his vacation, hav- 
ing waited until Fred Voth of the same 
office returned. 

E. B. Jacobs is driving to Chicago to 
spend a few days with Mrs. Jacobs, who 
is visiting there. 

Lee Loeb has just returned from a very 
successful trip. Mayo Loeb has also re- 
turned from an Ohio trip. 

Gus Peck left Monday, Aug. 25, for Mich- 
igan. John Selmeier, of the same firm, is 
planning to take a trip about the middle of 
September. 

Nora McMahon, Columbus, Tenn., called 
upon the A. & J. Swigart Jewelry Co. dur- 
ing the week and spent a few days in the 
city on a buying trip. 

Aaron McConnell, Harrison, O., stopped 
ever in Cincinnati while motoring home 
after a trip to Millersburg, Ky., where he 
visited his old home folk. 

Cohen, Hahn & Newstedt have filed a 
request for 100 baseball tickets to the 
world’s series, owing to the heavy demand 
received from their out-of-town customers 
who desire to come to:Cincinnati to see 
the Reds play this Fall. 

The heavy demand upon manufacturing 
jewelers for expensive pieces continues and 


there appears to be no let-up in sight. Re- 
tailers in the city and those dealing through 
local jobbers report heavy sales of both 
cheap and high grade materials. Labor.con- 
ditions have not changed during the past 
month as workers are still very scarce, forc- 
ing many plants to work overtime in order 
to fill their orders. 

Several out-of-town jewelers who came 
to Cincinnati on business during the week 
brought their wives with them. Among 
these were \Vm. H. Nuetzel, Rockport, 
Ind., and Ed. Owen, Greensburg, Ind., who 
were entertained by members of, Frohman 
& Co. during their brief stay. Other: visi- 
tors were: Otto Steurer, Memphis, Tenn.; 
Mr. Mackey, of the Mackey Jewelry Co., 
Valdosta, Ga.; J. B. Laramore, La Grange. 
Ga.; H. S. Werneke, Greencastle, Ind.; 
John A. Bender, Hamilton; C. E. Harner, 
Morrow; R. A. Gamble, ‘San Francisco, 
Cal.; J. W. Sherwood, Beattyville, Ky.; 
J. W. Waters, Bluefield, W. Va.; W. J. 
Taylor, Williamson, W. Va.; W. J. Crut- 
her, Holden, W. Va.; Schener Bros., Car- 
tersville, Ga.; Ed. H. Kahn, Somerset, Ky. ; 
C. S. Bissell, Birmingham, Ala.; George 
Deck, Blanchester, O.; R. Brand, Middle- 
town; N. T. Arnett, Pineville, Ky., and 
R. C. Williams, Indianapolis, Ind. ; 

Cincinnati jewelers are finding that the 
success of the baseball team representing 
the city is aiding them in business. Nathan 
Hahn, who just returned from the west, 
said that Cincinnati was getting a million 
dollars’ worth of advertising out of her 
pennant winning team. . Everywhere he 
went he said he found a swarm of people 
waiting for him after they had read the 
hotel register and learned where he was 
from. “I found business was easier to get 
when the buyer heard I was from Cincin- 
nati. However, there was one disadvan- 
tage,” said Mr. Hahn. . “I had to spend 
more time in every place I visited than I 
ever had before, because the buyers insisted 
on talking baseball for several hours, ask- 
ing about the individual players on the team 
and their respective abilities.” Other re- 
turning jewelers report the same thing from 
territories they visited, and the fact that the 
winning team is from Cincinnati has added 
thousands of dollars to the pockets of Cin- 
cinnati jewelers, they say. 








Carl Stocking, retail jeweler of Evans- 
ville, Ind., has returned from Rockport, Ind., 
where he visited his brother, John Stock- 
ing. who operates a pearl-button factory at 
that place. 

















George Durner, Sr., president of George 
Durner, Inc., retail jeweler, 745 3rd St., is 
back at his desk much refreshed by a two 
weeks’ vacation at Pewaukee Lake. Mr. 
Durner has not been in the best of health 
for several months but is feeling greatly 
improved after his rest. 

W. J. Boszhardt, president and treasurer 
of the Boszhardt-Possin Co., wholesale 
jeweler, Security building, is back on duty 
after spending a pleasant vacation touring 
Wisconsin with his family. Some time was 
spent at the home of Mrs. Boszhardt’s par- 
ents at Ft. Atkinson, Wis. 

The marriage of Alphonse M. Lang, a 
well known retail jeweler of Kaukauna, 
Wis., to Miss Louise E. Lehman of the 
same city was solemnized at Holy Cross 
Church on Wednesday morning, Aug. 20. 
Mr. and Mrs. Lang left for the West on 
their honeymoon and will be at home toa 
their friends after Oct. 1. 

Miss Gertrude Tennie, who has been at 
Seattle, Wash., for some time, has returned 
to Appleton, Wis., to become associated 
with the new jewelry store which her 
brother, Carl F. Tennie, is establishing in 
Appleton, to be ready about Sept. 15. Mr. 
Tennie was for many years connected with 
K. F. Keller & Sons of Appleton. 

A new retail jewelry store is being estab- 
lished in Milwaukee by William C. 
Schwanke, an expert jeweler, who has been 
in the employ of Archie Tegtmeyer, Grand 
Ave., and 4th St., for many years. Mr. 
Schwanke has taken a lease of one of the 
stores on the ground floor of the Empress 
Theatre building, 224-228 W. Water St., 
and expects to be open for business by the 
end of this week. 


Sergeant Ardin A. Longcroft, of the 
Longcroft Jewelry Store, Berlin, Wis., ar- 
rived home Aug. 22 after being in the mili- 
tary service nearly two years. He was 
attached to Depot Service Co. 84, A. S. C., 
and spent ten months overseas. Upon re- 
turning to the States he sutfered an injury 
to. his knee, which kept him confined to the 
base hospital at Camp Merritt for several 
months. Later he was transferred to Camp 
Grant, Ill, for final discharge, fully re- 
cuperated. 

Two well known men of the Milwaukee 
jewelry trade are now privileged to wear 
the “square and compass” of the Masonic 
fraternity. Alfred Fuchs, Jr., who is asso- 
ciated with his father at 1403 Green Bay 


Ave., received his Master Mason degree in . 


Excelsior Lodge on Aug. 27. A few days 
before, R. F. Weckerle, who represents the 
O. H. Bingenheimer Co., 308, Enterprise 
building, in the Wisconsin and northern 
Michigan territory, received like honors in 
the same lodge. 

Wiley L. Ballinger, 17 W. Main St., Madi- 
son, Wis., left Aug. 24 on a two weeks’ 
business trip through the eastern markets. 
One of the objects of his errand is to pur- 
chase a large four-dial street clock which 
he will install at the curb in front of his 
store, which is located on Capitol Sq., fac- 
ing the main entrance to the new $8,000,000 
State capitol byilding. Mr, Ballinger is 
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just completing extensive remodeling work 
which embraced also a considerable en- 
largement of his store. 

The. Northern Optical Co., Green Bay, 
Wis., has been incorporated with a capital 
stock of $25,000 and will engage in the 
wholesale business. The organizers are 
Joseph Bellin, W. T. Hagan and E. W. 
Duperrault, who will be general manager. 
Mr. Duperrault was for many years con- 
nected with the Federal Optical Co., now 
the E. E. Thomas Optical Co., Security 
Bldg., Milwaukee, as chiet buyer and stock 
man. He returned recently after more than 
a year’s service in the United States Army. 

Wisconsin retailers who visited the man- 
ufacturing and wholesale houses in Mil- 
waukee during the week included the fol- 
lowing: Julius Jappe, Racine; E. Starkey, 
Waterford; W. E. Trauger, Racine; J. B. 
Kimball, Waukesha; O. C. Boelte, Colum- 
bus; Ernst Wegner, Beaver Dam; M. 
Schneider, of Schneider Bros., Burlington; 
Wiegand Bros., Racine; Wm. F. Notbohm, 
Oconomowoc; Robert Nacoll, Kenosha; 
E. M. Potter, Muscoda; R. B. Donaldson, 
La Forge; Mrs. J. Bakken, Jefferson; L. 
Mroz, Crystal Falls, Mich. 

James A. Fetterly, secretary of the Retail 
Division, Milwaukee Association of Com- 
merce, and manager of the Milwaukee Re- 
tail Credit Bureau, was elected president of 
the newly organized association of retail 
credit bureau executives formed during the 
national convention of the Retail Credit 
Men’s National Association in St. Paul. 
“The unanimous report of visitors to the 
convention was that retail trade has never 
been so good as now; that collections are 
excellent and the losses from bad debts 
average less for the first eight months of 
1919 than for any similar period in the 
knowledge of credit men. 


The wholesale jewelry trade of Mil- 
waukee was well represented on the 
short trade excursion made by the 


Jobbers Division, Milwaukee Association 
of Commerce, Aug. 27-29. The ob- 
jective of the tour was Wausau, Wis., 
where the annual Marathon County 
fair was held during the week. A stop also 
was made at Grand Rapids, Wis. The Mil- 
waukee jobbers made a tour of one week 
in June each year and this year it was 
deemed advisable to make an auxiliary trip. 
Like on the “big trip,” the Wausau tour 
was made by special train carrying 100 
heads of local wholesale houses. 

Residents of the West End of Appleton, 
Wis.. were aroused one evening recently 
by the report that the jewelry and optical 
store of Wm. H. Hackleman, 1009 College 
Ave., had been robbed. It developed that 
a patrolman noticed a window in the rear 
of the store open, and the drop light over 
the safe extinguished. He reported to Mr. 
Hackleman at his home. The window, 
which has bars on the outside was left 
open because some fixtures had been var- 
nished, while the light was out because Mr. 
Hackleman had not turned it on, as cus- 
tomary. The story of attempted robbery 
gained much credence, especially after ex- 
cited neighbors insisted they heard five re- 
volver shots fired. 








P. W. Lyons, Poughkeepsie, N. Y., has 
moved to Danforth, Me, 
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Omaha. 

Fred. Brodegaard has gone to Kansas to 
look after his oil well properties. 

George Ryan has gone to the lakes in 
Minnesota for a two weeks’ vacation. 

The L. A. Bersee jewelry store, Chappell 
was broken into last week and $200 worth 
of merchandise taken. 

C. L. Calign, with the T. J. Bruner Co, 
Inc., ha sreturned from a successful business 
trip in northern Jowa. 

J. M. Washburn, with the Byrne Duf 
Jewelry Co., Inc., has returned from a trip 
through Minnesota and South Dakota, 

T. J. Bruner has telegraphed from Los 
Angeles, Cal., that it will be impossible to 
return home until Sept. 5 on account of the 
railroad strike. 

T. L. Combs returned from the A, N, 
R. J. A. convention at Chicago last Satur- 
day morning and left Saturday evening for 
Mitchell, Neb., on Masonic work. 

The store of Koutor Bros., Humboldt, 
who have a branch store at New Raymer, 
Colo., was entered by burglars last week 
and articles valued at $1,000 taken. 

Ed. B. Fanske, of Pierce, State secretary 
of the Nebraska Retail Jewelers’ Associa- 
tion, was in Omaha last week on his way 
to Chicago, to attend the A. N. R. J. A. 
convention. 

Henry Copley, accompanied by his wife 
and daughter, has returned from a_ four 
weeks’ trip to Glacier Park, Mont. One 
night, while camping about ten miles out 
in the park, a big bear made his appear- 
ance, and not one in the party ventured 
to sleep that night. 

Out of town jewelers in Omaha last week 
included C. G. Texley, Neuman Grove; 
J. D. Redman, Walnut, Ia.; F. A. Howe, 
Spencer, Ia.; I. Goldberg, Lincoln; John 
Morris, Carson, Ia.; Gus Linder, Oakland, 
Ta.; W. L, Schultze, Atkinson; E. E. Free- 
man, Oakland, Ia.; A. R. Kokes, Tekamah; 
Mrs. J. C. Graves, Humphreys; John Levin, 
Waho, O.; A. E. Anderson, Broken Bow; 
O. H. Godsley, Herman; R. H. Hillhouse, 
Elliot, Ia.; E. R. Jenkins, Gibbons; W. H. 
Reeves, Onawa City, Ia.; D. H. Webster, 
Hebsson; John Herre, Fremont; W. H. 
Evans, Red Oak, Ia.; P. Calleran, Spalding; 
William Kusel, Hooper; J. K. Frisbee and 
wife, Murdo, S. Dak.; Phil Folsom, Ash- 
land; W. H. Pohl, Harding; F. Dietz, 
Scribner; M. L. Hastings, Central City. 








In the cases of Mills vs. W. T. Grant 
Co. and another plaintiff against the same, 
recently decided by the Supreme Judicial 
Court of Massachusetts, it appeared that 
the plaintiffs, who went into the defend- 
ant’s store in Lynn to buy Christmas pres- 
ents, were accused by a store detective 
employed by the defendant of having stolen 
some beads from a counter. This accusa- 
tion was reiterated by the manager of the 
store in the presence of others. The 
plaintiffs brought suits for slander against 
the corporation owning the store. The 
judge presiding at the trial instructed the 
jury that if it found that the servants oF 
agents of the corporation did the acts com- 
plained of in the course of their employ- 
ment, the corporation was responsible, and 
the Supreme Court held that the ruling 
was correct. 
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Monroe Ewing, Ridge Farm, IIl., drove 
over in his machine last week for a few 
days visit with relatives in Broad Ripple, 
a suburb of Indianapolis. 

Henry W. Wilson, a jeweler of Linton, 
Ind., has rounded out a quarter of a cen- 
tury in one window. He began repairing 
watches and clocks in 1894 and up to date 
it is said that he has repaired more than 
15,000 watches and clocks. 

Among the out-of-town jewelers in the 
city during the last week were J. I. Kiser, 
Muncie; August Anderson, North Salem; 
Ernest B. Eakins, Russiaville; J. C. Dale, 
Morgantown; W. W. Dale, Martinsville; 
J. E. Rohrer, Bloomington, and A. T. 
Woods, Kirklin. 

A package containing diamonds valued 
at $50,000 was accidentally left at the 
jewelry store of Haseltine Bros., Kokomo, 
Ind., by a New York salesman, who did 
not discover that the gems were missing 
until he was at the railroad station ready 
to depart. He was in a dilemna until he 
got back to the store, where he found that 
William Haseltine had picked up the pack- 
age from a counter and placed it in the 
safe. 

I. C. Dunlap, Elwood, was in the city 
recently making final calls on local whole- 
salers before moving into his new location 
at Elwood. The new store will handle a 
complete line of phonographs, and to 
properly care for this part of the business, 
Mr. Dunlap had five new demonstrating 
booths and a concert hall erected. When 
completed the store will be one of the most 
modern and complete stores in that part of 
the State. 

The sales force of Goodman & Co. is 
out on the road again. John McKinney is 
covering Michigan territory, J. Goodman 
is in Indiana and Morris Goodman is taking 
care of Iowa. From orders and reports 
that come in, it appears that the enormous 
volume of business among retailers will 
show no signs of dropping off for quite 
some time to come. Barney Jaffe and 
E'mer Sussman are two recent additions 
to the already large staff of the Goodman 
concern. 


In order to give the right kind of atten- 
ticn to the increasing volume of city busi- 
ness, Louis Bowman, of I. Grohs Co., is 
keeping close to. Indianapolis this week. 
With State Fair week coming soon he ex- 
pects to be able to get out in the territory 
for an extended trip. Fred Rosnagle, city 
salesman for the company, reports local 
business growing to such an extent that he 
is experiencing a great difficulty in getting 
enough goods ts fill orders. In order to 
expedite matters in the bookkeeping de- 
partment of the store, Miss Ruth Racobs, 
an old employe of the company returned to 
lend her assistance until the rush subsided. 

Extensive alterations are being made for 
the Rite Jewelry Shop, 43 S. Illinois St. 
A second story which will be added will 
double the present floor space. The floor 
will be given over to clocks, cut-glass ware, 
ivories and specialties. It is also the in- 
tention of the shop to add a complete line 
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of phonographs, and to this purpose demon- 
strating booths and show rooms will be 
built. Besides a central stairway. leading 
to the floor above, the shop is installing an 
elevator. To increase the lighting possi- 
bilities, the middle of the second floor will 
be in the form of a rotunda. New and 
distinctive features incorporated in the 
general scheme of alterations will make the 
Rite Shop one of the best looking jewelry 
stores in the city. E. O. Denny, who has 
been with the company since the middle of 
June, is the manager of the store. 








Mrs. C. Ploesser, bill clerk of the A. R. 
Brooks Mercantile Co., Inc., is confined to 
her home by illness. 

F. W. Hoyt, president of the F. W. Hoyt 
Jewelry Co., Inc., has returned from a two 
weeks’ business trip to New York. 

Lawrence Oberting, traveling salesman of 
the St. Louis Clock & Silverware Co., left 
last week for his territory of Arkansas and 
Tennessee. 

J. F. Bolland, vice-president of the Jno. 
Bolland Jewelry Co., Inc., has returned, fol- 
lowing a month’s visit with his mother and 
sister at their Summer home, Spring Lake, 
N. J. 

A. O. Grimes, salesman of the Hess & 
Culbertson Jewelry Co., is spending his va- 
cation at Walloon Lake, Mo. Arnold Appel, 
also of this company, attended the jewelers’ 
convention in Chicago, last week. 

William Stock, house salesman of the 
James J. Burke Jewelry Co., returned to 
work this week following his recovery from 
illness which had kept him bedridden for 
siz months. He had-been stricken with in- 
fluenza and later complications developed. 

Alonzo Douglas, watchmaker of the A. 
R. Brooks Mercantile Co., Inc., is spending 
a 10 days’ vacation with his parents at their 
home in Steeleville, Ill. He made the trip 
by automobile. Mr. Douglas returned to 
St. Louis recently from 25 months’ service 
in the army, 13 months of which were spent 
in the A. E. F. 

An imported French clock, valued at $50, 
was stolen from a room in the Laclede 
Hotel, according to a report of John Hof- 
ferkamp, clock repairer, to the police. Hof- 
ferkamp said he had been commissioned to 
tepair the clock by Rev. D. M. Skilling, 
of Webster Groves, but that on his return, 
the store where he is employed, was closed, 
and he went to the hotel to spend the night. 
He left the room for two hours, and on his 
return the clock was gone. 

Frank J. Liebke, of St. Louis County, 
has been summoned to appear in the Clay- 
ton Circuit Court Sept. 2, to explain why 
he cannot pay a bill of $425 to the Mermod, 
Jaccard & King Jewelry Co. This amount 
is a balance on an account of $625, which 
included a diamond, ruby and _ sapphire 
“preparedness button,” purchased April 26, 
1917, and a diamond and sapphire ring 
purchased May 23, 1917. Other items were 
a $60 gold watch, a chop set, a carving set 
und watch repairs. Liebke filed a general 
denial that he owed the bill,*but failed to 
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appear in court when the case was ealled, 
and judgment for $444.11 was entered 
against him. The sheriff was unable to 
find goods to satisfy the judgment, and 
Liebke was ordered to appear to be ex- 
amined as to his ability to pay the claim. 
He again failed to appear, and an attach- 
ment to compel him to answer the court’s 
summons was issued. 

Out-of-town visitors in the St. Louis 
trade last week were: W. W. Largent, 
Portageville; Jacob Bersche, Waterloo, IIl.; 
Paul W. Becherer, Belleville, Ill.; John 
Schmitz, and his buyer, Miss McInerney,’ 
Parsons, Kans.; Mr. and Mrs. W. I. Sid- 
well Charleston; George Young, Moberly; 
George Porth, Jr., Jefferson City; G. E. 
Ellis, Johnston City, Ill.; John M. Gerry, 
Eldorato, Ark.; O. H. Halleman, Owens- 
ville; Gus Klocke, Gillespie, Ill.; B. Gott- 
helf, Vicksburg, Miss.; W. R. Price, Mt. 
Vernon, IIl.; Albert Amant, Chandlerville, 
Ill, and D. B. Van Huffle, Wentzville. 








Pacific Northwest Notes. 





The Walters Bros.’ baseball nine, known 
as the jewelers’ team, suffered defeat from 
the Inter-City nine on the Whitman field 
last week by a score of 6 to 5. 

Extensive improvements are being made 
in the store of Royal M. Sawtelle, Pen- 
dleton, Ore. Mr. Sawtelle is vice-president 
of the Oregon Retail Jewelers’ Associa- 
tion, 

Mr. Fisk, who is conducting a jewelry 
store in Coulee City, Ore., visited the town 
of Echo recently with a view to securing 
an establishment and engaging in the same 
line of business in that place. 

The Portland, Ore., office of A. I. Hall 
& Son received a visit re ently from Ben 
Levy, dealer of Newman, Cal., who was 
on a vacation trip to the northwest. Mr. 
Sinclair of the Hall staff, after calling on 
the trade in Portland and vicinity, has pro- 
ceed to Seattle, Wash. 

Ernest A. Wright has engaged in busi- 
ness in Cashmere, Wash., having pur- 
chased the stock of the late D. E. Graves 
and secured the same location. Mr. 
Wright and family moved from Ephrata, 
Wash., where they had resided for sev- 
eral years. Before coming west Mr. 
Wright was engaged in the jewelry busi- 
ness at Hartland, Me. 

The store of M. Jacoby, at 326 Wash- 
ington St., Portland, Ore., was among 
the places visited a few days ago by a 
woman forger. She did not meet with 
such good success there, however, as she 
did at two or three other places. The pro- 
prietor became suspicious when she wrote 
him a check for $250 on the Bank of Cali- 
fornia to pay for two diamonds which she 
had selected. He objectéd to taking the 
check without identifying the purchaser. 
She replied, “Oh, very well, take the check 
to the bank and cash it, and I will return 
later for the diamonds.” She left the 
check in his hands, but did not return for 
the stones. The bank had no record of a 
“Mrs. Frank Evans,” as the check was 
signed. The woman was described as 
being about 25 years of age, of dark com- 


plexion, medium height and weighing 
about 118 pounds. She was dresesd in 
black. 
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S. Mizuno, Brawley, is here for a few 
days. 

L. L. Bridge, Porterville, has returned 
home. after a short stay here. 

S. E. Burrows motored here recently 
from Imperial in company with his family. 

E. Bastheim is home after several weeks’ 
sojourn at Catalina Island with his family. 

Mr. Pollock of Riverside is about to leave 
on a trip east with his family, to be gone 
about 60 days. 

L. Rosenthal, Miami, Arizona, has been 
here getting new merchandise for the store 
he is opening at Globe. 

R. G. Gilholm, watchmaker with Dayton 
& Lee, has been suffering from heart trouble 
and has discontinued work for the present. 

W. T. Thompson, head of the watch de- 
partment of Brock & Co., who has been 
laid up for several weeks with ill health, is 
back again in the store. 

R. B. Wilson, San Bernardino, has been 
forced to close his business until his new 
store is ready for occupancy, which will be 
probably about Sept. 10. 

Walter Marble, representing several east- 
ern lines, is here accompanied. by his father 
and other friends, who are spending some 
time visiting southern California. 

William T. Burkhart, 506 Title Guarantee 
building, has returned from San Francisco. 
His visit was so successful that he is plan- 
ning to start back there again soon. 

Earl McCarroll and R. W. Herzog of the 
Southwest Turquoise Co. have returned 
from an outing spent at Forest Home, 15 
miles east of Redlands, in the mountains. 

Nathan Feder, El Paso, Texas, is in Los 
Angeles on a buying trip. He expects to 
move into a new store about Jan. 1. Mr. 
Feder was formerly in business on Broad- 
way, this city. 

George Goldberg, representing Unter- 
meyer & Robbins Co., New York, is here 
calling on the trade. He has just recovered 
from a slight illness which he suffered in 
San Francisco. 

Walter Butler, of the E. W. Reynolds Co., 
recently suffered ‘severe affliction through 
the sudden death of his father while on a 
motor trip. Mr. Butler has the sincere sym- 
pathy of many friends. 

F. E. King, who recently retired from the 
diamond department of Feagans & Co., has 
started in for himself as a diamond broker. 
He has taken an office at Room 1022, Cali- 
fornia building, 205 S. Broadway. 

H. S. Huff, Orange, has moved and is 
getting settled in his new store. Mr. Baab, 
optometrist, formerly with the Southwest 
Optical Co. in this city, is taking charge of 
the optical department in the store. 

Newton Moore has returned from his 
motor trip north. He went as far as Oak- 
land and San Francisco, and returned by 
the way of Santa Cruz, Monterey and Santa 
Barbara, visiting the big-tree grove at Santa 
Cruz en route. 

George E. Feagans, of Feagans & Co., is 
on a trip east, expecting to be gone until 
about Oct. 1. He stopped in Chicago and 
will also attend the meeting of the A. N. R. 
J. A. While in New York he will be at the 
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Prince George Hotel, 28th St. and Fifth 
Ave. 

Carl Sischo, of the firm of C. F. Sischo & 
Sons, 804 Title Guarantee building, whole- 
salers of jewelers’. supplies, is making a 
business trip through southern California. 
This firm reports a very good demand for 
its merchandise. 

Joseph R. Brilliant, of the Joseph R. Bril- 
liant Co., 506 Title Guarantee building, is 
home after a _ successful business trip 
through southern California and intends to 
start early in September on a trip through 
Arizona, New Mexico and Texas. 

Mr. Mitchell, manager of the jewelry de- 
partment of Smith Bros., Visalia, has fully 
recovered from the serious surgical opera- 
tion which he underwent and has been 
some time visiting in various places of 
Southern California. He was accompanied 
by his wife. 

J. P. Tait, 329 W. 7th St., came home 
from his hunting trip with the carcass of a 
four-point deer which weighed 145 pounds 
dressed, and which he shot in the moun- 
tains in the vicinity of San Jacinto. All 
the people is his store, including the optical 
department of Fuller & Brown, received 
portions of the venison. 

Merchandise valued at $400 was taken 
from the Redondo Lapidary & Curio Co. in 
the Pavilion building at Redondo a few 
nights ago. A window in the Redondo 
Bazaar nearby was also broken, but no 
property is missing. The articles taken 
from the curio company were mostly jew- 
elry. The robbery was not discovered until 
William Kerrns, proprietor of the store, 
opened the place. 

The following out-of-town jewelers have 
been in Los Angeles recently: Aifred Wil- 
liams, Needles; C. E. Perham, San Pedro; 
E. M. Sieglitz, Calexico; Frank Frey, Braw- 
ley; Charles Ellis, Brawley; Alonzo de Jes- 
sop, San Diego; A. A. Goodyear, Santa 
Paula; J. H. Woolard, Whittier; Benjamin 
Hartfield, Anaheim; J. H. Padgham, Santa 
Ana; A. Protsch, Redondo; F. F. Daunt, 
Merced; William Baird, Yuma. 

T. B. Buchan, head of the manufacturing 
department of Brock & Co., is home after 
a motor tour in the north, including a visit 
to the Sequoia National Park. He was ac- 
companied by his family. M. P. Campbell, 
head of the repair department, has now gone 
on a trip to San Francisco. E. O. Fleek, of 
the same company, who has been camping 
on the beach at East Newport, has returned 
to the store, leaving his family at the beach 
for the present and going down Friday 
night to remain over Saturday and Sunday 
with them. 


J. G. Donavan of the Donavan-Seamans 
Co. is home again after a week spent at 
Pinecrest in the San Bernardino moun- 
tains. He was acompanied by Mrs. Dona- 
van and their little son. He reports having 
had an exceptionally pleasant outing. There 
was considerable excitement at the hotel, 
however, while he was there, when a fire 
broke out in the forest nearby. Mr. Dona- 


van rushed out with others to fight the fire 
which was finally controlled after it had 
swept over about three square miles and 
destroyed a large amount of timber. 

Carl Entenmann, of the Carl Entenmann 
Jewelry Co., is home after an absence of 
eight weeks. 


He first attended the conven- 
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tion of the American Gymnastic Association 
at Louisville, Ky., and afterward Visited St 
Louis, Chicago, New York, Washington, 
Providence, Buffalo, Niagara Falls, Detroit, 
Milwaukee, St. Paul, Minneapolis, returning 
thence by the way of the Canadian Pacifi 
Railway throug: Vancouver and then home 
stopping at Seattle, Tacoma, Portland and 
San Francisco. He reports having had a 
very satisfactory and enjoyable trip, gaining 
several pounds in weight during his absence 

A man who gave the name of Andrew 
MacDonald and his age as 34 years was 
arrested a few days ago by the Pinkerton 
agency as representatives of the Jewelers’ 
Security Alliance in co-operation with De- 
tective Sergeant Moore on a charge of the 
theft of goods recently taken from the win- 
dows of O. L. Wuerker, 229 S. Spring St, 
July 3; Walton & Co., 422 S. Broadway, 
July 17; J. Abramson, 404 S. Broadway, 
Aug. 5. The clew which resulted in the 
arrest was the number on a watch stolen 
and found in a pawnbroker’s office. The 
prisoner is said by the detectives to have 
confessed all these robberies, and practically 
all the goods have been recovered except 
two watches. At the preliminary hearing 
he was bound over and is now in the county 
jail. But little is known of the history of 
the man. His left arm has been amputated 
below the elbow, and he wears an artificial 
arm. 








Pacific Coast Notes. 





Clarence Rozell is opening a store at 
Compton, Cal. 

C. Duncan has opened a place of busi- 
ness at Kelseyville, Cal. 

The Kelly & Beze Co., San Diego, Cal, 
has sold its jewelry cases to L. L. Gilman. 

A new store has been opened in Moun- 
tain View, Cal., by T. Cruse. It is situ- 
ated in the old Kleckner building on Cas- 
tro St. and presents a very inviting ap- 
pearance. 

F. R. Brophy, who recently associated 
himself with Geo. F. Blakeslee in business 
at Tonapah, Nev., was in Manhattan, a 
neighboring town, last week looking for a 
location for a branch store. 

R. A. Moore has sold his store on N. 
Broadway, Santa Maria, Cal, to L. E. 
Vaughn of Los Angeles. The new owner 
has also purchased a home in Santa Maria 
and will move his family there. It is his 
plan to enlarge the store and increase the 
stock. 

E. T. Callihan, a former resident of 
Davis, Cal., visited the town recently, ac- 
companied by Mrs. Callihan, at which time 
he secured a location for a jewelry estab- 
lishment. He closed out his offairs there 
and went to San Francisco during the war, 
intending to enter the air service. He 
was not called, however, and has since 
been employed in the metropolis. When 
in Davis he announced he would return 
about Sept. 15 at which time he will open 
the new store. 








The Moreau jewelry shop has been estab- 
lished at 202 Moore Burnett building, 
Houston, Tex., by S. Moreau. He has 
equipped his shop with the latest machinery 
and is drawing his trade mostly from out- 
of-town jewelers. 











William Hofmann, of Heeren Bros. & 
Co., spent last week in the east on business 
; concern. 

—. Gluck, of the Pittsburgh Watch & 
Metal Co., left last week for a business trip 
to Chicago, Cincinnati and St. Louis. 

Harry and Hyman Landaw, of Landaw 


Bros, are in New York on business for. 


that house and also spent some time in 
Atlantic City. S. J. Landaw, the senior 
member of the firm, is home from a trip 
to Canada. 

W. S. Bickert, who is the head of the 
Pittsburgh house of the I. Ollendorff Co., 
recently returned from a trip to Europe, 
carrying him through Switzerland and a 
part of France over which the world’s 
troops fought. Mr. Bickert paid a visit 
to Belleau Wood, Hill 104, where the big 
push began, and also to Rheims. 

Henry Terheyden was severely poisoned 
recently from eating tomatoes. He bought 
some at his home from a farmer and they 
looked good. He ate heartily, and two 
days later his hands began to swell badly, 
and a physician had to be called. Too 
much acid affected him, but Mr. Terheyden 
has about recovered from his peculiar ex- 
perience. 

Jewelers and cut glass ware dealers will 
be interested in the announcement that the 
annual glassware and pottery men’s con- 
vention and show will be held in Pitts- 
burgh during January, the Fort Pitt Hotel 
having ,been obtained for that purpose. 
Several floors will be used to make the dis- 
plays that will be made and which will 
be one of the largest in the history of the 
association in charge. ° 

Settlement of the street car strike, which 
lasted for two weeks, was good news to 
jewelers, for it greatly interfered with busi- 
ness during its progress. Some of the 
_ jewelry establishments allowed their em- 
ployes extra car fare because of the in- 
creased sums they had to pay to get to and 
from work. The automobiles and busses 
did a large business at 25 cents a trip and 
some stores very generously made this up. 

A complimentary dinner is to be given 
Monday night of next week to Col, Frank- 
lin Blackstone of this city, the newly 
elected president of the National Associa- 
tion of Retail Credit Men. J. Loughrey 
Roberts of the John M. Roberts & Son 
Co., is chairman of the entertainment com- 
mittee, having the matter in charge, as- 
sisted by a special committee composed 
of J. R. Jackson, W. H. Leonard and 
Edward C. Sykes. The affair is to be made 
an elaborate one, because of the signal 
honor that has come to: Pittsburgh by his 
election and because also Colonel Black- 
stone is the president of the Pittsburgh 
association. 

An attempt was made last week to rob 
the store of S. Gallinger, Jr., 929 Liberty 
Ave. by a 15-year-old boy, who gave the 
name of Joseph Narr and who, the police 
say, was arrested about six months ago for 
trying to rob a drug store. The boy was in 
the act of crawling out of a window when 
Secret operatives of a protective agency, 
who had been warned by his breaking in, 
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arrived on the scene. He had forced a rear 
transom and the automatic burglar alarm 
had summoned officers to the place. This is 
the second or third attempt that has been 
made in the last year or two to rob this 
store, but the efforts of the thieves never 
prove successful. 

News of the death of J. C. Sharer, Alli- 
ance, O., and his wife, as a result of being 
poisoned at a dinner given at the Canton 
Country Club last week, in which six per- 
sons lost their lives because of eating poi- 
soned food, was received in Pittsburgh with 
much regret. The funeral of Mr. and Mrs. 
Sharer was very sad. Both were buried in 
a double grave, their death following. within 
a few hours. Mr. Sharer was one of the 
best known merchants of that section of 
Ohio and his untimely death was a shock 
to his acquaintances in this city, where he 
was so well known. It is not known how 
the party of friends invited to the dinner at 
which they lost their lives were poisoned, 
but an investigation is being made by the 
authorities. Other persons are expected to 
die. 








Harrisburg, Pa. 


Despite the present high living costs, the 
jewelry business and especially the sale of 
diamonds is flourishing. This is according 
to local jewelers who were interviewed 
here. For the past few years diamonds 
have been rapidly rising in price, and, as 
one Harrisburg dealer said, the time is 


not far off when a single carat gem will - 


be valued at $1,000. 

Captain Ross H. Boas, son of Jeweler and 
Mrs. C. R. Boas, State St., arrived at New 
York, Aug. 30. His parents received a 
wireless message from him stating that he 
was on board the Orizaba, Mrs. Boas and 
her daughter, Mrs. Robert A. Boll, left for 
New York and Mr. Boas will join them. 
Captain Boas won distinguished honors on 
the fighting front and was awarded. the 
D. S. C. for bravery. He is in command 
of Company B, First United States Engi- 
neers, First Division. He sailed for France 
in August, 1917, and has recently been with 
the Army of Occupation on the Rhine. He 
saw much hard fighting on the Marne and 
in the Argonne, going over the top repeat- 
edly with his unit as infantry. He es- 
caped with a slight leg wound. Captain 
Boas, before entering the service was em- 
ployed in the metallurgical business in 
Utah and Nicaragua and is a graduate of 
Lafayette College. 

A. C. Bischoff, formerly with Edwards 
& Le Bron, Chattanooga, Tenn., and for the 
past six months with P. G. Diener, the 
Hall Mark jeweler, as foreman of the 
jewelry repair shop, has resigned and start- 
ing with Sept. 1 will be associated with 
his father in the newly reorganized Trade 
Repair Shop of Charles Bischoff & Son Lan- 
caster, Pa. Mr. Bischoff will be succeeded 
by Marshall D. Comp, who has recently re- 
turned from service overseas. Mr. Comp 
was a member of the Diener repair force 
prior to his enlistment in the Governor’s 
Troop of Pennsylvania, May 24, 1917. He 
received training at Camp Hancock, Augus- 
ta, Ga., and sailed for France with the 28th 
Division, May 19, 1918. Mr. Comp engaged 
in numerous battles, being gassed at Fismes, 
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in the battle of Vesle. After a year’s serv- 
ice in France, he returned to the States and 
was discharged May 16, last returning to 
his old position at Diener’s in July. 

I. A. Weaver and O. W. Criswell, two 
members of the watch repair department of 
the R. G. Diener store, who enlisted in the 
mechanical division of the Aviation Corps, 
on the same day, March 15, 1918, have been 
honorably discharged ana are once again 
filling their old positions. They received 
their first training at Kelly Field, San An- 
tonio, Texas, and were then separated, Mr. 
Weaver being transferred to Taylor Field, 
Ala., and Mr. Criswell to Wilbur Wright 
Field, O., and later to Mineola, Long Island. 
Mr. Weaver has been made foreman of the 
newly remodeled and enlarged repair de- 
partment. Harold E. Eckert, another mem- 
ber of the Diener force, who enlisted, is 
again with the old firm. Mr. Eckert was 
a member of the salesforce at the time of 
his enlistment on April 13, 1918, in the 
United States Marine Corps. He received 
his recruit training at League Island Navy 
Yard, Philadelphia, Pa., was transferred to 
the Signal Battalion at Paoli, Pa., and later 
to Headquarters Co., 11th Regiment, Naval 
Proving Grounds, Indian Head, Md. In 
November the regiment wus transferred to 
the Overseas Depot, Quantico, Va. Mr. 


Eckert was discharged in February, 1919, 
and returned to his old position shortly 
afterward. 











R. T. Ferguson, Front and York Sts., 
was in attendance at the A. N. R. J. A. 
convention in Chicago last week. 

John Scherer, a watchmaker who has 
been employed for a number of years by 
F. E. Schurman, of 137 N. 6th St., will 
leave shortly for Switzerland. Mr. Scher- 
er’s trip is to recover his health which has 
been impaired for some time. 

Jewelry valued at $500 was stolen re- 
cently from the store of Charles M. 
Schlack, 520 Main St., Darby. The thief 
hurled a brick through a plate glass store 
window and escaped after he had taken 
mest of the goods on display. The loot in- 
cluded seven gold watches, eight bracelets, 
twelve scarfpins, cuff links and tie clasps. 
The police are investigating, but have so 
far found no trace of the thief. 








A former salesman for the Keystone 
Jewelry Co. of San Francisco, Cal., is under 
arrest in the Bay City on an indictment re- 
turned by the Multnomah county grand 
jury last January, charging him with larc- 
eny by bailee. Back of this simple state- 
ment is a story of alleged abuse of friend- 
ship followed by a pursuit that extended 
all over the United States and into Canada. 
Deputy Sheriff George Hurlburt will bring 
Martin back to Portland to face trial. Ac- 
cording to the indictment another salesman 
for the company had advanced the man $400 
to help him start in business for himself. 
He is. alleged to have told her he had a 
chance to buy a substantial interest in the 
“Myers Jewelry Co.,” Oakland. Investiga- 
tion developed that no such store existed, 
it is charged. 
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Blending Siyle with Accuracy 


watches. And their beauty is not in thin- 
ness alone but in artistically designed cases, 
dials and hands blended harmoniously into 
a timepiece of refined distinction. 


IRST OF ALL, you want your watch 
to have accuracy; a watch whose truth- 
ful timetelling you can match against any 
watch with which it will ever be compared. 


To get such a time-keeper, however, many 
men believe that it is necessary to accept a 
bulky, heavy, inartistic watch. There was 
a time no doubt when this was true but 
the South Bend Chesterfield Extra-Thin 
Watch has changed that condition. 


In the Chesterfield models we offer you 
watches of graceful thinness, yet even more 
accurate than many heavier less beautiful 


There is a variety of styles from which to 
select, yet each is individual in appeal. Any 
South Bend watch will be fitted with our 
improved Da-Nite LuMAnous Dial, if de- 
sired, at a slight extra cost. 


If you are to own a Chesterfield this.year 
you must see your jeweler immediately, for 
the demand greatly exceeds our increased 
production facilities. 


SOUTH BEND WATCH CO. SOUTH BEND, IND. 
Jor Years. Makers of Standard Railroad “Watches 


South Bend 


TheWatchwith the Purple Ribbon 





This is an exact reproduction, in smaller size, of the full page South Bend 
Watch Ad. which will appear in the “Saturday Evening Post’ September 13 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tur 
Jewevers’ Circutar regarding any advantageous 
device or plan which they are utilizing in con- 













nection with their business. 
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HERE are three main sources” from 
which a jeweler may secure additional 
capital to finance his business. These are 
as follows: 

1, By ‘selling something for cash or its 
equivalent. 
2. By borrowing from the bank or some 


other. 

3. By taking others into the business 
who have capital. 

This statement has been made up for 
the purpose of demonstrating the value of 
the bank to the retail jeweler’ and was 
prompted by the receipt of the following 
letter : 


Editor Storekeeping Department, 
THE JEWELERS’ CIRCULAR: 

If you would furnish me some knowledge 
as to how the banks determine the amount 
of money a merchant can borrow on his 
note, I would greatly appreciate it. The 
most I have borrowed is $400. i 

With the average bank, how much bank 
balance should a merchant carry, and how 
much annual business should he do in order 
to borrow $1,000. 

By spending that amount I could im- 
prove the appearance of my store 100 per 
cent, as at present I am only using one- 
half of the space that I’m paying rent for. 

I carry enough stock to fill the new 
cases I intend to get and think it would 
be a paying proposition to enlarge my place. 
I’ve been in business in this store six years 
and business has always ‘and is ‘now in- 
creasing steadily. . 

From the above facts in the case I would 
be pleased to receive any information that 
will be of benefit to me. 


This jeweler needs a thousand dollars 
to equip his place of business so that he 
can take care of an increased business. 
The very first thing he should do is to 
carefully canvass the situation to prove to 
himself that the expenditure of this thou- 
sand dollars in permanent equipment is 
8oing to be a good investment. He should 
make up a statement of his business for 





the last six years. This statement should 
show the progress of the business each 
year. The relation of the amount of stock 
to the annual sales should be shown. If 
any considerable amount of equipment has 
been purchased during this period, since 
the opening, of course, its relation to sales 
should be determined as closely as pos- 
sible. 

From a statement of this kind he can 
show whether the increase in the business 
has followed the increase in the amount of 
stock he carries. He can also see whether 
he has increased his stock faster than he 
has increased his sales. 

If he convinces himself that his progress 
is satisfactory, that he has evidenced his 
ability as a business man, he has something 
upon which to base an argument in se- 
curing a loan. But he should not stop 
here. The future of the business and not 
the past is what is going to prove whether 
the loan can reasonably be paid off to the 
satisfaction of the lender. Therefore he 
should make up a statement of the pros- 
pects of the future of the business. The 
former statement proves that he can do 
business profitably, the one now proposed 
is for the purpose of showing that there 


is business to be done for the jeweler who 


goes after it. 

The growth of the locality is the first 
item in making up a statement of business 
prospects. A steadily growing town or 
city presupposes a proportionate growth of 
business prospects. The growth of per 
capita wealth in the district proves the 
presence of the means for increased busi- 
ness. A banker may be asked for this 
information if it is not obtainable other- 
wise. 

A jeweler who has proven his business 
ability and who can show prospects for in- 
creased business is in a better position to 
secure a loan than he who cannot show 
these. It is not always the absolute amount 
of available assets a merchant has that 
determines the amount of money a bank 
will loan. The ability of the borrower is 
of first importance, but his character and 





his reputation for integrity, honor and fair 
dealing is likely to be the factor upon the 
decision providing a loan is made. Having 
the same amount of assets a banker may 
decide to loan twice as much to one man 
as to another. If he does it will be be- 
cause of the ability and integrity of the 
one favored. 

Our correspondent asks how much of a 
bank balance he should carry to secure the 
loan of $1,000. Theoretically, the bank 
balance should have nothing to do. with it. 
In actual practice it very often has. The 
banker will naturally favor the merchant 
whose balance is most favorable to the 
bank. 

It is the best of good financing for the 
merchant to keep his monthly bank bal- 
ances at a minimum. His ability to keep 
every cent of his capital working has a 
great deal to do with the actual profits he 
secures in the conduct of his business. If, 
however, in trying to do this he has habit- 
ually taken advantage of the bank, and has 
kept his balances so small as to be neg- 
ligible, and at the same time has over- 
drawn, for very small amounts probably, 
owing to the complaisance of the banker, 
his account will not be considered of much 
value to the bank. The bank is required 
to do the clerical work of handling the 
funds with little or no profit. If there are 
respectable balances occasionally the bank 
makes a profit on them. Hence, it will be 
seen that the bank balance does play a 
part in securing a loan. The underlying 
principle in this circumstance is that all 
bankers have money to loan at a profit to 
themselves. The borrower who returns the 
most profit is entitled to the greatest con- 
sideration. If our correspondent has a 
good record at his bank and his banker 
refuses his request he can go to a rival 
and by showing his ability to make a profit 
for the bank he may sometimes receive 
special favors for turning this source of 
profit into the rival’s hands. 

The president of a large city bank was 
once asked, “When does the bank say 
‘No’?” His reply was typical. He said: 
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The Tool of Opportunity 


Just at this season when students are returning to school and col- 
lege, and men and women are generally coming back to their regular 
occupations 


stands out as the tool of opportunity. 


Retail Jewelers throughout the country have learned that a 
prominent display of Waterman’s Ideal Fountain Pens just at this time 
is especially profitable. 


Waterman’s Ideals supply an actual need—make them your tool 
of opportunity by emphasizing the fact that you sell them. 


L. E. Waterman Co., 191 Broadway, New York 


Chicago Boston San Francisco 
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Storekeeping Depa: tment. 


Never when the bank can help it.” 
“ hen the bank can help it. 

Minis answer shows the attitude of the 
bank toward the borrower, for it is the 
borrower who makes the profits for the 
bank, They welcome the borrower, never 
refusing a request for funds when they 
are available and the prospects for repay- 

ood. 

gga of information gives the fol- 
lowing occasions when it is proper to apply 
to the bank for a loan: 

To make up seasonal shortages. 

To discount bills. 

To profit by markets. 

It also lists the following improper times 
to apply for a loan: 

To supply fixed capital. 

To speculate. 

To shift debts. 

It would appear that our correspondent 
is in the wrong in attempting to borrow 
money to purchase equipment for his store. 
He is practically borrowing for the pur- 
pose of increasing his capital, so that he 
may invest it in equipment. If he goes 
to a bank and says: 

“I find that my present space for selling 
is too small for my growing business. I 
have the room at my disposal, but to use 
it will require the investment of a thousand 
dollars for new show cases and wall cases. 
Will you let me have the money on my 
note?” The bank will more than likely 
turn down his request, and most properly 
so, for it would then be supplying a part 
of the fixed capital of the business, which 
should be supplied only by those interested 
in the returns made from the business. 

It must not be thought that the jeweler 
should not make the change because the 
banker would not finance it for him. If 
the change is going to be profitable he will 
make a mistake not to go ahead and en- 
large his sales room, provided he can see 
his way clear to finance it. 

Instead of taking the proposition above 
to his banker he should be able to take it 
up in the following way: 

“I find my business is increasing and 
that the prospects for future business are 
so good that I feel warranted in increas- 
ing the selling and display space. This 
can only be done by adding to my liabili- 
ties for equipment, or by reducing my 
liquid assets. I will not have to add to 
my stock. The additional display space 
will give me increased sales, but it will not 
be possible to decrease the stock either. 
That must be kept up-to-date or the in- 
crease made in one way will be offset by 
losses in others. If I do this will you be 
willing to stand by me, loaning up to that 
amount if necessary for short periods of 
time during the next few years until I can 
offset the investment with profits?” 

If the jeweler can then prove his ability 
and the banker believes in his integrity he 
is likely to secure the promise of assistance 
as it is required. 

The jeweler should aim then to secure 
as much assistance from his creditors in 
helping him over this crisis. A little extra 
dating may be secured for conferring a 
favor on the creditor. This favor is to 








be confinement of a large portion of the 
Here again we 


Purchases to that firm. 
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have the principle of the firm giving favors 
to those who can make the greatest profits 
for them. The purchases should be con- 
fined to as few firms as possible if favors 
are to be expected. The more widely the 
accounts are spread the less value they are 
to anyone. 

While we have suggested a little extra 
dating, we emphatically do not favor this 
plan unless under certain circumstances. 
If extensions for payment are arranged for, 
and the cost and interest paid by the 
jeweler it will be a more business-like pro- 
ceeding, although a little more expensive. 

With these arrangements made he is safe 
in going ahead with his plans for en- 
largement. When completed he then has 
the problem of making the investment pay. 
A few words in conclusion along this line 
may not be out of place, for so many mer- 
chants who find themselves under similar 
circumstances think their troubles are over 
as soon as they have secured the accom- 
modation and that they are on the royal 
road to prosperity. 

Every jeweler who has to use borrowed 
funds at any time of the year should make 
it a point to know his stock so thoroughly 
that he will not overbuy or become stocked 
up with unsalable lines. He depends upon 
the profits he makes on his sales to 
liquidate his liabilities. He should give his 
greatest attention to the lines that turn 
over most quickly. It is the quick turning 
lines that make the “bread and butter” 
profits of every business. Slow-moving 
stocks and odds and ends are often re- 
sponsible for the losses. The jeweler can- 
not follow the practice of some stores and 
say, “This article has been in stock for 
six months,” or, “for a year, and it must 
be sold, regardless of cost.” He will find 
some articles that must be kept in stock that 
will not sell within that time. But note 
this carefully. In every jeweler’s stock 
there are articles that should be cleared 
out and the money reinvested. These ar- 
ticles are keeping fixed capital tied up that 
ought to be working and making a profit. 
Get rid of them and avoid replacing them 
with similar articles. 

The extending of credit will tie up a 
great deal of capital, yet a credit busi- 
ness, if properly conducted, may make a 
profit. It is foolish for a merchant to be 
paying a bank interest on borrowed money 
when he continues to allow his goods to 
leave his store on a mere verbal promise 
to pay at some indefinite, indeterminate 
time. Short credits should be insisted on 
if they are granted at all under such cir- 
cumstances. 

Every possible waste and unnecessary 
expense should be eliminated. Very often 
in a very few years savings in this depart- 
ment in the management of the retail busi- 
ness will be sufficient to purchase new 
equipment for the entire establishment. 
Petty expenses, petty losses, petty wastes 
are anything but small in the aggregate. 

If you borrow you must pay. It is only 
right that the best methods of business 
management will be expected of the bor- 
rower by the lender. 





Keep up steam. Keep educating the pub- 
lic up to the investment value of jewelry 
and diamonds. 
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Three-Minute 
Selling Talks 


Written expressly for 
Tue Jeweters’ CircuLaR 


























Match and Cigarette Cases Worth Pushing 


NOTHER series of articles the “mas- 

culine gender” will incline to now is 
the line of match boxes and cigarette cases. 
These articles are inexpensive to carry, 
capable of a quick turnover and suited for 
variation in window exhibition and news- 
paper advertisement. The very size of the 
articles renders them appropriate for nar- 
row window displays and door case ex- 
hibitts. A good impression can be con- 
veyed, for illustration, by contrasting some 
well arranged cases neatly filled alongside 
a group of bent and twisted cigarettes and 
a pile of matches made incapable for use 
through broken heads, dampened ends and 
other results of “pocket carrying.” A card 
might be added, reading: 





These cases are matchless in value, 
price and quality. Owm one and you 
will never be matchless. 








Or for the cigarette cases: 





Cigarettes, so they say, helped our 
soldiers carry on. These cases will 
help you carry in, 








As a means of varying newspaper pub- 
licity with a direct appeal to the man the 
following small insert can be used. 





On Your Vacation 


or Week-End 


You'll find your match box partic- 
ularly useful, especially when you 
are out fishing, out motoring or out 
tramping. You reach for a match 
and you find they too are “out” 
owing to the dampness of your 
pocket, broken match heads, or a 
hole in the seam. 


Carry Your Matches in a Match Box 
—Play Safe 
Blank and Sons, Jewelers—12 
Lewis Pl.—carry an inexpensive line 
of flat, durable, accessible match 
boxes capable of holding matches 
safely. 











This short insert following should prove 
helpful and, if illustrated with a small cut 
would be improved. Advertise merchan- 
dise that is of timely interest as well as 


(Continued on page 207.) 
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Whe Pomt of 
Penal Perfection 


ie 1] Magazine 


contains 
Ps=]| six leads. 
(| : dP convenient 
and ready 
for use 


eighteen 
inches. of 
lead 


Sterling Silver, Gold Filled, 10Kt and 14Kt Green Gold altogether 


“MABIE TODD” finish and workmanship. Priced from $2.50 to $25.00 (Retail) 


WAIN aa eT 209 So.STATE ST. 
y(n £0) 59,4 clo. OT Legere 
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(Continued from page 203.) 
appropriate and useful and thus keep trade 


in jewelry channels. . . 
An illustration of a soldier will be quite 


timely. Try this copy: 





Cigarettes— 
and the Soldier 


ae were part of the soldier and 
sailor's equipment. He knew 
where to find them. When he 
“loaded” up with them he always 
“loaded” the same place. He could 
instantly reach for them. 

Are you like the soldier? A place 
for everything and everything in its 
place. 

Your cigarettes, for example. 
Carry them in a cigarette case and 
they will taste better, light better, 
smoke better and last longer. 

Cigarette cases preserve your 
pockets, conserve your time and re- 
serve your pleasure. 

You can get them at a much less 
cost than you imagine. Parker’s— 
232 Pearl St. 











Sounding the Money Call 


EWELERS find collections harder in the. 
summer time because so many of their _ 


clients are away. The arrival of fall gen- 
erally finds an accumulation of bills need- 
ing attention. 

A jeweler in the East plans to meet this 
condition about.the second week in Septem- 
ber when to all delinquent accounts this 
letter will be sent: 


Dear Sir: . 

Every bank finds occasions when it is 
necessary to call loans. This may be due 
to a tight money market; a fluctuation in 
commoditics or an export of gold. 

In a sense we are the same as a bank, 
We deal in gold and silver. Sometimes 
our market tightens and we find it neces- 
sary to call in some of our loans. 

Just at this moment we have heavy obli- 
gations to meet due to summer financing 
and therefore have had to set a time limit 
upon some of the amounts due us. 

May we have your remittance this week 
if possible? 

Yours very truly, 

By putting the matter up to the debtor 
in this light the jeweler expects to get a 
worthy response. 








No trace has yet been found of burglars 
who recently looted the jewelry store of 
W. G. Johnston, Peoria, Ill. The robbery 
was committed some time during the night 
and it was not discovered until the follow- 
ing morning when Mr. Johnston opened his 


store. The burglars gained entrance by . 


prying the lock on the front door of the 
store. It is estimated that the thieves got 
away with about two dozen fountain pens, 
four cheap watches and a number of lodge 
pins. 
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ONSIDERATION of the future is one 
of the most important and essential ele- 
ments in the jewelry business. 

Ours is one of the first businesses to be 
affected by changes in the financial condi- 
tion of the country as has been well proven 
by our own experiences as well as by the 
trade reports during this period of high 
wages and high costs. 

When people have money, one of their 
first thoughts is to spend it for some article 
of refinement, something that they have 
long wished for but owing to financial cir- 
cumstances they have not been in a position 
to satisfy a craving that probably has been 
gnawing at their hearts for years, and it is 
the most natural thing in the world that 
once they have a surplus over their living 
expenses, they immediately proceed to satis- 
fy that desire for a good watch or a fine 
diamond. 

The country is wealthy—the people have 
money and the business interests of the 
U. S. may be reasonably expected to carry 
on the great plan of expansion of an Ameri- 
can merchant marine and at the same time 
furnish capital for the rehabilitation of war- 
ridden Europe. i 
_ When I look around this room I see the 
faces of men who come to these conven- 
tions year after-year. Of course there are 
new faces every year, but I mean to say 
that there are some men who realize the 
importance of the, annual convention of the 
American National Retail Jewelers Asso- 
ciation sufficiently to lay: aside their cloak 
of shut-in business cares, and to come here 
to lend encouragement to ‘others and to 
take back with them ideas that will help 
their business and memories that will make 
life just a little sweeter and more pleasant. 

I have heard jewelers say that they can’t 
spare the time or the money. They look 
upon these conventions as an extravagance 
—hbut that’s only because they never attend- 
ed one. 

After they have been here once, the idea 
of waste of time and extravagance is com- 
pletely dissipated. Speaking of extrava- 
gance, I once heard a dominie in our town 
say, “There is no happiness without a cer- 
tain degree of extravagance,” he said. “Once 
in a while, after you’ve taken your wife or 
your sweetheart to supper, then to a show 
and perhaps treated her to a box of candy, 
you’ve been tormented by your conscience 
because of your ‘Extravagance.’ ” 

Yes, it’s a fact. You might have saved 
a dollar or two but if you never went to 
a show and if you never saw something of 
life beyond your own four walls and if you 
never indulged in a supper or a box of 
candy for your wife or sweetheart, you'd be 
without a heart and you wouldn’t enjoy any 
of your dollars. 

Coming here can’t help but bring us 
closer together and- getting close to our fel- 
low men broadens us and makes us know 
humanity. And there’s nothing bigger and 


better than to know men. You can’t know 
God unless you know His creatures. 

Coming to these conventions is not by 
any means an extravagance, It’s a good 
investment which will some day pay interest 
many times compounded. The harmony 
alone that acquaintance brings is worth all 
it costs. 

From the time that this association was 
organized it has had before it the question 
of harmony between its members, as one 
of the basic necessities for success. Espe- 
cially is this so in local and state bodies. 
Without harmony there can be no lasting 
success in any line of endeavor. Discord is 
the greatest wrecker of business as well as 
social bodies. 

One of the most potent and efficient ways 
of promoting harmony in an organization 
of this kind is the frequent assembling of 
its members. Getting together is the fore- 
runner of acquaintance and acquaintance 
begets friendship.. When you have once 
reached the point where you are friends 
with any one, subjects of intimate interest, 
which could otherwise scarcely be ap- 
proached by any safe means, are handled 
in a most thorough and satisfactory man- 
ner, 

Those of you who are regular attendants 
at City and State association meetings, will 
bear me out when I say that the point of 
intimate friendship between many jewelers, 
has long ago been attained. We can talk 
about business. matters with the greatest 
frankness and therefore can understand the 
dangers that beset our business and plan 
means to overcome them. 


We jewelers are strongly bound together, 
some times by invisible ties. What affects 
the jeweler in the West will in time affect 
the jeweler in the East and vice-versa. 

Darwin showed that all life, both vege- 
table and animal, is bound up in so intimate 
a community of interest that the presence 
of many dogs in a neighborhood might re- 
sult in bad crops of red clover. 

It works this way: the clover is fertilized 
by the humble bees which visit the flowers 
for the purely selfish motive of gathering 
honey. Field mice are so fond of honey 
that they wreck the bee’s nests to get it. 
Now, if there are lots of dogs they kill 
off the cats so that there aren’t enough 
insects left to fertilize the flowers. Thus 
the dogs injure the clover crop. 

Our business world is knit together by 
just as many interlacing lines of, interests. 

Spinners in England starved during the 
Civil War because Union frigates blocked 
the Southern ports. Today a man buying 
a suit of clothes in Fargo, N. D., pays more 
for that suit because farmers in Pennsyl- 
vania would rather raise useless dogs than 
indispensable sheep. 

And so it is with us. We are undeniably 
dependent upon each other for protection 
against trade abuses, we jewelers in New- 
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The world’s bookkeeper 


Modern National Cash Registers 
are recognized throughout the world 
as labor-saving machines. 


They are used wherever money is 
handled and accounts kept—in every 
line of business, in all parts of the 
world. 


National Cash Registers are the 
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vention. 


To make them requires 7,100 peo- 
ple, 21 buildings, 40 acres of floor 
space, and 2,475 patents covering 
35,000 claims. 


Considering workmanship, materials, and what it does, the National 
Cash Register is the lowest priced piece of machinery in the world 
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ark are dependent upon the jewelers of the 
country to stop retailing by some of our 
large manufacturers. You jewelers in the 
West are dependent upon the jewelers in 
the East. It is constantly a wheel within 
a wheel, ; 

What would it have meant to the jewelry 
industry if there had been no organization 
to protect our interests when a floor tax 
was proposed for jewelers? Ruin for many. 

What would it have meant if we didn’t 
have men like Meyer D. Rothschild and 
many others, who spent days and weeks in 
Washington in your interest, not lobbying, 
as one Senator thoughtlessly remarked, but 
conferring with this government official and 
with that congressional committee, to show 
them the danger point to the life of the 
jewelry industry, if taxed béyond the power 
to pay. 

All this and more, much more, has been 
done for you, and for me, by men loyal to 
their craft, men who considered not their 
time, nor their money in the effort required 
to safeguard the industry during the most 
perilous time in the history of the world 
and this, gentlemen, was possible only by 
the acquaintance and friendship engendered 
by frequent meeting together with your 
fellow jewelers. It’s worth all the time and 
money it costs, if you only appreciate it. 

Through organization the character of 
the jewelry business has been greatly ele- 
vated in the eyes of the world. We are 
classed with the most respected, most 
looked-up to professions and_ businesses. 
Our business is one of character. 

And in the world of business, nothing is 
comparable in its control or a safer guide 
in the channels of commerce than character, 

Put money in thy purse is the controlling 
impulse of some: put character in thy soul 
is a sounder doctrine and will stand the test 
‘of ages. 

Think what it might have meant to the 
world had character and not the lust of 
money controlled the ambitions of the 
rulers of Europe. Character fixes its im- 
press on the dealings of men with one an- 
other and insists upon equality of oppor- 
tunity and justice for all. 

Business character is the chief element 
of business success; especially is this true 
in the jewelry business. Character cannot 
be separated from the man, It is the man 
himself expressing in his living, the divine 
principles causing him to prefer to live in 
poverty rather than that honesty and in- 
tegrity should be violated. 

It is this knowledge of character, this ele- 
ment of certainty among the public in deal- 
ing with us, that indicates, that the jewelry 
business will be in a flourishing condition 
for years to come. We have sowed the 
seed of confidence and will reap the harvest 
of increased business. 

As a retail jeweler your chances for mak- 
ing a greater profit were never better than 
they are today. The standard of living is 
constantly rising and people are spending 
money more freely and are enjoying the 
comforts of life to a larger degree than ever 
before. You rightfully deserve to receive 
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i this year of our Lord, one thousand 

nine hundred and nineteen, it is perfect- 
ly safe to discuss the subject I have chosen 
for my address, for by all the laws of the 
game the retail jeweler has demonstrated 
that he is a business man in every sense 
of the word. Conditions of doing business 
have rapidly changed during the past few 
years, but the retail jeweler has been equal 
to the occasion and has steadily gone for- 
ward and today will rank favorably with 
men engaged in any other line of business. 
That this was not always so, we all admit, 
and we association enthusiasts rightly claim 
the credit of having aroused the trade to 
its opportunities and indicated the best way 
to improve them. There was a very good 
reason in the olden days for the jeweler’s 
lack of business ability. In most cases he 
had learned the watchmaking business and 
then gradually drifted into the keeping of 
a store. Starting in a small way, his repair 
department was the natural backbone of 
the business, and he feared to neglect that 
feature of his business in order to make 
the necessary efforts to develop sales. Con- 
sequently he clung to his bench, and waited 
on such trade as came his way, and sold 
them such goods as he could afford to 
carry in stock. Many of these men had 
genuine business ability, but lacked confi- 
dence in themselves to go forward. They 
were afraid that they would lose the: small 
but sure living they had while chasing the 
rainbow of greater promise. And let me 
say right here that to my mind the first 
great step in the building of a business 
is to have self-confidence. It is impossible 
for you to impress very many people with 
your ability if you do not wholeheartedly 
believe in yourself. Naturally a man must 
have something back of the front which he 
erects, but in my opinion that will follow 
as a matter of course. Fear and worry 
keep many men from the success which 
should rightfully be theirs. The plunge 
once made, their pride and their determina- 
tion to succeed will carry them over the 
rough spots, which, had they been foreseen, 
would have deterred them from making the 
original move in the matter. Learn to say 
“I can” and mean it. In this world of 
ours the rewards have not always gone to 
the men with most ability but rather to the 
men who were well balanced and who used 
their natural gifts to the best advantage. 
It is not enough to desire success for the 
material benefits which will follow. <A 
willingness to work coupled with a deter- 
mination to see things through usually pro- 
duces satisfactory results. 

To return to the watchmaker running a 
store and spending so much of his time at 
the bench as he used to do. After a while 


his desire to develop himself along larger 
Ines tock him to an association meeting 
where he heard men from neighboring 
cities tell just how they conducted the sev- 
eral parts of their business; he heard mem- 
bers advocating the placing of the repair 
department in the rear, the employing of 
men to do that work, and the proprietor 
reserving his strength to develop sales, and 
at the same time keep in touch with things 
generally around the store. He learned 
just what others had found to be true in 
their experience, that the selling end of the 
business was where he had to look for the 
returns which he had anticipated when he 
entered the jewelry business. 

It was a comparatively short time after 
the organization of the association move- 
ment that a marked difference began to be 
noticed in the manner of conducting the 
retail stores of the country. Visits to con- 
ventions developed acquaintances in the va- 
rious cities of one’s state, and resulted in 
jewelers taking short trips, in which they 
visited other stores, and studied their man- 
ner of display. All of this was very bene- 
ficial, and in connection with these. various 
“get together” meetings, many and various 
subjects were discussed in the groups of 
twos and threes with resultant benefit. In 
the other days each man felt that it should 
be a case of every man for himself, and 
few there were who would give any in- 
formation as to where they bought certain 
lines, who made display blocking for win- 
dows and interior of show cases. Today 
it is absolutely safe to ask questions of any 
one in our line, whether one has had a pre- 
vious acquaintance or not, and in recent 
times I have not heard of information be- 
ing denied. In all such matters it is largely 
a matter of give and take. It resolves it- 
self into the proposition that you cannot 
take anything out of a bank unless you 
have first put something in the bank, or as 
one of the recent war savings stamp post- 
ers states it, “You cannot expect your ship 
to come in if you don’t send one out.” 
Willingness to talk over matters with one’s 
fellow merchants invariably meets with a 
ready response and the most effectual local 
work has been done in localities where a 
friendly feeling was developed, and where 
reforms were brought about through con- 
versation and discussion, rather than by 
the compulsion brought about by a major- 
ity action. In fact, the motto of our na- 
tional association, “Let’s work together,” 
states the proposition about as clearly and 
concisely as it can be, and a realizing sense 
that no material benefit can permanently 
accrue to any one of us unless it is of a 
character that benefits the trade generally. 

In visiting retail jewelry stores through- 
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UST as the ideal of engineers is the 
J frictionless machine, so the ideal of 
tire experts is the frictionless tire. 


But tire experts have found that 
friction, worked up inside the tire, 
wears out more tires than friction 
where the tire grips the road. 


The mechanical answer to this in- 
side friction, tire fever, is the specially 
wrapped cable-cord body of the 
Silvertown Cord Tire. 


The Goodrich rubber saturated 
cable-cord, wrapped into the tire, 
insulate it against internal heat no 
matter how hard it is run. 


And the special building up of the 
tire produces a supple, sinewy body 
which absorbs the pounding of the 
road much as a spring takes up the 
shock of a blow. 


Look into the unique structure of a 
Silvertown. It will convince you that 
Silvertowns do make a smoother 
riding car and do last longer than 
ordinary tires. 


You will see why they make your 
car easier to guide; Increase engine 
power; and save gasoline. 


Know Silvertowns in the beginning 
by the Twin Red Diamonds on the 
sidewall, and you will know them in 
the end by their economy. 
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Buy Goodrich Tires from a Dealer 


ADJUSTMENT 
Silvertown Cords - 8,000 Miles 
Fabrics - : - 6,000 Miles 
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out the country one is impressed imme- 
diately at the general display and arrange- 
ment of the stock. Everything looks at- 
tractive and surely the intending purchaser 
is much more likely to spend his money 
for jewelry today than at any period with- 
in memory. It is not alone that more peo- 
ple have money to spend. It would not 
necessarily follow that the jeweler would 
get any share of it. There are many hands 
held out for every dollar seeking invest- 
ment. My opinion is that the steadily im- 
proving character of the jewelry stores, and 
the up-to-the-minute methods of proprietor 
and sales force are more responsible for 
the present prosperous condition of our 
line than the mere fact that money is 
abroad in the land. The retail jeweler is 
a merchant today. He is continually on 
the lookout for ways to improve his busi- 
ness. He has knowledge of overhead costs 
that he did not know, existed. He realizes 
that of his gross profits represented be- 
tween his cost and selling price, that a very 
small margin goes to him, and that the 
greatest watchfulness is necessary or that 
share which should be his w-ll disappear 
into poor accounts or dead stock. It has 
always been contended that goods well 
bought were half sold, but as we all know 
that is not enough. They must be entirely 
sold and stay sold in order that we can 
safely count our profits. Modern mer- 
chandising provides for continual change 
of display, and that means inside the store 
as well as in the window. Many stores 
have attractively arranged windows which 
urge the customer inside, but the good im- 
pression is lost when the interior arrange- 
ment is discovered. Always have some 
definite plan of campaign for the various 
seasons of the year. Do not be satisfied to 
do business only at such times as every 


one is busy. Get after the business every 
day in the year. Notice the department 
store. 


No sooner is any one special drive over 
than another follows. And let me impress 
upon you one thing that your competitors 
are not all jewelers. Do not get the idea 
for a moment that when a customer in 
your store does not decide to purchase that 
it is because some one else has cut the 
price. In my experience it has been usually 
a case where the money is spent in some 
entirely different line. Perhaps a picture, 
a musical instrument, fine linens, a piece of 
furniture or any one of a dozen articles. 
Therefore in urging a customer to pur- 
chase do not lay too much emphasis upon 
the necessity of buying in your store. 
Rather develop the idea of the permanency 
of gifts selected in a jewelry store, demon- 
Strate your willingness to serve your cus- 
tomer’s needs, and then leave it to the cus- 
tomer. It is because of this fact that our 
Principal competition comes from other 
lines than ours, that co-operative advertis- 
ing has been so effective in developing 
jewelry sales. 

The retail jeweler of today meets his 
Customers more than half way when they 
enter his store. He is able to exchange a 
greeting when they are departing. It is 
hot necessary that he wait on too many 
Customers himself, but he should be avail- 


.ants by the sales actually made. 
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able for emergencies that may arise, and 
to wait on such customers as ins:st on his 
services. By being active about the store, 
he is in a position to see that everything 
is in the proper condition to most naturally 
favor the sale; his sales people are kept 
alert and developed along right lines, and 
cecupy time, otherwise wasted, in re- 
arranging goods, or planning new displays. 
In this connection let me urge you to culti- 
vate the interest of your store force. Con- 
vey the idea to them in as strong a manner 
as possible that just as your business pros- 
pers each will participate in the advantages 
if his activity has been a contributing fac- 
tor. In deciding as to the value of your 
associates consider many things besides the 
actual sales made. Some sales people are 
quick to see a customer enter the store and 
wait on more people and sell more than 
some others. On the other hand, some oi 
these same people neglect many things 
which have important bearing on the suc- 
cessful development of the business. Some 
who are not so successful at selling or who 
do not rush forward ‘to. mect customers 
are invaluable in the planning of displays 
and arranging same, in offering suggestions 
as to how to stimulate business generally 
or some way in which the store or its serv- 
ice may be improved. Keep these various 
services in mind so that you do not let 
yourself be altogether influenced in deter- 
mining who are your most valuable assist- 
In this 
connection much depends upon you as the 
leader as to just what kind of a store force 
you have. If you are self-reliant and self- 
confident, if you believe in yourself and 
your ability to go forward; if you have 
knowledge and confidence regarding your 
merchandise from the standpoints of style, 
beauty, quality and utility, you should be 
able to convey all of these trade winning 
attributes to those who rely on you to show 
the way. The right kind of leadership 
means the right kind of a force, and if you 
are not able to get the right spirit of co- 
operation in your store, it is very probable 
that the trouble lies in yourself. 

By all means, develop selling talks on 
your various lines, in which arguments are 
logically developed and in which customers 
are given the information they desire and 
which is absoltuely necessary for them to 
make an intelligent decision. See that this 
service is rendered without the necessity 
of prying it from the sales person, or the 
inability to secure it because of the fact 
that the sales person cannot give it. 

The retail jeweler today is anxious to. 
obtain the impressions of his customers 
regarding the store and its service, and he 
is fortunate indeed if he is able to develop 
their interest and good feeling to the point 
that they are willing to give him the ben- 
efit of their advice and suggestions. You 
cannot accurately estimate the amount of 
gcod which will come to your store 
through the active interest of some of your 
customers. Let them know that you value 
their opinion and vou will find many of 
them willing to give it. Develop the idea 
that you want them to feel that it is their 
store and that you are anxious that insofar 
as possible your store shall render to them 
the sort of service which they feel: it 
should. 
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Never lose sight of what the association 
movement has done for the jewelry trade. 
Always retain your active interest and sup- 
port. Have confidence in your leaders and 
let them know from the spoken and writ- 
ten word that you are heartily in accord 
with the efforts being put forth in behalf 
of the trade at large. 

Each year as it passes has made me more 
proud of the retail jeweler and it is very 
gratifying to see him coming into his own. 
Do not relax your efforts for one day or 
hour. Work just as hard as you did in 
the olden days when it was an actual neces- 
sity. Work while you work, but when your 
time for play comes, play just as hard as 
you have worked. Keep up your interest 
in the civic activities in your town. Be 
one of the men that the Chamber of Com- 
merce can call on for active service. In 
short, “Give to the world the best that you 
have and the best will come back to you.” 

Desire that success which is not a mat- 
ter of dollars and cents, but rather the 
success which has betn so well described 
by Robert Louis Stevenson in the following 
words: 

“To be honest, to be kind, 

“To earn a little and to spend a little less, 

“To make upon the whole, a family happier 
for his presence, 

“To renounce when that shall be necessary 
and not be embittered. 

“To keep a few friends, but these without 
capitulation. 

“Above all, on the same grim conditions, 
to keep friends with himself. 

“Here is a task for all that a man has of 
fortitude and delicacy.” 





The Future of the Jewelry Business 





(Continued from page 201.) 








a share of this increased business and the 
increased profit. 

Of course, you and you alone, as the 
guid ng head of your business, are responsi- 
ble for its individual welfare. 

The importance of giving a business or- 
ganization every facility which will tend to 
make its work more skilful, its members 
less open to error, better able to meet their 
responsibilities promptly and with = surer 
hand and mind.is becoming more and more 
widely recognized. 

We must keep in touch with what is hap- 
pening and my work in association matters 
prompts me to say that I know of no bet- 
ter way to keep your finger on the pulse 
of our business than to keep in intimate 
touch with your association and its ac- 
tivities, 

Let’s work together. 

In conclusion I will say, don’t be afraid 
of the future. "Tend to your business, take 
care of your health and the Country will 
take care of us all. 








Thieves recently gained entranee to the 
iewelry store cf E. D. Davis, Kent, O., by 
forcing a side docr leading into the estab- 
lishment and made off with several LaVal- 
lieres and other articles of jewelry valued 
at about $75. 
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FIVE generations of Americans have recognized the 
BEST in glassware by the name “Libbey.” 

Founded in 1818, The Libbey Glass Company has earned a record 

of continuous success untouched in its field. 

That record is founded on quality goods, superior service, 

fair prices. 

What the name “Sterling” is to silver “Libbey” is to glass. 

The public today has learned to demand QUALITY. They have 

learned, too, that the name Libbey is a guarantee. 

You do not have to sell Libbey. It is a staple, supplying a 

steadily increasing demand. 


Dealers add our reputation to their own when they handle this 
complete line of glassware. 


The Libbey Glass Company 
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The Research Bureau, or “ Winter 
Oughts from Summer Thoughts” 








(Address delivered by H. Victor Wright, Los Angeles, Cal., before the 14th annual convention 
of the A. N. R. J. A., at Chicago, Aug. 26, 1919.) 

















I have chosen as the subject upon which to ad- 
dress you this afterncon the Research Bureau, or 
“Winter Oughts from Summer Thoughts, be- 
; occurred to me that we have been 
f thinking as well as a lot of talking 
ummer months that are now nl 

ari that we should be preparing ourselves 
a oo action some of these things about 
which we have been talking and concerning which 
we have been thinking at our various State con- 
yentions—of which this national convention is the 


cause it has 
doing a lot o 
during the S 


mination ; 
“— of the great religious leaders of the age 


in which we are now living, some years ago 
penned these words: The time for thinkers has 
come,” and it has seemed to me many times ot 
jate that these words were well-night prophetic in 
their significance 2nd appropriateness to the con- 
ditions now prevailing. Surely the time for think- 
ers has come, and it is vp to all of us, you and 
me alike, to do much thinking concerning the 
problems that surround us. I need not burden 
you with a reminder of the number or the urgency 
at these problems—you are undoubtedly fully alive 
to their presence and their import. 

The problem of transpcrtation, of our attitude 
toward the war-stricken countries of Europe, the 
measure in which we should in justice to them 
and to ourselves, assist them with the credit that 
they need, or with the production which we can 
direct to their use—the problem of capital and 
labor, whether injustic: on the part of capital 
er unreasonableness on the part of labor, are but 
2 few of the problems that you and I must be 
willing to face and contribute of our individual 
thought to their most helpful solution. ; 

This is essentially an age of organization, but 
this characteristic has received a tremendous im- 
petus from the exigencies of the great war. That 
terrible experience taught us, as nothing else has 
done or could possibly do, the imperative need of 
organized effort for the mecting of great emer- 
gencies. At the same time it taught us its latent 
possibilities. 

I believe that if you will give careful thought 
to the matter vou will find, however, that I am 
right in saying that organization on the part of 
the retailers of the country is peculiarly backward, 
and yet it is the retailer who serves as the final 
outlet to the great consuming public. 

As an illustration of the fact which I am seek- 
ing to emphasize, I believe that if you will examine 
the reports of the sessions of the United States 
Chamber of Commerce, you will find that the re- 
tailer has, up to this time, played a most insig- 
nificant part in its deliberations. I am convinced, 
however, that this condition cannot permanently 
remain; that the retailer is about to awaken to 
the effectiveness of organization along other lines 
—indeed, that he is already awakening. The re- 
tailer has it within his nower to exert a tremendous 
influence—if he will, and an opportunity to exert 
it for his own prosperity and that of the country 
at large. 


Let us not for one moment conclude that be- 
cause the war is over, the attempted handling of 
the retailers’ problems by men who are ignorant 
of the basic principles which should govern them 
are for all time a thing of the past; rather should 
we see to it that in the future business men 
whose high character and lofty principles are 
combined with adequate experience and breadth 
of vision are called into the deliverations of the 
problems of business, and if we do this we shall 
undoubtedly find that snany of the follies of the 
Past will naturally and inevitably fail to repeat them- 
selves. In order to develop the acme of efficiency, 
we must be willing to listen to the views of others 
and to share our own views with theirs. Few 
ideas attain their utmost value until they have 
passed through the furnace of co-mingling with 
the thoughts of others. 

Do you say that the problems to which we 
have referred are forcign to our own immediate 
concern as jewelers? To do so is, in my judg- 
ment, to maintain a very narrow and mistaken 





conception of our duty and our responsibility, and 
a limited vision which would not do credit to our 
craft. 

No! We are vitally concerned regarding the 
solution of these problems, and, looked at even 
from the most selfish standpoint, the manner in 
which they are handled affects cur cwn happiness 
and prosperity. I want, therefore, to suggest to 
you what is, in my judgment, the greatest need 
of the immediate present, and it is this: Business 
men for the handling of business problems. Per- 
sonally, I believe that this is the prime and im- 
perative need of the hour, and that if we can 
only arouse such bodies of men as the one which 
I am now addressing to their own responsibility 
and influence in this regard, that we will have 
at least opened the way to an area of peace and 
prosperity for all. 


In other words, we must stand ready, volun- 
tarily and gladly, to concern curselves in the 
great problems that confront us as a nation, and 
if we are not prepared to actively participate in 
their solution, then we must lend the aid of our 
influence in every consistent direction with a view 
to the administration of our affairs, municipal, 
state or national, not through political domination 
and partisan control, but through the wise and 
able leadership of men, net only of high character 
and lofty principle, but of broad business experi- 
ence—men fitted by their peculiar training to cope 
with and successfully curb the spirit of unrest 
which is spreading throughout the land. 

We must manifest an interest in affairs outside 
of the narrow confines of the four walls of our 
respective stores, and it is your privilege and 
mine, as business men, to set an example in this 
regard. Is it not an admission of which we 
should be ashamed, that in this twentieth century, 
in this country, blessed with prosperity and with 
privileges unknown to any other country upon the 
face of the earth, that men, women and children 
should, within the past week (and I know whereof 
I speak) have placed their lives at the mercy of 
strikers and their sympathizers in order to be 
enabled to fulfill the duties of their various -avo- 
cations. 


If the exigencies of war called for and not only 
demanded but received the services of business 
men, quickly drafted and as quickly responding 
to the call frem various sections of the country, 
with the result that chaos was quickly replaced 
by efficiency and progress, is it not equally neces- 
sary that the emergencies of these reconstruction 
days, this strange experience of transition from 
the greatest war in history to an era of peace, 
should call for and receive the equal benefit which 
the experience of such men will contribute to 
the suppression of strife, the elimination of in- 
justice, to the taking of such measures as may 
be necessary for the curbing of agitators and the 
holding of crime in check—to the end that we 
may enjoy the fruits of the peace and presperity 
which should be the portion of us all. 

In passing, will you permit me to say just a 
word regarding the excise taxes which have been 
enacted under Title 9 of the War Revenue Bill 
of 1918. 

The point which I desire to emphasize is this— 
that ‘it matters not whether in your judgment you 
are losing any business as a result »f this form 
of taxation. Your responsibility is in nowise les- 
sened thereby. 

The nature of this form of taxation is unjust, 
discriminatory,.un-American, and a species of class 
legislation greatly to be deplored, and concerning 
which we owe it to ourselves that we should in- 
dividually and collectively register our firmest 
protest. 

May I urge upon you, therefore, that not only 
as a national organization, but as individuals, we 
should one and all make it a matter of personal 
responsibility to communicate with our repre- 
sentatives in Congress and urge the immediate re- 
peal of the entire Title 9 of this revenue bill. 

And now, coming closely to the immediate 
problems of our own business, what are some 
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of the thoughts that have occupied us during these 
past months? Let us enumerate a few of them, 
as they occur to me. 

We have said: 

(1) That no one of us has the ideal business 
and, therefore, that we can all of us profit by 
the experiences of others. 

It is useless for us to preach, if we are un- 
willing to practice. Have we benefited by the 
interchange of thought and experience that has 
resulted from our meeting together in local or 
state gatherings, or as individuals each with the 
other? 

Have we applied to our own business some of 
the principles which have demonstrated their 
value and effectiveness for our fellow jewelers? 
If not. why not? 

Are we going home with the Summer days be- 
hind us and the Winter’s activities confronting 
us to apply the lessons we have learned, or are 
we going to be content to jog along in the same 
old way? That is the question. 

We have said: 

(2) That the greatest dividend-producer for all 
of us is to be found in the local jeweiers’ club. 
What about it? Are we giving it the support 
of our presence and our co-operation? Or, if we 
have no such club, are we seeking and urging 
its establishment, either as applied to our own 
particular community or to such a group of small 
communities as may be in some cases desirable? 

Our attitude in this matter will have much to 
do with both our happiness and our prosperity in 
the coming year. In other words, are we locally 
playing the game together? Have we learned 
that the successful man is the man who co-oper- 
ates, and that the man who co-operates is the 
man who succeeds. 

We have said: 

(3) That a loftier conception of business is in- 
separably linked with the gospel of service. Have 
we been putting it to the test—realizing a greater 
dignity in our calling and the responsibility which 
rests upon us in our respective communities as 
the distributors of a class of merchandise whose 
utility we recognize, and whose possibilities as a 
producer of happiness and good cheer cannot be 
excelled? Or are we going to apply these pre- 
cepts during the coming days? 

Are we increasingly proud of the business 
which engages us and zealous to guard its fair 
name with the utmost jealousy and devotion? 

We have said: 

(4) That if some of us have not been success- 
ful as jewelers and have felt that if our efforts 
had only been similaily directed in other chan- 
nels of distrivution, that we would have reaped 
much larger benefits in return. The fault is not 
with the business, but with ourselves. Have we 
been putting this to the test and endeavoring to 
correct what wrong conditions have been responsi- 
ble for our failure, or for our too limited measure 
of success? 

We have said: 

(5) That it was time that we put into the 
discard some of the foolish practices of which 
we have most, if not all of us, been guilty in 
the past, such as maintaining the custom of free- 
engraving, the indiscriminate loaning of watches 
and the like. 

Have we commenced te put cur own house in 
order or are we waiting for someone else to set 
the example? 

We have said: 


(6) That the taking ef a physical inventory 
of our merchandise at least twice a year is 
greatly to be desired. 

Have we changed our viewpcint regarding the 
taking of an inventory and instead of looking 
upon it with dread, have we welcomed it for 
the great good that it can accomplish for us? 

Is there any one of us who has tried to visual- 
1zc the merchandise in their show cases, their 
wali cases and their safes as dollars as we have 
suggested? Or are we still putting off the taking 
of inventory as a nightmare that we regard with 
terror and misgivings? 

We have said: 

(7) That it is not enough that we are doing 
more business in doHars and cents—that is “in- 
evitable unless we are retrograding—but that -we 
should .be selling more goods. 

Have we satisfied ourselves that the increase 
in our sales is in propertion to the increascd 
purchasing power of the public in the communi- 
ties we serve? 

We have said: 

(8) That our increased prosperity must come 
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Flower Vase Number 


high, exquisitely formed 
and delicately adorned 
with satin engraving. 











HAWKES 


Hawkes Crystal Glass 


The Glassware for Jewelers 


Some jewelers sell Hawkes Crystal because it does justice to their 
jewelry stock. It is fundamentally artistic; it is luminously clear 
and sparkling; it is exquisitely decorated. 


Some jewelers sell it because Hawkes helps them to give good 
service to their customers—Hawkes keeps on hand a reserve sup- 
ply large enough to stock several hundred jewelry stores. Hawkes 
one-day shipment is often a friend in need. 


Some jewelers sell it on account of the better-than-usual profit they 
can make on the Hawkes line. You wouldn’t object to this fea- 
ture, would you? 


Why not see us about what you need ? 


T. G HawkKes @ Company 
Corning, N. Y. 


Pac‘fic Coast Cffice: 140 G ary St., San Francisco, Cal. 


































Cut Glass 
Engraved Glass 
Rock Crystal 

Glass 


Sterling Silver- 

Mounted Glass 

Decorated Gold 
Glass 


Decorated 
Enameled Glass 
Auto Vases 
Desk Sets 


Cigarette Boxes 
Monograms 
Engraved and 
Gold Decorated 
Colored Glass 
Old English and 
Irish Glass 
Period Glass 
Odd Matchings 


Inventors and Paten- 
tees of Hawkes Fa 
mous French Dressing 
Mixing Bottle. 

















CHICAGO: 10 S. Wabash Ave. 
DENVER: Gas and Electric Bldg. 
ATLANTA: Grant Bldg. 














“Hardy Standard” 


Means in the Optical Business what “24 K” and “Ster- 
ling” means in the Jewelry Business. 





F. A. HARDY & CO. 


JOHN H. HARDIN, President 
AT 


ST. PAUL: 600 Bremer Arcade 


NEW YORK: 15 W. 36th St. 
SAN FRANCISCO: Phelan Bldg. 
DALLAS: Praetorian Bldg. 


Optical requirements of every kind taken care of by a 
Service that means Quality, Accuracy and Promptness. 
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to us from one of four sources, namely: 


(1) Increased sales, 

(2) Increased mark-up, 
(3) Reduced overhead, or 
(4) More rapid turn-over. 


Have we applied this statement to our own 
business and seen at which of these four points, 
or if possibly at all of them, increased prosperity 
is knocking at our door? Have we endeavored 
to be better salesmen ourselves and to impart to 
those who serve us the inspiration for better 
salesmanship upon theirs? Are we getting all the 
business that we should? Are we watching care- 
fully the mark-up which we are Placing upon our 
goods and selling our merchandise atp rices con- 
sistent with present values and present costs of 
doing business‘ ; ; 

Are we analyzing cur costs of doing business? 
Do we know the amount of our overhead and the 
percentage which it bears to the volume of our 
business? Have we gone back home and figured 
the rate of our turn-over and seen if it compares 
favorably with that which we believe to be the 
experience of others. 

We have said: 

(9) That next to the advantages of local clubs 
and the interchange of thought and experience 
which are made possible through such gatherings 
as these of State and national conventions, that 
there is no one thing which wili mean as much 
to us from an educational standpoint as the care- 
ful reading of our trade journals. 

Are we reading them or are we throwing them 
into the waste basket or leaving them in their 
wrappers stacked up in the office at the back of 
the store to provide breakfast and a quiet resting 
place for the mice that have learned that there 
is little danger of intrusion? 

We have said: 

(10) That better accounting methods will en- 
osble a more correct marking of goods and give 
larger buying facilities and access to more liberal 
credits. 

Have we been laying the foundation for these 
avenues of profit and steps of progress through 
greater attention to our records and a higher ap- 
preciation of their value to our business? 

We have said: 

(11) That the National Jewelers’ Mutual Fire 
Insurance Company offers an opportunity for pro- 
tection at a saving which would take care of our 
association dues for the rest of our natural lives. 

Have we investigated these claims and taken 
advantage of the saving which it affords? 

We have urged the importance of co-operation 
in the work which the Harvard Bureau of Business 
Research is undertaking in our behalf by furnish- 
ing them promptly with the information which 
they may seek at our hands. 

Have we responded to their appeal, or have we 
waited for a more convenient opportunity, or 
pessibly decided to “let George do it?” 

These are just a few of the thoughts that sug- 
gest themselves as we review the deliberations 
of these convention days. 

And the question is: What are we going to do 
with these “Svmmer thoughts?” Do we recog- 
nize them as “Winter oughts,” and are we deter- 
mined insofar as they are wise and sound to 
apply° them to our own needs and demonstrate 
their worth? 

Pi But the topic which I have selected refers to a 

research bureau,” and it is my pleasure and 
Privilege in conclusion to direct your attention 
to this phase of activity upon the part of our 
national association, so closely related to the 
Problems which we have been considering. 

The research bureau of the American National 
Retail Jewelers’ Association has been established 
for the direct purpose of aiding in the solution 
of our problems as retail jewelers and to bring 
greater dignity, greater uniformity and greater 
Prosperity to our craft. 

By what means is this to be accomplished? 

I believe that you will agree with me that or- 
8anization is essential for the attainment of these 
results. 

Tt was because a few far-seeing men, con- 
Spicuous among them the president of our na- 
tional association, G. A. Brock of Los Angeles, 
tealized the wonderful possibilities of organized 
effort along these lines that a research depart- 
ment as an adjunct of our national Association 
has become an established fact. 

Par bureau has been established for service— 
Service in any direction which will be for 
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the uplift and the prosperity of the retail jeweler, 
and therefore of every branch of the trade. 

For let us never for one moment forget that 
the prosperity of the manufacturer, wholesaler or 
‘obber comes from the retailer, and comes largely 
in the measure in which the retailer enjoys the 
capacity to engage in a successful and profitable 
business. 

I have already referred to the Harvard Bureau 
ef Business Research, and for the benefit of those 
whe have not acquainted themselves with these 
facts, let me say that we have recently entered 
into a contract with the Harvard Bureau of 
Business Research over a period of three years, 
under which they have undertaken to. devote them- 
selves for that period to the problems of the 
retail jewelry trade. 

For their services in our behalf we are paying 
them $5,000 per annum for three years, and we 
made our first payment of $5,000 early this Sum- 
mer when the contract was executed. 

Under that contract the Harvard Bureau of 
Business Research will prepare, endorse and dis- 
tribute for the benefit of the retail jewelry trade, 
an accounting system of simplest character, and 
will furnish classifications of accounts, which will 
be recognized as standard classifications to be 
employed by all who co-operate in the work, 
which we and they are undertaking, to the end 
that we may be enabled, through the use of uni- 
form classifications, to arrive at costs of doing 
ousiress and secure data which is reliable and of 
real significance and value in comparison of fig- 
ures and in analyzation of differences as they may 
exist between jewelers who are operating under 
sufficiently similar conditions to make a compari- 
son of figures profitable and helpful. 

The possibilities in this direction 
without limit. 


are almost 


The value of arriving at definite figures re- 
garding the cost of doing business upon the part 
of the retail jeweler, what it is costing him and 
what it should cost him, is beyond measure, and 
this data can only be secured by the adoption of 
uniform classifications and accurate accounting 
methods. 

it is to this end that the Harvard Bureau of 
Business Research are placing an accounting sys- 
tem at the disposal of the trade, and I might 
say to you that this work has so far progressed 
that the Harvard bureau. has completed their 
preparation of this system; so simple that they 
have not even emploved a double-entry method 


of accounting, and they are now waiting upon 
the research bureau of cur national association 
for its final approval in order that they may 
publish it in pamphlet form for the immediate 


benefit of those who desire to co-operate in this 
great movement. 


We have realized the vital need of simplicity 
in the system which will appeal to the great ma- 
iority of the jewelers of the country, and every- 
where I have gone I have found that the need 
of such a system is recognized and is indeed acute. 

This need we are now about to supply, and for 
those who desire a more elaborate system, we 
expect to place at their disposal an accounting 
system more suited to their requirements, but em- 
ploying classifications of accounts which will not 
conflict with, but merely exemplify, those which are 
employed by the simpler form of accounting. 

We further recognize the fact that it is not 
always enough to furnish a system, but we must 
be ready to assist in its installation in many in- 
stances, and we hope to be in a position to do 
this with the aid of field secretaries who can 
address gatherings of jewelers in various com- 
munities, and can explain to them in simple terms 
how to make use of the forms which have been 
prepared and can operate with ease and accuracy 
the system which is offered them. 

Various problems of store management, better 
salesmanship, and the like, should be included in 
the functions of our research bureau and in the 
work of ovr field secretaries, to the end that we 
may develop better merchants and may make our 
business not only desirable in its character, but 
reasonably profitable, as it should be, in its oper- 
ation. 

Inefficient management means undue overhead 
and undue overhead results in diminished profits. 

Along, therefore, with the work which is being 
undertaken in our behalf by the Harvard Bureau 
of Business Research, is the work which will be 
carried on by our national research bureau, and 
it is our desire that the members of our national 
association should keep themselves advised of its 
accomplishments, that they should give it their 
unqualified support, that they should feel free to 
call upon it for the handling of any problems, 
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the solution of which may _ consistently come 
within its scope, with a view to the greater pros- 
perity and advancement of the craft, and we 
cordially urge your interest and enthusiasm in 
its behalf. 

It is unnecessary for me to remind you that a 
movement of this kind cannot be conducted with- 
out the means to support it, and it has been felt 
that we should have a fund of not less than 
$60,000 with which to undertake this work if it 
was to be accomplished successfully; and I am 
glad to be able to advise you that as a result 
of the splendid co-operation which we have re- 
ceived upon the part of all branches of the trade, 
and not least upon the part of the retailers 
throughout the country, we now have some $55,000 
of that amount subscribed over a period of three 
years. 

I believe you will agree with me that it is ex- 
ceedingly desirable that we should secure the re- 
maining $5,000 to reach our full quota at the 
earliest possible moment, in order that we may 
clear the deck for action and give ourselves un- 
reservedly to the handling of the problems which 
come within the scope of our research department, 

During the past 90 days it has been my priv- 
ilege to attend some 20 different State conven- 
tions, as a result of which we bave added nearly 
$12,000 to this fund, and I want to cordially sug- 
gest to you that we owe it to ourselves, to our 
association, and to our national president, G. A. 
Brock, to raise the balance of this fund before 
the conclusion cf the 1919 convention. 

To do this will be of the utmost advantage to 
all who are co-operating in this movement, for it 
will enable us to devote ourselves exclusively to 
the work which eonfronts us, without further 
thought concerning the means by which it is to 
be conducted. 

To all those who have assisted us in the sup- 
port of this movement we desire to express our 
heartiest appreciation, as well as to those who will 
jein with them at this time in making possible 
the success of the greatest undertaking which has 
been launcked within the history of our craft. 





Not His Fault 


Harold had brought home for several 
weeks perfect spelling papers. Soon, how- 
ever, he began to bring in returns showing 
misses of five and six out of ten. 

“How’s this, Harold?” asked the dad. 

“Tt’s the teacher’s fault.” 

“How could it be the teacher’s fault?” 

“Why, she moved the boy that sat next 
to me.” 





Gets Back at Mother 


“Bertie,” said mother sorrowfully, “every 
time you are naughty I get another gray 
hair.” 

“My word!” replied Bertie, “you must 
have been a terror. Look at Grandpa!’— 





Tit-Bits. 
No Protest 
“This man,” said the keeper softly, 
“imagines he has millions.” “Isn’t that 
nice?” answered the visitor. “Whenever 


he needs money all he has to do is to draw 
on his imagination. 





A Pullman porter having settled himself 
comfortably in a vacant seat was sleeping 
soundly, his chin resting on his breast and 
presenting a wide open mouth. The temp- 
tation was too much for a traveling man 
who had some capsules of quinine, one of 
which he emptied on the darkey’s tongue. 

It did not waken. the porter at the time, 
but later when he opened his eyes he began 
to squirm and make faces and spit and 
fume. “What in the world is the matter 
with you, porter?” asked one of the sur- 
prised occupants of the car. “Foh Gawd, 
mistah, I dunno, but I plum believe my 
gaul done busted.” 
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Crystal-ware 


for the Connoisseur 








Discriminating buyers 
prefer 


Cuthbill Crystal 


- because it is as perfect 
as human endeavor can 
make it. 


It establishes prestige 


and encourages new 
patrons. 


Write for full particu- 
lars. 


Tuthill Cut -Glass Co, 
Middletown, N. Y. 
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Sugar and Cream Sct 12/342. 
AMERICAN 
GOLD GLASSWARE | 
Sugar and Cream Sets, Syrups, 


3 Olives, and Fancy Items for table 
use, at moderate prices. 


In varied Gold decors, Plain, 
Encrusted and Hand Enameled 


Gach piece labeled 22 K. Gold 


Sole Distributors 


GEO. BORGFELDT & CO. | 
16th St. G Irving Place, New York \ 



















































_ VICTOR A. PICARD & Co., INC. 
MAKERS OF 


ENAMELED NOVELTIES 
IN GOLD AND SILVER 
7 WeEsT 45TH STREET 
New YORK 





ENAMELED TOILET SETS 


PINK, BLUE AND MAUVE 














Trade-Marks of the Jewelry | 
and Kindred Trades 
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A Profitable Hunch 
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RS. Roalston sat at her desk tapping 
M her pencil absentmindedly. Her friend 
smiled understandingly. 

“What’s the matter, Maisie? There 1s 
certainly something on your mind besides 
your very smart coiffure.” 

Mrs. Roalston ceased her tapping to grin 
at her friend’s comment. 

“Oh there is something on my mind all- 
right. Here I am nearly at the end of my 
allowance and it is only the twentieth of 
the month. I have to take some thrift 
stamps and now to end a perfect day I’ve 
just stumbled onto this little memory tickler 
on my desk pad—Bridge. Friday. Get two 
prizes. You know one always wants nice 
prizes because Ann is so apt to be the 
winner, yet I simply cannot put out a lot 
of money for such things this month and 
I won't charge. It’s an unbreakable New 
Year’s resolution.” 

“Why don’t you come down to Senley’s 
with me and we'll pick out something for 
the prizes, then you won’t have to think 
anything more about them. You had bet- 
ter buy them now before you spend all 
your money,” suggested her friend. 

“You're about as practical and helpful ds 
four year old Bobby,” Mrs. Roalston re- 
marked impatiently, and none too cour- 
teously. She hadn’t time for courtesy. 
All her mind was given over to the prob- 
lem of bridge prizes, just then. “Didn’t I 
just tell you that I couldn’t afford prizes 
this month and then you advise me to go 
down to a jewelry store to get them, a 
jewelry store of all places to practise 
economy.” 

“You might go to a worse place,” her 
friend assured her calmly. “You're like 
everybody else. You think of a jewelry 
store as a place where they sell nothing 
but ropes of pearls, jewelled stomachers 
and diamond tiaras. I'll grant you that 
the old fashioned jewelry store in the town 
of 15,000 population about lives up to your 
opinion. But I have a hunch you haven’t 
been down to Senley’s since they gave the 
new manager a chance to work out some 
of his ideas about modern jewelry stores.” 

“I haven’t been there since last Christ- 
mas,” Mrs. Roalston acknowledged. 

“That’s what I thought. Well I have. 
I bought all my Christmas gifts there this 
year. You know it had to be a Hoover 
Christmas, inexpensive and practica, but I 
made up my mind that the gifts I gave 
would have to be ornamental as well as 
useful or I wasn’t going to be quite satis- 
fied. I found that Senley’s new manager 
believes that the jewelry store in the smaller 
town should handle not only high priced 
jewelry, but also the inexpensive novelties 
that are in such demand for birthdays, 
valentine day, prizes and the hundred and 
one occasions when you want something a 
bit out of the ordinary and still reason- 
‘ably priced.” 

Mrs. Roalston interrupted her eagerly. 


- my Christmas shopping. 


“Don’t tell me you got that lovely pair 
of Jap candle sticks there?” 

“I did, and as a special act of friendship 
I’ll confess that I paid only three dollars 
for the pair. Those hat pins you liked so 
much were $1.00 a pair, silver lingerie 
clasps for $1.00, individual service, glass 
sugar and creamer 75 cents. A gift for 
Mary’s fifteen year old chum, was a nickel 
holder, a wee german silver purse for 
$1.50. Good looking pottery for three or 
four dollars, odd- sandwich baskets for 
$1.75, teapots for $3.50, bud vases for from 


50 cents up to $7, Pullman slippers in a 


leather case for $1.50. I could tell you a 
dozen other bargains I saw while doing 
With one or two 
exceptions none of my gifts cost over 
$2.00 and most of them were under the 
dollar mark. I did practically all my gift 
buying there and it was the first time I 
was really satisfied with every selection I 
made.” 

Mrs. Roalston rose briskly. 

“You almost make me hope,” she chanted 
rhetorically. “Come along and help me pick 
out those bridge prizes.” 

And now tell me if you honestly can, 
that she didn’t get a bargain. It was cider 
time, so (as a first prize) she bought a 
squat glass pitcher. The lines were lovely 
and better than all, the price was only $2. 

Since Senley has followed his manager’s 
suggestion to make the jewelry store bid 
for novelty trade, the profits have been 
gratifying. More than that shoppers who 
came in to buy one or more of the inex- 
pensive pieces often bought in addition, 
the more expensive silver ware. All in all 
the hunch has paid Senley as well as any 
venture he ever went into. 


,’ 





The Way to Develop Employes 





URING his last visit to the United 

States, Mr. Selfridge referred quite 
frequently to the employer’s duty to his 
employes. He asserted that the employer, 
in a large measure, controls the activities, 
aspirations and outlook of his employes; 
and he owes it to them to turn whatever 
influence he possesses to good account. He 
should seek by word and precept to imbue 
his employes with a sense of the impor- 
tance of using their time to advantage, and 
should raise their perspective above the 
horizon of common, selfish motives, and 
make them worthy of the task of carrying 
on and improving upon the work of their 
predecessors. 

Mr. Selfridge summarized the attributes 
that the employer should seek to develop in 
those whom he employs. First, the truth 
inherent in the Golden Rule should be 
made manifest to employes, and the em- 
ployer should put his preachitigs into ac- 
tual practice. He should let his own ex- 
ample guide his employes to develop a con- 
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cept and a standard of justice in their rela- 
tions with others. 

Second, employes should be trained in 
the power of judgment, so that they can 
arrive at their own decisions and form con- 
clusions on their own initiative. This will 
give them an independence of thought and 
action, the lack of which is not consonant 
with well developed personality. 


Third, broadmindedness is a desirable 
attitude. This is a quality that is fre- 
quently lacking. 

Fourth, energy should be stimulated and 
encouraged, as this is the mainspring of 
all action. 


Fifth, employes should be trained in re- 
finement in all the small things of life. 
Courtesy and breeding and consideration 
for the feelings of others go to make life 
sweeter and render it easier to pass over 
the rougher spots that are encountered in 
every one’s life. 


Sixth, nerve or courage should be de- 
veloped in young persons so that they will 
not fear to act as their judgment dictates, 
and will learn to exercise will power of 
their own. 

Seventh, they should be taught the value 
of time, and that every minute Ought to be 
invested in useful effort, for the develop- 
ment of intellect, body, or material condi- 
tion. 


Eighth, the power to think should be 
trained, and employes should be accus- 
tomed to the idea of exercising the faculty 
of serious thought much the same as we 
exercise our physical powers and the mus- 
cles of flesh and bone. 

Ninth, tact is the sweet oil that eases 
the parts of the machinery and prevents 
friction. 

Tenth is loyalty, and this is due from 
the employer to the employe in the same 
proportion as from the latter to the for- 
mer. If the employer evinces an apprecia- 
tion of his debt of loyalty to the employe, 
the latter will seek to return the devotion 
and will work with greater spirit and fidel- 
ity. 

Eleventh, employes should be taught to 
love their work. This is a relative matter, 
depending upon the attitude toward a task 
which one adopts at the outset. 

Twelfth, imagination is the source and 
mainspring of invention, and therefore this 
faculty should be nursed and trained with 
all the care possible. No great deed, no 
departure from the conventional and com- 
mon is ever achieved without the previous 
aid of the power of imagination. 

Attention to these important problems, 
said Mr. Selfridge, will serve to raise busi- 
ness above the level of sordid gain, and 
will elevate it to the rank and dignity of 
a profession. 








The rear door in the store of Henry B. 
Tourner, Bloomington, Ind., was recently 
pried open with a chisel by thieves who 
stole a number of necklaces, rings, watch 
chains, gold knives, bracelets, lockets, 
brooches and a number of cheap_watches. 
Two boys have been arrested charged with 
committing the theft. According to the 
police all the goods except a few pocket 
knives have been recovered. . 
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ICYHOT 











BOTTLES—JARS—CARAFES 
PITCHERS—JUGS 
Everybody is buying ICY- G 
HOTS for use when motor- 


ing, picnicing, fishing, camp- 
ing, boating, for all trips and 
outings; also for home use. 
Hundreds of people will de- 
mand ICY-HOTS at your 
store as a result of frequent 
ads appearing in the best 
magazines of nation wide 


No. 44 circulation. 
Bottle No. 240 


Many Profitable Jar 
Sales Are Yours 


The beautiful new ICY-HOT Jug 
and Carafe Sets will grace your 
store and appeal instantly to your 
customers. 

ICY-HOTS give your customers the 
utmost in service and satisfaction. 
Guaranteed, protected against break- 
age, easily cleaned. 

Let us show how ICY-HOTS will 
make money for you. Write today 
for our dealer proposition and new 


y, catalog. 
No. 775 Jug 


a THE ICY-HOT BOTTLE CO. 


222 West Second St. 
Cincinnati, Ohio 











No. 865 No. 539 Jug Set No. 180 
Pitcher Motor Restaurant 




















BRETSA fiwerry 


1482 Broadway (Times Sq.), New York 
Show Room: 450 Fifth Ave., New York 

Secure your holiday goods early. Send today 

for a sample package. No two selections are 

alike. Every item a seller in the Shaw Shops, 

New York. 


SPECIAL Asst. No. : cncidawlankedl yep net 


ae ieee 50.00 “ 
OFFER « «j4 100.00 “ 


Send check with order 


SHAW’S JEWELRY wii 

















The Buyers’ Directory 





Price, $1.00 The Jewelers’ Circular Pub. Co., New York 











Hall Clocks 


We offer for early delivery an 
unusually large assortment 


of 


Tubular Chiming 
Hall Clocks 


fitted with Westminster Chimes 
on five tubes 
or 
Westminster and Canterbury 
Chimes on seven tubes 
or 
Westminster and Whittington 
Chimes on nine tubes 


in Period design cases in both 
Bungalow and full size 


CATALOG UPON REQUEST 


Awarded Grand Prize at Pan-Pac. Int. 
No. 204 Exposition, 1916 


The Herschede Hall Clock Co. 


McMillan and Essex Place 
CINCINNATI, O., U. S. A. 


Pacific Coast Rep., A. I. Hall & Son, 150 Post St., San Francisco, Cal, 
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MANASSEH LEVY & Co. 


IMPORTERS OF WATCHES 


ARE 
NOW 


LOCATED 


26 WEST 36TH STREET 
NEW YORK CITY 























14 Kt. Diamond Large Assortment ot 14Kt. Pearl Rings 
Basket Ri Pearl $3. 
$13.50 up acensinemamned 2 Pearls ‘$4. 

3 Pearls $5.and up 


14 Maiden Lane New York 
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How the Jeweler Should Advertise 





Written Expressly for The Jewelers’ Circular. 
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CEPTING the hypothesis that no 
A place can make money without ad- 
yertising other than the sugar or coal deal- 
er, perhaps, let us consider the bearing 
of publicity in the jeweler’s instance. Two 
jewelers side by side, each with equal stock 
and service, can have no competition if 
one advertises and the other doesn’t. How- 
ever the statement, “with equal service,” is 
very important. Advertising, unless backed 
up to the fullest extent with the claims 
made, is a waste of money. Jewelers’ pub- 
licity consists of telling in a dignified way 
who you are and what you are capable of 
doing. Many jewelers make the mis- 
take in telling “what they can do” by mak- 
ing this plan too personal concerning them- 
selves. They are prone to give especial 
attention to the fact that fifty years has 
found them in business and like remarks. 
A 50 years’ reputation is an excellent 
thing to advertise, but it is well to occa- 
sionally inform the readers as to how your 
service will apply and benefit them. 
Readers with plans already formulated 
as to purchases to make will no doubt 
give good consideration to the jeweler with 
a big reputation but selling goods to peo- 
ple who have already made up their minds 
to buy is a simple matter—the rub comes in 
when you attempt to sell things to people 
who have had no idea of buying. That is 
the purpose of advertising. The jeweler 
should keep his publicity consistent with 
his policy. If he caters to a high clientele 
his public statements must be very digni- 
fied and in keeping with the class of read- 
ers he tries to reach. If he is a jeweler 
attempting the trade of smaller people, the 
classes, his lines must be more attractive 
but not too blaring. Many people, through 
ignorance, look upon jewelry as trash. It 
is part of the jeweler’s service to educate 
everyone that this is not so—that jewelry 
represents a good asset, an investment as 
it were. This is not accomplished in 
newspaper lay-outs, circulars and the like 
which tend to show your store and its many 
years of service at “the old stand.” 

Good service is essential, that is under- 
stood. Next arises the problem of per- 
plexion, how can that service be made 
known? How can I show the people why 
they should buy from me, especially in 
these days of keen competition and string- 
ent economy? It can be done and the suc- 
cessful dealer will show with a glance at 
his increased business recorded in the 
ledger. 

First apportion a certain amount of 
money for advertising during the year— 
that is necessary. You may need more and 
you might use less, but set aside a fund for 
this purpose. If you do not employ an ad- 
vertising service or an advertising man and 
do this work yourself, map out a plan 
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of campaign. If you decide to use the local 
newspapers give it good thought. The 
small regular two inch ad in the same 
place every night is far more effective than 
the half page spread once or twice a year. 
It keeps your name before the public. An 
inch here and an inch there in theater pro- 
grams, newspapers and booklets will prove 
good cumulative publicity if not written 
in a screeching tone of print. Cheap thea- 
ter slides are detrimental, also house to 
house throw-outs. What is worth doing in 
this line is worth doing well. Timely ads 
attract quicker attention than conventional 
get-ups, especially so in theater programs 
where the reader glances through hurriedly. 

Perhaps in your next newspaper display 
you would find it more profitable instead 
of using the entire space to tell that you 
sell diamonds, watches and rings, which 
everyone knows, as long as they are aware 
that you are a jeweler, why not try some- 
thing along this nature: 





Treasures 


HAT are the treasures of your home? 
Perhaps the clock grandfather used, 
the watch mother wore or the ring father 
gut on h’s 30th anniversary at the office? 
Household treasures are generally such— 
vases, silver-ware, little trinkets, and other 
jeweled heirlooms. Why? 
ECAUSE such treasures are permanent. 
They can’t wear out. They can’t de- 
crease in value. They can’t lose prestige. 


They are the family records of valor, kind- 
and sacrifice. 


YOUR HOME—WHAT TREASURES 
ARE TO BE FOUND THERE? WHAT 
TREASURES WILL YOU LEAVE? 
Remember — Jeweled treasures 
the emblems of the world. 


John Jones, Jeweler 
999 Main Street 


“Where the treasures are to be found.” 


are 











The above is merely a suggestion. An 
ink etching attached to a similar plan of 
words suggesting some family heirloom 
would complete an advertisement of real 
appeal. The real meaning of advertising 
after all is not so much in telling what 
business you are in but just why people 
should favor that particular line of busi- 
ness. 








A tray of cameo brooches, valued at $430, 
was recently stolen from the jewelry store 
of Hadley B. Dodge, Lynn, Mass. On the 
night of the incident the clerks neglected 
to remove the tray from the window and 
the following morning it was found that 
a thief had smashed the window and stolen 
the brooches. 


A New Way to Use Trench Mirrors 





MANY jewelers will find on inventory 
that they have on hand a surplus 
stock of trench mirrors due to the sudden 
ending of the war. Many dealers have 
sacrificed these polished steel and silvered 
reflectors at less than cost to reduce the 
stock. There is a dealer in the East who 
had a novel call for this special article 
through a concern that applied the mirror 
very cleverly in a “novelty letter.” The 
letter which was sent to the firm’s salesmen 
included one of these mirrors of small size 
to carry out the message which referred to 
the “person represented in the likeness en- 
closed.” Of course as the recipient ex- 
amined the “picture” he soon discovered the 
letter referred to himself. Enterprising 
jewelers may find that a canvass of business 
houses using letters for advertising and 
“gingering up” purposes may help in secur- 
ing orders for these over-stocked mirrors. 
A specimen letter worked on the topic men- 
tioned could be drafted and submitted to 
various advertising departments who in 
consideration of the novelty would be very 
apt to consider placing an order. Or, if the 
jeweler preferred, the mirrors could be-used 
for personal advertisement by being 
worked into calendars by having a card- 
board frame hold the mirror and then a 
calendar pad attached beneath. Again they 
might be sent to a well picked list of 
prospects along with a letter like this: 


DEAR SIR: 

We are enclosing a picture of a per- 
son who in our mind reflects the 
thoughts of a person who knows good 
values. 

We wish it might be our privilege to 
have the man whose likeness is enclosed 
as an early visitor to our store to inspect 
some of the new values we have in 
men’s watches. 


These new watches we have in stock 
represent not only the latest designs but 
the best of workmanship and include all 
types and sizes ranging from inexpensive 
“outing” watches good for fishing and 
hunting trips, up to the best of every- 
day time pieces. 


I wonder if you could induce the per- 
son, who reflects these good thoughts 
in the “tin type” enclosed, to come to 
our store and sec some of these new 
bargains? 


With a little thought many novel ways 
can be found for using these trench mirrors 
for advertising purposes that can with at- 
tention be used to stimulate sales or in 
the plan itself create a demand for the 
article. 
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SOMETHING NEW 


ee 


Fill Your Wants for a Low Priced Watch 


Order Now! 









Ronstadt’ 


THE INVENTIC 


The best low-priced guaranteed watches on the market today, 
A lever escapement movement, made on the simple Roskopf sys- 
tem. Every watch is guaranteed against defective material and 
construction. A good time keeper; nothing on the market to equal 
lj this, at the extremely low price. 


nC a, I a Ws hk nak MAW ew Wed bun wenneoacel $1.65 
SESS, TUPCKEE ROE, TACK GURL, TOC oii o.6osssicissinbalensnowb¥edee essen éasder 1.70 
No. A474. Nickel case, with luminous radium dots and hands, black dial, each.... 1.95 
No. A477. french grade, raised metal case, white dial, each................c00eee 1.90 
No. A475. Nickel case, luminous full, radio silver dial and hands, each............ 2.25 
No. A476. Nickel case, black dial with luminous full radio hands and figures, each 2,25 


165 Madison St. 


Between Fifth Ave. and La Salle St. 
Over Childs New Restaurant, 
Second and Third Floors 














(THE HOUSE YOU CANT FORGET? 


Wholesale Jewelers and Opticians 


— 





Chicago, Il. 














The Toledo Jewelry Mfg. Co. 


er Bids- Manufacturers To 


gui 22 High Grade Emble "po, OHIo 
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Series No.7 B. P.O. E. Ring , 
_All National Organization Emblems in This Series 


Trade T Mark 


Write for Pamphlet 








TAUB JEWELRY 
CORPORATION 


MANUFACTURERS OF 


Solid Gold Chains, 


Bracelets 2"4 Rings 
125 CANAL ST. NEW YORK 


Also Jobbers of Diamonds and Jewelry. 

















OUR SPECIAL 21-PIECE MANICURE SET, $4.75 








a gemuine leather roll. Our special cut price net $4.75. For s 
ustra' Watches, Clocks, Jewelry, Sil 
ee ae tae ot 46, ill ting Cee Specialtice ef all 


JOSEP H HA N Co., eo ees 











Exclusive Lines 


In Gems, Antique and 
Modern Jewelry 


We carry the finest selection of real old Onyx Jewelry. 
Unusual variety of long earrings, cameos, jade, ame- 
thysts and lapis beads, brooches, lockets, etc. Memo 
selection sent to reliable concerns. 


SAMUEL GOLDBERG 


ANTIQUE COLLECTOR 
65 Nassau Street New York City 





Tel. Cort. 705 
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The Horological Questionnaire 





Written expressly for The Jewelers’ Circular by Lester B. Pratt 

















AvutHor’s Note—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, we are submitting 
this article for the purpose of interesting the 
younger generation in the selection of watch- 
making as an occupation. Among the mechanical 
occupations, watchmaking stands pre-eminent as 
a clean, profitable business, eliminating the monot- 
onous routine of many other lines. The watch- 
maker has invariably been honored as the highest 
example of human mechanical skill. All kinds of 
plain and complicated timepieces, as well as deli- 
cate precision instruments of every description come 
within the scope of the watchmaker’s ability. It 
would be impossible to operate our vast industrial 
system without the aid of accurate timepieces. 
Strictly speaking, the name “watchmaker” is a 
trade misnomer, as watchmaking generally com- 
prises the manufacture of watch movements. How- 
ever, the name, “watchmaker,” in the jewelry busi- 
ness, is invariably applied to one who repairs 
watches, and a competent watchmaker or watch re- 
pairer should be able to make practically any part 
of the different kinds and models of watches now 
in use. 

If the remarks contained in this article are ‘‘old 
stuff,” to the competent workmen, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of Aug. 6.) 


Question—If the top of the end-stone 
extends below the surface of the cock or 
potence, how should we correct this error? 

Answer—In this case our only recourse 
is to remove the jewel and fit one with a 
thicker seat. We will assume that we 
have at hand a hole jewel which is a trifle 
too thick, thereby causing the end-stone to 
extend above the surface of the cock or 
potence. We may easily adapt such a 
jewel to suit our needs by turning a small 
amount of metal from the seat of the jewel. 
To do jewel work of any kind expeditious- 
ly and also be assured of the truth of any 
turning on the seat of the jewel, we should 
be provided with suitable jewel chucks. 
Such chucks are made practically the same 
as the regular wire, with the exception 
that they usually protrude farther from 
the lathe head, and are not hardened. In 
this condition, it is a very simple matter to 
turn a new seat in the chuck as required 





or to true up a seat that is worn or out 
of true. About four of such jewel chucks 
will take care of most jewels and will prove 
a very uscful addition to our lathe equip- 
ment. Assuming that we have a set of 
jewel chucks at hand, we will select a 
chuck that fits the jewel and grip it in the 
lathe head. We should be careful not to 
grip the jewel setting too tightly as the 
brass setting is soft and is easily marred. 

Question—What kind of a graver is 
most suitable for jewel work of this char- 
acter? 

ANSWER—The most suitable graver for 
such jewel turning may be easily and quick- 
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ly made from a piece of Stubb’s steel 
092 in diameter. The stock should be 
hardened and drawn to a light straw color ; 
then exactly half of the diameter of the 
stock should be ground away for about a 
quarter of an inch from the end of the 
stock. Also, the stock should be ground 
to an angle of 25 degrees to provide the 
proper clearance. Such a tool will be 
found very efficient for jewel work and 
is especially suitable for reducing the seat 
of the jewel. Fig. 15 illustrates the tool 
as it should appear after grinding and 
mounting in a suitable handle. In using 
the graver it should be presented to the 
work exactly “on the line of centers,” and 
should also be held at right angles to the 
surface of the jewel. We should remove 
a very small amount of metal from the 
seat of the jewel setting, then try the jewel 
in the cock or potence to determine if it 
seats properly. If the proper amount of 
metal has been removed from the jewel 
setting, the top of the end-stone should be 
flush with the top of the cock or potence. 
When this condition has been complied 
with, we may insert the jewel screws, as- 


semble the movement and our jeweling job 
will be finished. 
QuEsTION—Assuming that we have at 


‘hand a movement which requires a new 


balance staff; the pivots may be broken or 
bent. In either case it will be necessary 
to fit a new staff if we wish a first class 
job. How shall we proceed to select and 
fit the proper staff for the watch at hand? 

ANSWER—To select and fit the proper 
balance staff it will be necessary to dis- 
assemble the movement partly. We will 
assume that the movement has been re- 
moved from the case and is resting on an 
assembling block. Our first operation will 
be to loosen the stud screw and detach the 
stud from the balance cock. Then the cock 
screw should be loosened and the cock re- 
moved from the plate. To properly fit the 
balance staff pivots, it will be necessary to 
remove the balance jewels. As this will 
necessitate the removal of the top plate, 
our next consideration will be to release 
the power of the mainspring. Then the 
barrel bridge and top plate may be re- 
moved, which will enable us to remove 
the foot jewel and end-stone. The cock 
jewel and end-stone should also be re- 
moved, and both jewels and end-stones 
thoroughly cleaned with benzine, and the 
holes pegged out. 

Question—How shall we proceed to re- 
move the hairspring and roller table from 
the balance without unduly injuring or 
marring the various parts? 

ANSWER—We can make a very simple 
tool for removing the hairspring, from a 
piece of Stubb’s steel wire about .040 in 
diameter. The wire should be flattened on 
the end and should also have a V shaped 
slot cut in the center of the flattened portion, 
It should be bent up slightly at the end to 
form a miniature “tack lifter.” The tool 
may then be hardened and drawn to a dark 
blue color, and mounted in a small handle 
about the size of a jewel screw-driver. To 
use this hairspring remover, we simply in- 
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AST year there were only two 

reasons for a man’s buying 
himself a watch: he had none or the 
one he had wasn’t dependable. 





Today he has another reason for 
buying a new watch: the one he has 
is out of style. 


Wadsworth, through national ad- 
vertising, is showing the people that 
there are new styles in watch casé 
designs and thousands of watches 
can be sold on this new appeal. 


THE WapswortH WATCH CASE Co. 
DAYTON, Ky. 


New York OFFICE CHICAGO OFFICE 
17 MAIDEN LANE 31 N. Strate Sr. 
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sert the thin edge of the tool under the 
hairspring collet and pry upward gently, 
frst from one side, then from the other. 
Usually a hairspring may be quickly re- 
moved with such a tool with no injury to 
either the balance or the collet. Fig. 16 
‘lustrates two views of the hairspring re- 
mover. To remove the roller table, we can 
always “play safe” by using our staking 
tool for this purpose. Most staking tools 
are equipped with suitable stumps and 
punches for removing rollers. A roller 
stump has a wide slot cut through the 
center to clear the balance arm, also a 
small slot cut through one section to clear 
the roller jewel. The stump hole of the 
staking tool should be carefully centered 
and the stump placed therein. Then we will 
select a cross-hole punch that just fits 
nicely over the cone of the pivot. The 
balance should be placed on the roller 
stump with the lower pivot upermost. Then 
the cross-hole punch should be placed in the 
punch hole of the staking tool and a light 
blow struck on the end of the punch. Us- 
ually one or two blows will remove the 
balance from the roller table. 


Question—How shall we proceed to re- 
move the balance staff from the balance? 


AnswerR—Some workmen (who really 
should know better) remove the staff from 
the balance by punching the staff from 
the balance without first removing the rivet 
shoulder. This method is decidedly wrong 
as the hole in the balance is always made 
larger or thrown out of true by so doing. 
When a staff is riveted into the balance 
it follows that a rivet head or burr is 
forced down tightly against the balance arm 
in order to secure the staff in the balance. 
It will readily be observed that if we re- 
move the staff by punching it from the 
balance without first removing the rivet 
head, we cannot avoid enlarging the hole 
and also distorting the balance. If this 
method is practiced continuallv the hole 
in the balance will finally become so large 
that we cannot fit the regular staff; also 
we will be obliged to spend a great déal 
more time in truing the balance after the 
staff is riveted into the balance. The 
safest and only correct method to pursue 
in this case will be to first remove the rivet 
head; then the staff may be easily punched 
out from the balance and we may rest as- 
sured that the balance will be left in the 
best possible condition for truing and also 
for other staff jobs. To turn out the rivet 
head, we will grip the roller shoulder of 
the staff in a suitable sized wire chuck. 
The lathe should be run at a low speed 
and we should use a low-power’ magni- 
fying glass to see just what we are ‘doing. 
Then with the small square graver the 
rivet head may be easily turned off. We 
should be very careful to do our turning on 
the rivet head of the staff; it is not a good 
idea to cut into the balance arm as that 
means a larger rivet head on the new staff 
we are going to fit arid consequently means 
more work to do on subsequent staff jobs 
on this particular movement. True, some 
other workman may do the next staff job 
on this movement, but we should all strive 
to do our best at all times and try to hold 
up the high standard of the horological 
profession. Assuming that the rivet head 


has been turned off carefully, then we may 
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center a hole in the staking tool that will 
allow the large part of the staff to pass 
through. Next, we-will select a cross-hole 
punch to fit over the top pivot. It will now 
be a very simple matter to punch out the 
old staff. 

QueEsTion—How shall we select the prop- 
er staff and fit it to the balance and roller 
table? 

ANSWER—By consulting our material 
catalogue, we should be able to select the 
proper style and grade of staff for the 
movement at hand, although some slight 
fitting may be necessary to adapt the staff 
to our needs. Assuming that we have some 
of the proper staffs at hand, our first con- 
sideration will be to try the staff in the 
hole in the balance. Unless the balance 
has been distorted as mentioned above, the 
new staff will usually fit the hole correct- 
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ly. Next we should try the roller table 
on the staff. In this case, the roller table 
should slip on the staff leaving about its 
own thickness to be driven to force it 
against the roller table shoulder. If the 
roller shoulder of the staff is too large we 
will stone it down to fit the roller table. If 
it is too small we may close the hole in 
the roller table with a round face punch. 
We should never attempt to use a four 
cornered punch for this purpose as it looks 
too much like “botch work.” The round 
face punch will close the hole efficiently 
and the operation will scarcely be notice- 
able after the roller is driven onto the 
staff. “It should be understood that this 
method of closing the hole in the roller 
table may only be’ used when the hole is 
a trifle too large. If the hole is very much 
too large, then another staff of suitable 
size should be selected. It would be 
better in any case to select a staff that fits 
exactly right in every way; as this is not 
always possible the above methods are 
given to make the best use of the staffs 
at hand. 

QuEsTion—How shall we proceed to fit 
the balance staff pivots to the hole jewels? 

Answer—lf we push the staff into a 
piece of hard pith we shall have a con- 
venient method of holding the staff while 
fitting the hole jewels. The pivot of the 
staff should protrude through the hole 
jewel a trifle; merely far enough that we 
may be sure the jewel will not bind on the 
cone of the pivot when the end of the 
pivot is against the end-stone. The pivot 
should not have excessive side shake in 
the jewel hole; if we select or fit a pivot 
that will allow the jewel to tip on the 
pivot at an angle of about 10 degrees we 
shall have a very good working fit. Both 
of the above mentioned conditions may 
be readily observed by close examination 
with a magnifying glass. If a pivot is much 
too small we cannot use it, but if the pivot 
be too large we may reduce the diameter 
to suit our needs. This may be quickly 
and efficiently done by gripping the staff 
in the wire chuck, being quite sure that the 
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pivot runs true in the lathe. Then we may 
use a jasper slip to reduce the diameter of 
the pivot. We must be sure to hold the 
jasper slip in such a manner that the pivot 
will be reduced equally throughout its 
diameter; we cannot use a pivot unless 
the diameter is equal and parallel with the 
axis of the staff. 

QuEstTion—Assuming that both pivots 
have been properly fitted to the hole jewels, 
how shall we proceed to rivet the staff into 
the balance? 

ANSWER—We shall select a hole in the 
staking tool die to fit the roller shoulder 
of the staff and carefully center the hole. 
Then we shall select a flat face hole punch 
to fit loosely over the collet shoulder of the 
staff. We shall next place the staff in the 
die hole and place the balance on the staff. 
A light blow or two will usually rivet the 
staff securely. We may readily ascertain 
this condition by grasping the staff with 
a pair of flat pliers and testing it for 
rigidity. 

(To be continued) 


The Watchmakers’ Wage 


Repairing Schedule Should Be Revised 


ArcapiA, Fla., Aug. 20, 1919. 
EpiItor JEWELERS’ CIRCULAR: 

The letters recently appearing in THE 
JeweELers’ CrrcuLAR regarding watchmakers’ 
salaries and the watchmakers’ union seem to 
be awakening quite a lot of interest among 
the trade. 

In my last letter answering that of the 
unknown “M. S.,” I gave my idea of what 
a watchmaker should earn and get and also 
wrote what I thought about a _ watch- 
makers’ union, but with all the talk, the 
real root of the question has not, to my way 
of thinking, been revealed. 

The real crux of the matter lies in the 
pre-ark schedule of prices for repairing 
watches. These prices are just as reason- 
able and logical as the stunt of free engrav- 
ing and time guarantees, but when you tell 
that to some of the members of the trade, 
you find that they cannot be classed as 
bone-heads, but a better term would be 
“fossils.” Now I am not attempting to in- 
sult any member of the trade like our un- 
known “M. S.” You will find in all lines 
of business the man who has gotten into 
a rut and cannot get out. Just because his 
grand-dad ran the business along his 
methods and made a success of it, the 
“fossil” cannot have hammered into his 
head any better method than grand-pa’s. 

My plan before anything is decided about 





‘a union or what a man should earn and 


get, is a business revision of watch re- 
pairs. I will show you what I mean. 
Suppose a mainspring for.a watch costs 
15 cents, and you get $1.50 from your cus- 
tomer for it. Now, we will take a click 
spring that costs nearly the same price, and 
very likely the watch will have to be taken 
completely down to put it in. You ask 
your customer the modest sum of 50 cents. 
Is that good business? Then, some main- 
springs are very easily placed in the watch 
by simply removing the barrel bridge, in 
others the watch has to be taken completely 
down, like some models of N. Y. S. and 
Seth Thomas, yet you get the same price 


(Continued on page 243.) 
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The time that it takes your man 
to fit a watch glass job — the cost 
of the glass, is the net cost to 


you. 


V. T. F. Watch Glasses 


are fitted in less time than any 
other kind, because the quality 


is right there. 
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| Quality and Quantity in Watch 
Repairing 
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HE necessity of discussing methods of 
watch repairing is of a high value, 
yet there is nothing to beat actual experi- 
ence at the bench, when you are handling 
your tools day in and day out. Your hands 
are well trained to execute the command of 
your mind, Then you realize the value of 
practical experience. 

To relate several incidents in the valu- 
able columns of THE JEWELERS’ CIRCULAR 
with my fellow watchmakers may be of 
some benefit to watchmakers. 

Under my charge I have five men, every 
one well equipped to handle watch repair- 
ing. In the morning they find their work 
“dished” out to them, to begin their tasks. 
In the course of the day questions pop up 
as to how best certain things should be 
done, which leads to the question, what is 
a first class watchmaker and what degrees 
shall be passed on a watchmaker that 
names himself first class. 

One of my men, a bright chap, elabor- 
ately explains that a first class watchmaker 
can only be one who can take hold of 
steel and brass and make a complete watch. 
This is his idea of a first class watch- 
maker, but he wishes to be called a watch 
repairer, for there is a vast difference be- 
tween a watchmaker and a watch repairer. 
Now what is a first class watch repairer? 

To answer this briefly I will say that a 
first class watch repairer is a man you can 
give all grades of work, and who will re- 
pair it in first class shape. But what would 
you call a first class job. 

I have seen men taking down a watch, 
beginning with the hands, putting on a high 
grade polish on the crown and ratchet 
wheels, a very shiny polish on the train 
wheels, yet leaving the pivots black, the 
balance unpoised, and the roller jewel 
loose. A job like this looks nice, and takes 
up close to four hours, for which customer 
must pay. Still this job is not complete 
and cannot be called first class. I have 
seen men putting in balance staffs to fit 
jewels and make pivots needle pointed, 
yet they true and poise balance wheel up 
perfection. I have seen men putting in 
mainsprings by hand and curling it up, 
and other things that the so-called first 
class watchmakers do. To prove to you 
how beneficial it is to have chats as to 
how to do work, I will cite you an in- 
stance of a small job. 

It was a 20-size O. F. silver dial cylin- 
der, key winder, quarter repeater, without 
a second hand. To me it looked as if the 
watch was over 150 years old. It was run- 
ning all right, but you could not set the 
hands as the square in the back was broken 
off. I removed hands and dial, and found 
that the projecting setting pin was not a 
separate one as in ordinary hollow Swiss, 
center pinions, but it was one solid piece 
projecting from the cannon pinion, so when 


cannon pinion was put on, the pin went 
through the center pinion, and on the 
other side of the pin the square sets on. 
To set the hands, there was no square, 
and no clue as to how the square is fas- 
tened on the pin, because it was broken 
off, and here everybody gave his opinion 
how to do it. One suggested drilling a 
hole in the pin, taking a set square, drilling 
hole in it and forcing it on tight so it will 
move cannon pinion. Another. suggested 
drilling right through cannon pinion and 
putting a new pin in long enough to force 
on square on the other side, then rivet pin 
on front side of cannon pinion. But in all 
these suggestions, there was no thought as 
to how the next watchmaker would take 
off the cannon pinion if the same thing hap- 
pened to the watch, or if it had to be 
cleaned. Here is where it is necessary to 
have a head that is experienced and takes 
good care that the work is done right, 
within a reasonable time. 

The thought that other watch makers 
might have to clean the same watch some 
time, leads me to use common sense. Here 
is how the job was done in a reasonable 
amount of time, at a very moderate price. 
I cut half the size of broken pin and made 
it about one-eighth of an inch long, thick 
enough to stand the strain of a steel shell. 
I tightly forced on it the shell, then cut it 
down on the lathe to fit in hollow center 
pinion, tight enough to set the hands com- 
fortably. I then made a square, drilled 
a hole through slightly smaller than pro- 
jecting pin, pushed it on evenly, and 
drilled a small hole sideways, through 
square and the inside projecting pin of 
cannon pinion. I nicely polished the sides 
of square and surface, to the size of wind- 
ing square, put a very thin pin through the 
square that held the inside setting pin of 
cannon pinion and the job was completed. 
I showed it to my men, and all admitted 
it was a plain, clean, neat job, and that 
the next watchmaker would simply have 
to push the thin pin out of square and 
easily remove cannon pinion. 

This is just one instance of many jobs 
that are done right in our shop in a rea- 
sonable amount of time, without making 
the customer suffer in the way of price. 
As to a first class watch repairer there is 
a divided opinion, but I would say a good 
watch repairer is one that repairs a watch 
in a reasonable amount of time, putting on 
a polish where necessary. He polishes 
pivots, poises balance wheel, sees that 
roller jewel and pallet stones are tight, 
that mainspring is not set, jewels not 
cracked or chipped, pivots are not needle 
pointed, guard pin and end shake well ad- 
justed, hair spring centered and flat, a dial 
washer on the hour wheel, movement tight 
in case, and the winding easy. By doing 
so you will find 99 per cent of your work 
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will run O. K., give: satisfaction and you 
will raise the esteem of your employer to 
your advantage. Whenever in doubt as to 
how to do a good job do not be afraid to 
ask the head man, as he is the one who 
examines your work, and is always well 
expreienced. 


Wassliaber: Tells What a Watch- 
makers’ Union Should Be 





GaLvesTon, Tex., Aug. 21, 1919. 

Epitor THE JEWELERS’ CIRCULAR: 
Aiow me to express my views regard- 

ing a watchmakers’ union. I am of the 
opinion that nothing short of a Watchmak- 
ers’ National Union would answer the pur- 
pose. I would not favor a union regulating 
the wage scale nor ever ordering a walk- 
out or strike except in singular cases. 

The following paragraphs will show my 
idea as to the power and usefulness of 
such a union. 

There should be established headquarters 
in a suitable locality, possibly New York, 
with the following officers: president, vice- 
president, secretary and treasurer. They 
should be chosen from the members of the 
union. 

Every member of the union should act 
as an officer, and all matters pertaining to 
investigation in his locality should be re- 
ferred to him. 

Every application for membership should 
be investigated by the headquarters as to 
his ability, character, honesty, habits, etc., 
and be made a record for future reference 
and only such workmen as the union con- 
sistently recommend should be eligible to 
membership. Lady watchmakers should 
have equal rights. 

The headquarters should keep a record 
of reliable employers, as well as unre- 
liable, particularly of the unscrupulous 
ones who would have a watchmaker come a 
thousand miles on a promise of a perman- 
ent position at a high salary, just to satisfy 
his desire to have one for the holiday rush. 

When a firm applies to the union for a 
watchmaker, unless such a firm is known 
to the union, the latter should investigate 
as to its reliability and before putting such 
a firm in correspondence with its members, 
a charge should be made to the firm obtain- 
ing a watchmaker through the union as 
well as to the member obtaining the posi- 
tion. 

Every member should pay quarterly dues 
in advance. 

Every member should be entitled to a 
report as to the reliability of a firm offer- 
ing him a position. 

All transactions of the union and its 
members should be confidential, and any 
member guilty of violating any of the rules 
of the union should be expelled. 

The union may extend relief within its 
power to a member in distress or levy an 
assessment for such purpose. 

These are only a few outlines. I would 
be pleased to hear from my fellow work- 
men on the subject. 

Thanking you for your past favors, I am, 

Very truly yours, 
(Signed) E. J. Kasset. 
_—_—_—_—_——___=== 

Be a keen investor—buy Thrift and War 

Savings Stamps. 
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CROWN WATCH GLASSES 


ALWAYS MADE in FRANCE at one and the same FACTORY— 
NOW, BEFORE and DURING the WAR 


The Standard 
For Over 
Fifty Years 


Quality 
Finish 


Correct Gauge 





CLEAR AND WHITE—EASIEST TO FIT—LEAST BREAKAGE 


Crown watch glasses have given satisfactory 
service for over fifty years. They excel in 
accurate gauging and are labeled with the correct 
16th and corresponding metric size. 


Sold by Jobbers in all parts of the United States 


Inquiries addressed to us as to where these high grade 
glasses may be obtained will receive our prompt attention. 
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| Various Forms of Twenty-four Hour Clocks 





Translated expressly for The Jewelers’ Circular. 
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(Continued from Technical Issue of Aug. 6.) 


DP the second plan, the change in the se- 
ries of figures is made automatically at 
noon and midnight, each series remaining 
visible for 12 hours. We will here describe 
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two different mechanisms, by means of 
which this effect may be obtained. 
The first of these mechanisms is that of 
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M. R. Cottin, of Chatellerauot. It is repre- 


sented in Fig. 14. 


The part A, of thin steel, is movable un- 


der the stop-screw a. This part is provided 
with an opening for the passage of the 
cannon pinion and the pipe which we can 
see at c in the center of the plate. A sec- 
ond opening of peculiar shape is made at 
oo’. A pin b, set in the wheel B, serves, as 
a result of the turning of this wheel, to 
operate the part A and to push it from one 
side to another, working against the walls 
of this opening 00. When the piece has 
traversed part of the distance, under the 
pressure of the pin b, a click s, operated by 
a sufficiently strong spring, causes it to as- 
sume instantly the extreme position shown 
in the dotted line in the diagram. 

The course which the part A can follow 
is limited in all directions by a stud e, ad- 
joining the plate that carries the hours, a 
plate movable under the dial and concentric 
with it. This stud itself can follow a cer- 
tain course in a recess ee, made in the 
plate. 

The wheel B is driven by the hour wheel 
and it makes one revolution in 24 hours; 
r is the minute wheel of the dial train, 
and ?’ the inter-setting wheel of the wind- 
ing apparatus for setting the time. 

Under the action of the click s, the part 
A retains, by means of its projection n, the 
stud e in the position in which it is shown 
and which corresponds to the appearance 
of the figures 1 to 12 at the windows of 
the dial. The pin b will push the piece 
A towards the right, in acting against the 
side o’, the projection n’ leaves the stud e. 

The hours plate is, however, not wholly 
freed, because two little springs, fastened 
on the plate and not shown in the diagram, 
press under it and continue to hold it in 
place. 

After a certain progress, effected under 
the action of the pin b, the part A is forced 
suddenly towards the right, by the pressure 
of the click s on the triangular end d. The 
projection m then reaches the stud e and 
forces it instantly to e’, the position that 
corresponds with the appearance of the 
figures 13 to 24 in the windows. 

The wheel B, continuing its revolution, 
afterwards operates the part A in the op- 
posite direction and returns it to its origi- 
nal position. 

* * * 

The system shown in Fig. 15 was com- 
municated by a reader who could neither 
give us the name of the inventor nor that 
of the manufacturer. 

Two levers are shown; AA’, pivoted at o 
and o’ and on which two springs, n, n, 
act constantly in such manner as to force 
the arms a and s against one another. 

The extremity of each of these two arms 
reaches the stud e, carried by the hour 
plate, moving under the dial with the win- 
dow openings. 

Each of the levers A and A’ is equipped 
with a beak bb’, which presses against the 


circumference of the snail E. This snail 
is mounted on a wheel B, which meshes 
with the hour wheel ¢c and which gives one 


‘revolution in 24 hours. 


In the position shown on the diagram 
the arm a is pressing against the stud e on 
the right, the beak b’ having dropped to the 
bottom of the snail. The wheel B, con- 
tinuing its rotation in the direction indi- 
cated by the arrow, the lever A’ is pushed 
away to the left, while the lever A remains 
motionless, the beak b pressing against the 
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snail, the circumference of which is in part 
cylindrical. After half a revolution the 
beak b drops to the bottom of the snail and 
the stud ¢ is returned to the left under the 
action of the arm s. 

The stud e is almost constantly free, 
either in one direction or another, but the 
hour plate is retained as in the preceding 
system, by two small springs. The springs 
n, n’ have to overcome this resistance. 

The two systems answer their purpose 
well, but the first appears to be more sim- 


a 
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ple; it is preferable because the stud e is 
almost sonstantly held; it is free for only 
a few moments before the jump. 
* * * 
In Fig. 16 we are shown a dial in which 
the hours are done away with. This dial 
has a window opening in which appear suc- 
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Watchmakers’ Tools of Quality 


@aGiINCE 1876 the Kendrick & Davis Company, Lebanon, N. H., has 
\ KE ®&| been making the finest line of Watchmakers’ Tools on the 
FF} market. QUALITY has always been their aim, and the K. & D. 
Trade Mark on any tool stamps it as the very best obtainable. 
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All the materials that go into these tools are rigidly inspected and tested 
before used. The K. & D. Factory is up to the minute in equipment. 
Its workmen are skilled and every finished piece is carefully inspected, 
and the watchmaker has the assurance that every K. & D. tool is abso- 
lutely satisfactory in all respects. 


The Inverto Staking Tool 


One of the many Kendrick & Davis Co. quality tools. Has 120 
punches and 25 stumps 


j} Each punch can be inserted into the base of the frame and 
y) used as a stump. This gives the watchmaker an unlimited 
i/ assortment of punches and stumps. The punch used as a 

g—» stump is easily removed by a slight turning of the frame, mak- 

if ing the whole operation simple and satisfactory. 
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This is one of the 
patented features of 
the K. & D. Inverto 
Staking Tool which 
will readily be ap 
preciated by Watch- 
makers interested in 
doing their work 
more quickly, efh- 
ciently and satisfac- 
torily. 








All tools manu- 
factured by the 
Kendrick & Davis 
Co. are stamped | 
K. & D. None 
genuine without 
this mark. 
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cessively the figures 1 to 24. The hour 
hand is eliminated. 
In Fig. 17 we are enabled to see the de- 
tails of the mechanism. The figures 1 to 24 
are arranged on the circumference of a 
circular crown ¢c, which is so mounted as 
to turn freely in the hollows of three fric- 
tion rollers, ¢, c, c. On this crown there is 
adjusted a second crown, which carries 
the hours and which has, on the outside, a 
toothing like the calendar wheel and on the 
inside the same number of triangular teeth. 
A click, D, keeps this crown in place, 
allowing it to jump from one division to 
another. A finger, 4, operates against the 





Fig. 18. 


triangular teeth to produce the jump of the 
crown at each hour. This finger is mounted 
on a driving pinion G, guided by the dial 
train, and it is provided with a mechanism 
acting in the same manner as the surprise 
piece cf a repeater, by means of which the 
instantaneous jump of the crown is at- 
tained. 
* * x 

Another system which gives us the time 
automatically according to the two nota- 
tions, without changing the dial, is shown 
in Figs 18 and 19. 

The customary figures I to XII have been 
retained, and there is provided, under the 
twelve, a window opening in which the 
hours, according to the new notation, ap- 
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pear. During the first twelve hours of the 
day there is shown in the window opening 
a star or any other sign, as will be seen in 
Fig. 18. : 

Starting with 1 o’clock this star is re- 
placed by the numbers 13, 14, etc., which 
change automatically every hour. The 
number 24 appears when the hand points 
to XIJ at night; then, at 1 o’clock in the 
morning, there is the star again. 

Fig. 19 shows the mechanism by means 
of which these effects are produced. 
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A represents the hour wheel. On this 
there is fastened another wheel B, having 
30 teeth, which meshes with the wheel C, 
having 60 teeth. B making a revolution in 
12 hours, C revolves in 24 hours. 

On the wheel C is fixed a ratchet D, hav- 
ing 24 teeth, but 11 of these teeth have 
been suppressed. There remain, therefore, 
on the circumference of this movable part, 
13 teeth, which engage with the 13 teeth 
of another ratchet E, which operates one 
like it at G. 

Two jumper springs, F and I, work with 
the ratchets E and G. The jumper I, how- 
ever, does not act upon the teeth of the 
ratchet G itself, but on the leaves of a 
pinion H of the same number, but smaller. 
There is thus obtained an instantaneous 
jump of one tooth of the ratchet G, under 
the simple pressure exercised by the jumper 
F, which is much stronger than I. 

A disc J, bearing a star and the numbers 
13 to 24, is tixed on the ratchet G. This 
star and these numbers are so arranged as 
to appear successively in the window of the 
dial. 

The operation of this system will now 
be readily apparent. During 12 consecutive 
hours the ratchet D passes in front of the 
ratchet E without touching it. For this 
period the disc J remains motionless, pre- 
senting the star at the window, while the 
hands indicate the hours from I to XII. 

At 1 o’clock p. mM. the ratchet D begins 
to operate the mechanism by its first tooth; 
the jump spring of the ratchet E is raised, 
and when it falls again into the succeeding 
tooth it causes the ratchet G to advance 
by one tooth. The number 13 is then pre- 
sented at the window; at the following hour 
it is the number 14 and so on up to 24. 
At 1 a M. the star reappears, indicating 
that during 12 hours the figures on the dial 
are favorable ones. 

It will be seen that the combinations are 
as different as they are numerous, and that 
when the new notation shall be finally 
adopted, the clockmakers will be in a posi- 
tion to fully satisfy their customers. 


[THE END.] 





Tweezers for Bending Outside Coil 
of Mainspring 





GALVESTON, Tex., Aug. 20, 1919. 
Editor THE JEWELERS’ CIRCULAR: 
ENCLOSE a hairspring which I formed 
with a pair of tweezers I designed for 
bending up and down the outside coil. 

In an ordinary pair of tweezers I drilled 
a hole at the extreme end through both 
blades, with a No. 8 mascot pivot drill and 
put through a polished steel pin, soft sol- 
dered in one blade and left free in the 
other, so as to permit the opening and 
closing of the tweezers. 

The ends of the tweezers should be blunt 
rather than pointed. I grasp the hairspring 
at the place I want to bend and slightly 
press on a piece of flat, soft wood. 

Very truly, 
E. J. KASSEL. 








War Savings Stamps are convertible into 
cash at any postoffice any time. Buy 
Thrift and War Savings Stamps. 
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Mt. Wilson Astronomical Observatory 





Two interesting photographs are shown 

on this page. One represents a photo- 
graph of Mt. Wilson Tower telescope, from 
which valuable astronomical observations 
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MT. WILSON TOWER TELESCOPE. 
Photo copynghted by Underwood & Underwood. 


are made. The tower is 180 feet high. The 
Mt. Wilson Observatory, located near Pas- 
adena, Cal., has accomplished some _ re- 
markable work in solar photography. 


Another photograph shows the receiving 
telescope of the Mt. Wilson Observatory 








REFLECTING TELESCOPE CONTAINING LARGEST 
MIRROR IN THE WORLD. 
Photo copyrighted by Underwood & Underwood. 


of the Carnegie Institute at Washington, 
located. on Mt. Wilson. The mirror con- 
tained in this gigantic instrument is the 
largest in the world. The moving parts 
of the telescope weigh approximately 100 
tons, 


















234 


THE JEWELERS’ CIRCULAR September 3, 1919 

























Satisfying ! 
W. B. & CIE 


WATCH GLASSES 
None Better! 





FOUR FUNDAMENTALS: 
GAUGE, FLEXIBILITY, QUALITY AND FORM 
TELL THE STORY 


BEWARE OF SUBSTITUTES 


W. B. & CIEIS THE WATCH GLASS THAT 
NEVER_DISAPPOINTS 


MADE IN LORRAINE, FRANCE, SINCE 1721 





CARRIEDsBY ALL LEADING JOBBERS 


ALBERT BERGER & CO. 


MANUFACTURERS AND IMPORTERS 
NEW YORK 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accombanied by full name and-address of the writer. 


Question No. 3694. 
spring Studs in Cheap Swiss Watches. 
Certain types of cheap Swiss watches are 
fitted with hairspring studs which merely 
are forced into a hole in the balance bridge 
friction tight. Several times I have broken 
pivots off when removing such studs. Can 
you tell me of some good method whereby 


I can avoid breaking pivots in such 
watches? Ee L. 
Answer—In removing hairsprings 


studs from the balance cock of watches 
of this type; we have often observed 
workmen using a knife to pry the stud 
loose. If the stud comes loose more 
easily than was expected, the knife- 
blade usually slips across the cock and 
breaks or bends the pivot. Tweezers 
and pliers have been designed for this 
purpose, but about the best method we 
know of is to make a small punch for 
removing such studs. The punch can be 
made similar to a jewel pusher; the 
the point should be just long enough to 
reach through the stud hole and just 
- slightly smaller than the stud hole in 
diameter. The punch may be fitted into 
a small handle and it is ready for use. 
In using this method we rest the balance 
cock on any convenient square-edged 
block of metal about an inch thick, which 
will allow the balance to hang down 
from the stud to partially rest on the 
bench. Then the stud may be easily and 
safely punched out with the small punch. 
The end of the stud arm being supported 
by the top of the block, close up to the 
stud, which is in contact with it, it 
is a very easy matter to hold the bal- 
ance cock level under any amount of 
pressure required for pushing out the 
stud, without the slightest risk of injury 
to any part. 

Question No. 3695.—Bascule Escape- 
ment. What is meant by a Bascule Escape- 
ment and what kind of a timepiece is it 
used in? B. K. 

ANnswer—The bascule is a form of 
chronometer escapement in which the 
detent is mounted on a pivoted axis. It 
is also known as the pivoted detent es- 
capement to distinguish it from the 
spring detent. 

Question No, 3696.— Wobbling of Clock 
Pendulum. What causes a clock pendulum 
to wobble and how can such a condition be 
avoided ? M. G. 

ANswer—The path of a pendulum 
should be in a straight line. Any devia- 
tion from this will affect the rate of the 
clock. Lack of squareness in the bracket, 

or a twist in the suspension spring, will 





tion. pearl Pea: i fix the lower 
end of the spring with but one screw, in 
order that the pendulum may hang plumb 
with no danger of blinding. If the pal- 
let staff is not at right angles to the path 
ot the pendulum, wobbling may be 
caused by the oblique action of the 
crutch. This demonstrates the neces- 
sity of care in adjusting the movement 
on the seat board in cased clocks, and 
it is also advisable to attach the pendu- 
lum of a turret clock to the frame of 
the movement, instead of to a separate 
wall bracket. 

Question No. 3697.—Silver Stripping 
Solution. Can you give me any formula 
and directions for stripping silver from old 
kmves, forks, etc? I want a solution that 
I can use with the electric current. 

| ey 

ANSWER—For stripping silver plated 
goods, such as knives, forks, etc., a cyan- 
ide stripping solution is usually used. 
The solution consists of one pound of 
C. P. Sodium Cyanide to each gallon of 
water, with the addition of one pound of 
Caustic Soda to each four or five gal- 
lons of solution. The Caustic Soda is 
not a necessity in making the solution, 
but it facilitates the operation and adds 
to the conductivity of the solution. The 
solution will be ready for use as soon as 
made. The current should be reversed 
for stripping, and an old file or other 
piece of steel (which has been previously 
cleaned) should be attached to the ca- 
thode rod and hung in the solution. Then 
the work to be stripped should be wired 
up upon iron wire and attached to the 
anode rod. Iron wire must be used for 
wiring up the work as the action of the 
current would soon cut copper wire 
thereby allowing the work to drop to 
the bottom of the solution. Several 
pieces may be stripped at once, say a 
dozen knives, but they should not be 
wired too closely together. When strip- 
ping the work should be agitated con- 
tinually, and all parts exposed to the 
steel cathode. Also a strong current 
should be used. In this way a very large 
amount of work may be stripped in a 
short time. After the solution has been 
used for some time the cathode will be- 
come coated with “spongy” silver, which 
should be cleaned off from the cathode, 
as the solution will not work efficiently 
with a heavy coating on the cathode. 
The “spongy” silver may be scraped 


off and allowed to drop to the bottom of 
the solution. 


When the solution is used 
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continuously, it will will be necessary 
to add a little Cyanide occasionally to 
keep it up to a good working strength. 
Britannia ware and white metal may be 
also. stripped in this manner just 
as readily as steel, but it is not recom- 
mended for German Silver or brass 
goods, especially the latter, which would 
be ruined by the action of the current, 
if not watched closely and kept moving. 
The best results are obtained from this 
or any other stripping solution by agi- 
tating the work continuously and exam- 
ining occasionally. As soon as the silver 
appears to be stripped off, the work 
should be removed from the solution. 

Question No. 3698—Free Cyanide. 
What is meant by free cyanide in plating 
solutions? N.. Bs 

ANSWER—The term “Free Cyanide” 
mreans excess cyanide. In any plating 
solution a certain amount of cyanide is 
necessary to take up a given quantity of 
any metallic salts and hold them in solu- 
tion. Then a pre-determined amount of 
Cyanide is added to the solution and 
this excess amount is called “Free Cy- 
anide.” All cyanide solutions should 
contain a certain amount of free Cyanide 
which, when the solution is not in use 
will cause the anodes to take on their 
natural, bright color by dissolving the 
oxides formed on the anodes during the 
plating process. If free cyanide is not 
present in sufficient quantities to attain 
this condition, the oxides will remain on 
the anodes, thereby obstructing the plat- 
ing operations and evenually preventing 
any deposit. whatever until the anodes 
are removed from the solution and 
cleaned. 

Question No. 3699.—Fourteen Karat 
Gold Solution. Can you give us a good 
formula for making a 14-karat plating solu- 
tion which we can use for job work, such 
as lockets, chains, etc? B. & Co. 

ANSWER—A good formula for such 
work, which may be easily made and 
kept in condition consists of the follow- 
ing: Water, 1 gallon; Sodium Cyanide, 
10 ounces; Gold Chloride, 10 DWT. 
Copper Carbonate, sufficient to obtain 
the desired shade. 

A fourteen karat anode should be used 
with this solution. The anode is com- 
posed of fine gold 10 parts, oreide 8 parts. 

Question No. 3700. —Black Filling for 
Letters. [ have considerable engraving 
to do on silver and brass plates in which 
the letters are required to be filled in with 
some kind of black enamel. Can you 
advise me of some substance which can be 
quickly and easily applied as a filler? 

bm 

Answer—For filling in monograms and 
lettering on silver or brass where they are 
required to be black, we would recommend 
what is known to the trade as heelball, 
moistened with oil, and then rubbed over 
the letters until they are filled with black. 
Then wipe the plate clean with a soft cloth; 
several thicknesses of cloth fastened to a 
small flat block is very handy for this pur- 
pose. If heelball is not readily obtained, 
a mixture of lampblack and beeswax, 
melted together, will answer the purpose 
fairly well. 
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THE PERFECT WATCH CRYSTAL 


SOLD THE WORLD OVER 





Mr. Watchmaker : 


Good watch crystals are essen- 


tially the product of skilled labor. 


In the quarter of a century that SOLD 
we have heen making crystals we have 
developed a perfect watch crystal, THROUGH 
well gauged, sharply edged and the | 
proper height, thus eliminating trouble YOUR 
in fitting. JOBBER 


TRY K K TODAY 


Manufacturers and Importers 


Konishi Kotakudo & Co.., 


116 Nassau St., 517 Pacific Block 
New York City Seattle, Wash. 
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How We Can Best Adopt Standard- 
ization for Platers’ Solutions 
in Individual Plants 





1-3, 


A paper read at the American Electro-Platers’ Society convention held at Philadelphia, Pa., July 
1919, by Charles H. Proctor. 




















I HAVE taken as the title of my paper 

“Standardization” and how we can best 
adopt the method for individual plants. 
Webster in defining “Standardization” 
states that it is an “act of standardizing, to 
cause, to conform with, or regulate by a 
standard, to establish or accept as a stand- 
ard; specifically in chemistry to make a 
solution of known strength or composition 
for use as a standard.” 

If every great commercial or industrial 
plant or institution has reached the acme 
of efficiency they have done so upon the 
basis of standardization. We have heard 
much and also learned much about stand- 
ardization during the years of the great 
world war and since the outbreak in Aug- 
ust, 1914, all the great governments, who 
have been participants in the struggle for 
supremacy, have had their individual 
standards. Our own government has for 
many years specialized in standardizing all 
materials used in connection with the army 
and navy, although it is really not more 
than two decades since the standardizing 
of government products was started. 
About twenty years ago when I was en- 
gaged in the production of electrical and 
lighting equipment for fortifications and 
about every type of ship in the navy I re- 
member that when the government inspec- 
tors visited our plant the material to be 
inspected was laid out in the inspection 
room, finished and assembled in complete 
detail. The inspectors would go over about 
10 per cent of the articles, inspect them 
carefully and if they found no defects or 
imperfections in workmanship or the finish 
in the 10 per cent examined, they would 
then pass upon the whole as being accepted. 

Times have changed since then, the gov- 
ernment having created standards for about 
every phase of production. We _ find 
standards for this, standards for that, in 
endless variety, yet the aim has been to pro- 
duce the same results—a_ standardized 
product. 

These standards, from a layman’s view- 
point, have made the methods of production 
more intricate, yet the manufacturer or 
producer seldom goes wrong if he follows 
the “standard specifications” prepared for 
him by the government. In some very rare 
instances a mistake may develop in gov- 
ernment standard specifications, but it is 
very rare. The Bureau of Standards at 
Washington, D. C., was created for the ex- 
Press purpose of standardizing ways and 
means best adapted for the production of 
material for the government. However, 


the Bureau is not only carrying on work 
for the government, but it is also helping 
our great commercial industries to develop 
Standards for production in a thousand 
ways. 





INTEREST OF THE BUREAU OF STANDARDS 

We all know of the splendid interest Dr. 
W. G. Stratton, director of the Bureau of 
Standards, has taken in our work and our 
society and also the interest our esteemed 
friend and collaborator, Dr. W. Blum, has 
shown in the development of efficiency in 
the electroplating industry. We have all 
listened, on many occasions, to Dr. Blum’s 
valuable talks and through him we are 
assured of the continued interest of the 
Bureau in our work as long as finances are 
forthcoming to carry on the work. In turn 
the members of the American Electro- 
Platers’ Society will render the Bureau 
every assistance they can to carry on the 
work. They will tell the Bureau about their 
problems and what they desire to accom- 
plish, giving them all the practical knowl- 
edge that will enable the Bureau to answer 
them intelligently and after all is said and 
done, production in the plating industry 
must be along commercial lines, instead of 
theoretical laboratory practice. 

The Bureau of Standards can develop-an 
efficient formula for you for any type of 
solution, giving the minimum and maximum 
efficiency of such a solution. In other 
words they can create a “standard” solution 

_ for you, but they cannot maintain such solu- 
tions as “standards” for you in your own 
plant, that is up to you. Theory and the 
“thumb and nail” rule methods do not 
maintain standards, they are only hap- 
hazard methods and future progress in the 
plating industry must eliminate them. 

The future lies before the plating in- 
dustry as it does with every great com- 
mercial enterprise in this country. Firms 
who have adopted standard methods of 
production will be in the front ranks of 
commercialism—the victors—the others 
being relegated to the rear and not until 
they adopt standard methods that will carry 
them forward to the front ranks can they 
hope for an equal standing in the ranks of 
commercial competition. The American 
electro-plater, therefore, must be up and 
doing and equal to any emergency for the 
future world competition will force us as 
a great commercial nation to adopt the 
greatest efficiency in the production of all 
materials. Are we ready for the task that 
will eventually be imposed upon us? 

Empires have fallen but the people still 
remain and passing events have proven that 
the people are greater than their govern- 
ments. The vanquished people must work 
out their own future destiny from the ruins 
that their autocratic and imperial govern- 
ments have brought upon them. It means 
hard work for them and it means competi- 
tion in production for us, the sweat of the 
brow to eat the bread placed before us. 
The people who have been misguided by 
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imperial and autocratic masters have 
awakened to the fact that years of hard 
manual and efficient labor can only repay 
the costs of their downfall. We shall have 
world competition and the American work- 
man must meet it not only upon the basis. 
of true co-operation of capital and labor, 
but by efficiency in production based upon 
“standardization.” 

The American workman has lived better 
in the past and must live better than any 
other workman in any of the other coun- 
tries, if he would maintain his standard 
of living. His returns for his labor have 
been greater than that obtained by work- 
men of other nations and must continue so. 
If he has earned more in money be has: 
accomplished more in labor and produc- 
tion in a relative time, so he has been 
worthy of his hire, but in the future he 
must still become more efficient and this 
means the plater, too. 


STANDARDIZING INDIVIDUAL METHODS 


Have you ever thought how easy it 
would be for you to standardize your own 
methods to suit your own individual plant 
and in this way produce greater efficiency, 
as well as become a more economic factor 
in the trade? It is being done in many 
plating plants even today by many of our 
fellow members. They have adopted 
simple methods which, in many instances, 
I have laid down for them, and today they 
are working along lines of practical stan- 
dard methods of production. They have 
eliminated guess work just as a man elimi- 
nates guessing the time of the day when 
he carries an accurate time piece in his 
pocket. Many years ago, while discussing 
some problems in plating with a chemist 
friend, he made the following remark: 
“If you can produce certain results under 
certain conditions from your plating solu- 
tions today, and if you reproduce identical 
conditions tomorrow you will reproduce 
identical results.” 

We know this to be true but in those 
years it seemed that sometimes the identi- 
cal conditions of one day could not be pro- 
duced on the following day. The above 
remark was made before the plater had volt 
or ampere meters, when quite frequently 
the plater would go to his solutions and 
find that he was drawing metal from his 
cathodes into the solution instead of de- 
positing metal upon the cathode from the 
anode. The polarity of his generator would 
frequently switch over and in his absence, 
solutions would become contaminated, due 
to reversal of the current. Not having any 
volt or ampere meters to control his solu- 
tions and the rate of deposition, which was 
all accomplished by guess work or by 
weighing the product, he had not com- 
menced to apply the ampere law to deposi- 
tion. Many platers even today are not 
using the law but they are going to be- 
cause the law is one of the fundamental 
principles that govern the weight of de- 
posits or in other words is a basic factor 
for “standardization” in- electro-plating, 

(To be continued) 








An unsuccessful attempt was recently 
made to gain entrance to the jewelry store 
of Frank Hammond, Buffalo, N. Y. 
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Get the Bradley Way 


Bradley Polytechnic Institute, Peoria, IIL. 


and be able to fill one of the hundreds of positions offered by the Jewelers from 
all over the country, at wages ranging from $25.00 to $50.00 per week. If you 
cannot make arrangements to start now, try to get in the first of the year, immedi- 
ately after the Holidays. 




















Some of Uncle Sam’s fighters who are now studying Horology 


BRADLEY POLYTECHNIC INSTITUTE stands for the highest grade 
of work in watch repairing, jewelry work and engraving. A common education 
only required for the course through the Horological Department. 

Thousands of first class workmen are employed all over the United States 
who owe their success to the training obtained at this institution and we are doing 
our best to supply the trade with help in these several lines of work. 

Don’t put it off any longer. Write for our catalogue today. Address a post 
card to 


HOROLOGICAL DEPT. C, PEORIA, ILL. 
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Plating Calculations 





(From the Meial Industry.) 

CALCULATION OF THICKNESS oF Deposits. 
_It is easy to calculate the thickness of 
the deposit from the amount of metal de- 
assuming that the metals are de- 
posited, exactly in accordance with Fara- 
day's law. If, for instance, a current of 
10 amperes is passed on the square foot 
of cathode surface, then copper, nickel and 
silver are deposited in the proportion of 
their chemical equivalents, viz., 31.8, 29.3, 
108, respectively. If these metals had the 
same specific gravity, i.e. if equal weight 
of the metals occupied equal volumes, then 
these equivalent weights spread over equal 
areas would produce deposits of equal 
thickness. However, this 1s not the case, 
as the specific gravity of the metals vary, 
being 88, 83, 10.5, respectively. The 
higher the specific gravity (or the heavier 
the metal) the less is the volume occupied 
by a given mass. The volumes occupied 
by the chemical equivalents in grammes are: 


posited, 


31.8 29.3 
Copper = —— = 3.6 c.c.; Nickel —— = 
8&8 8.3 
108 
3.5 c.c.; Silver, —— = 10.3 c.c. 
10.5 


Now, 26.8 ampere hours deposit the gram 
equivalent, and, therefore, deposit 3.6 c.c. 
of copper; 3.5 cc. of nickel; and 10.3 c.c. 
of silver, in the proportion of 1 copper, 97 
nickel, 2.86 silver. Hence, if spread over 
the same surface, the thickness of the layer 
would have the same proportions, and 
therefore, if deposited quantitatively, the 
same current density yield deposits of 
nickel and silver .97 and 2.86 times, re- 
spectively, as thick as that of copper from 
the acid bath. 

THICKNESS OF Copper Deposits.—Assum- 
ing a current density of 40 amperes per 
square foot, find thickness of deposit of 
one hour. 

Total amount of copper deposited = 40 
X 1/16 & 11.82 = 47.3 grams. 

If to represent thickness of deposit, we 


get: 
1 cu. inch = 12 X 12 X t= 144 t cu. in. 
Now 1 cu. inch = 16.4 cc, and 1 c.c. 


copper weighs 8.9 grams, 

.'. 1 cu. inch of copper weighs 16.4 X 
89 = 146 grams; 

.’ . 144 t cu. inches weigh 146 * 144 X 
t = 21,000t grams. 

47.3 

Hence, 21,000t = 47.3 and t = ——— 
21,000 
X .00225 inch. 

Similarly, a current density of 20 amperes 
per square foot would give a thickness of 
% X 00225 = .001125 inch per hour. 
Hence to produce a thickness of one inch 


per hour, it would require a current density | 


of .001125 %& 20 = 17,700 amperes per sq. 
foot. 

Although this figure is outside the range 
of practicability, we can obtain some use- 
ful figures. Thus in one hour :— 

177 (nearly 180) amperes per sq. foot 
give a deposit 1/100 in. thick. 

17.7 (nearly 18) amperes per sq. foot 
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give a deposit 1/1000 in. thick, while in 10 
hours: 

177 amperes per sq. foot give a deposit 
1/10 in. thick, and 17.7 amperes per sq. 
foot a deposit 1/100 in. thick. 





Glass Dishes, Silverplated Inside, 
Sometimes Used as a Substitute 
for Platinum Crucibles 





CCORDING to the Chemiker Zeitung, 
Professor Gewecke, of Bonn Univers- 

ity, who has been experimenting to find a 
substitute for the platinum dishes, weighing 
from 30 to 40 grammes, which are used as 
cathodes in electro analyses, has found that 





CIRCULAR 








239 


Hand Carved Ornamentation for the 
Better Grade of Celluloid Toilet 
Ware 


SUGGESTION that may prove of 
value to some jewelers and engravers 
comes from Wm. C. Scheefer, connected 
with the house of Fred E. Hull, of Saranac 
Lake, N. Y., and relates to the ornamenta- 
tion of white celluloid or imitation ivory 
of the finer grades. 
This style of engraving or rather carving, 
he says, has been found to appeal to 
people desiring more than just the filled-in 


color work that has been done on a white 


celluloid toilet ware in the past, and it 








HAND CARVING IN WHITE CELLULOID BY W. C. SCHEEFER, SARANAC LAKE, N. Y. 


glass dishes silver-plated inside can be used 
to great advantage. In order to make the 
silver coating adhere properly to the inside 
of the glass its surface is first sand-blasted, 
by which a better result is obtained than 
by the use of hydrofluoric acid. The dishes 
must be thoroughly cleaned, first with 
chromic acid, then with soda solution, and 
finally with nitric acid, before the first sil- 
verplating. An ammoniated solution of 
silver nitrate, reduced by the addition of 2 
ccm. of 40 per cent. formalin solution, is 
the most suitable vehicle for plating. At a 
maximum temperature of 30 deg. a deep 
blue silver precipitate of from 0.03 to 0.5 
grammes is obtained in three or four min- 
utes. 

The dish, having been dried, is pro- 
vided with a strip of platinum sheet 2 mm. 
wide, of which one end must touch the 
silver coating, while the other end is bent 
over the rim of the dish and provided with 
an attachment screw. Experiments to re- 
place platinum anodes by carbon anodes 
have not been satisfactory. 


helps to sell the better grade goods because 
it differentiates them from the cheaper ones, 
as it is impossible to do this kind of en- 
graving on the lower priced articles which 
are made of very thin celluloid. 

Mr. Scheefer’s ideas of carving are well 
shown in the white celluloid plate which 
he recently prepared and which is repro- 
duced herewith, the original of the plate 
being 10 by 10 inches. 





Secretary of State Lansing slipped out 
of the council chamber and went souvenir 
hunting in the palace. Luck was with 
him, he said, for he found a remarkable 
piece of antique wallpaper. 

Next day a frantic Japanese stenographer 
was looking for his shorthand notes.— 





“Pardon me,” -he said, “I bought this 
shirt here yesterday. However, I don’t 
like it and I wondered if I could change it 
at this counter?” 

“Oh, dear, no!” she answered. “You'd 
better go in a private room.”—Yale Record. 





























en i in SS aS 


240 





THE JEWELERS’ CIRCULAR September 3, 1919. 














HIGHEST QUALITY 
C IL O C IK S “DISTINCTIVE STYLES 
( | ( 
re {DEALT in| 
w= and BY THOSE Demanding 
‘Yers| USED | | the BEST 


@ae All others are comparative 


“CHIELSEA” 


8 DAY 
HIGH GRADE—LEVER 


CLOCKS 


Mantel Office, Marine, Autoclocks and 
Striking “Ship's Bell” Clocks and Hour 
and Half Hour Striking Clocks 


= Especially for High-Class Jewelry Houses, we supply these fine Clocks, 
in a Great Variety of Attractive Models of High-Class Cast Brass, 
Bronze Metal and Mahogany Cases. 











#e ILLUSTRATED CATALOG ON REQUEST 


CHELSEA CLOCK CO. 


10 State Street Boston, Mass., U.S.A. 
Makers Exclusively of High Grade Clocks Established 1897 
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[Patents Granted by the United States. The 
United States Patents That Have Expired 
and the Registered Trade-Marks. 


UNITED STATES PATENTS. 











Issue of Aug. 19, 1919. 


1,313,271. DEVICE FOR OPENING WATCH 
CASES AND OTHER ARTICLES. Hucu 
C. Danner, Martinsburg, W. Va. _ Filed 


March 1, 1919. Serial 280,156. 
A block of flexible elastic material adapted to 
be applied to a watch case or other disk-form 
article and presenting a relatively thick and rela- 


ad A 
2 LP 
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Ci s= 


tively rigid peripheral part and having a concave 
face and made thinner and more yielding toward 
the middle to permit the expulsion of the air 
under pressure and the formation of a vacuum 
to cause the adhesion of the block to the watch 
case. 
1,313,298. 
son, Providence, R. I. 
Serial 288,589. 
In a clasp having a lower member and an op- 
posing member, a substantially U-shaped clamp 














LINGERIE CLASP. Oscar R. Joun- 
Filed April 8, 1919. 


Ss 2 
8 
eS 
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borne by one of said members and formed by 

bowing the normal side edges of said member in- 

wardly toward each other, said side edges forming 

the sides of the U and the base of the latter ex- 

tending below the under face of said member. 

1,313,304. SECONDARY ELECTRIC CLOCK. 
Frank F. Lanpis, Waynesboro, Pa. Filed 
July 27, 1915. Serial 42,192. 

In a secondary electrically operated clock 
mechanism, the combination with the operating 
magnets, ratchet-wheel and pawl-carrying lever, of 
an armature having an operating lever rigid there- 





with and arranged with its upper edge in contact 
with the lower edge of said pawl-carrying lever, 
the edges of said two parts being equally curved 
but in reverse directions and of the same length 
along their contact, faces, said armature being 
mounted to rock on’a support adjacent the pole 
of the magnets, substantially as set forth. 
1,313,305. SYNCHRONIZING CLOCK SYSTEM. 
Cuinton E, Larrasez, Binghamton, N. Y. 
Filed Dec. 12, 1918. Serial 266,419. 

In a master clock for synchronizing systems, the 
combination of a movable member, a local circuit 
under the control of the clock for imparting move- 
ment at a given rate to said movable member, a 
second movable member, a main circuit connection, 
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also under the control of the clock, for imparting 
a like movement to said second member in exact 
unison with the first, and means adapted to be 
brought into operation by the failure of the main 











| 





























source of current and the departure of the two 

members from unison to give a signal. 

1,313,636. WATCH CASE. Wittiiam J. Larkin, 
Waterbury, Conn., assignor to Waterbury 
Clock Co., Waterbury, Conn. Filed Sept. 26, 
1917. Serial 193,291. 

In a watch, the combination with the center- 
band of the watch case and the hands and the 
dial of the watch, of a front cover formed with 





openings shaped and arranged for the exposure 
of the hands and dial of the watch and having its 
edge turned inwardly to form a retaining-flange 
for its application to the said center-band and for 
the production of an annular recess; and a trans- 
parent closure installed within the said cover and 
having its edge inserted into the said recess, 
whereby the openings in the said cover are closed 
with provision for exposing the said hands and 
dial to view. 

1,313,644. WATCH AND OTHER BRACELET. 
Apotpm Simon, London, England. Filed 
March 27, 1918. Serial 224,993. 

An expansible and contractile bracelet for a 
wrist watch, comprising a thin substantially flat 
wrist-encircling band of flexible material that will 
snugly conform to the wrist of the wearer, with 
means for connecting the ends of the same to 
opposite sides of a watch, a frame having opposite 
guides through which the band slidably passes and 





trom which it is freely removable when detached 
from a watch, a roller journaled in the frame be- 
tween the guides and engaged with the band to 
cause the latter to wrap thereon, said roller ex- 
tending parallel to the flat sides of the band and 
transversely of said band, and spring means en- 
gaged with the roller and the frame to rotate 
the roller and cause the band to wrap thereon to 
take up the slack of said band when applied to 
the wrist of the wearer. 
1,313,645. SLACK-ABSORBER FOR BRACE- 
LETS OR THE LIKE. Apotpen Simon, Lon- 





don, England. Filed Feb. 28, 1919. Serial 
279,916. 


A slack-absorber of the character described, the 
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combination with a roller, of a single-piece sheet- 
metal frame having two opposite sides bent down to 
constitute two supporting-ears carrying each one 
end of the roller, and the two intermediate oppo- 
site sides perforated and bent down to constitute 
guides for a ribbon to be taken up on the roller. 


1,313,798. WATCH PROTECTOR. Witiam P. 
Devine, Dorchester, Mass., assignor to Devine 
Mfg. Co., Inc., Boston, Mass. Filed Aug. 
28, 1918. Serial 251,793. 

A protector for the hands or crystal of a watch 
comprising a body of celluloid having ribs formed 
on that portion of its exposed face which overlies 


6 


4 2 
2 

the figures or numerals on the watch dial, said 

ribs having such relation to each other as to pro- 

tect the portion of the body through which said 
figures or numerals are seen from becoming marred 
or scratched by ordinary wear. 

1,313,843. WRIST WATCH. Cuartes F. Trom- 
MER, New York, assignor to A. Wittnauer Co., 
New York. Filed Nov. 27, 1918. . Serial 
264,327. 

A wrist watch comprising a watch case having 
integral thin lateral rigid extensions; a plurality 
of rigid clasp sections, said sections being pivotally 
attached to said lateral extensions, the free ends 





of the said clasp sections being arranged in over- 
lapping sliding relation, the back of the watch case, 
the said extensions and the said clasp sections 
forming an encircling means for the wrist of the 
wearer; means for normally contracting said clasp 
sections; and means for holding said clasp sections 
in relatively adjusted positions. 





Designs 
53,705. EMBLEM, BUTTON, RING TOP, PIN, 
OR ARTICLE OF SIMILAR NATURE. 
Carvin Dean, Providence, R. I. Filed Jan. 


25, 1919. Serial 273,164. Term of patent 3% 
years. 
53,721. HAND-BAG FRAME. Witi1am Turton, 


Newark, N. J., assignor to the Art Hand-Bag 





Frame Co., New York, N. Y. Filed April 18, 
1919. Serial 291,147. Term of: patent 3% 
years. 





The exports of precious stones out of 
London for the seven months ending with 
July, 1919, was $22,309,579, as compared 
with $10,172,947, for the same period in 
1918, an increase of $12,636,632. The value 
of art objects exported from London from 
January to July, 1919, was $2,435,282 as 
compared with $1,413,647, for the same 
period in 1918. 
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ESKA 
Products Are Reliable 


When you place your orders with us, 
you can do so with the firm conviction 
that our reputation and guarantee are 
going to back up everything we send 
you. 











Alarm Clocks 
Our Leader 





Cut Glass 


An entire line of Num- Eska No. 1 
sen Bros., high grade Eska No. 2 
flint glass in exclusive Eska No. 3 
patterns. Also a splen- Radile No. 1 
did line of light weight Radile No. 4 
glass. Cupid 
Redwood 





Silver-plated Ware 


1847 Rogers Bros. 
R. Wallace & Sons 
Wm. Rogers ‘Mfg. Co. 
Oneida Community 


Clock and Candlestick Combination 


SIX CLOCKS (2 DESIGNS) AND TWELVE CANDLESTICKS, PACKED 
IN A CASE. SPECIAL PRICE, $47.50 






No. 3770 Clock—914 inches high, 1814 inches long. Real mahogany finish. Eight-day, hour and half-hour 
strike. Six-inch porcelain finish dial, bowed glass. Candlesticks 10 inches high. Solid mahogany. 


ESKA MANUFACTURING CO., Baltimore, Md. 


For the convenience of dealers in Greater New York, we maintain an office at 9 Maiden Lane 
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H. Vinick has returned from a buying 
trip to New York. 

Henry W. Chadwick, of 21 Bromfield St., 
is on a vacation in New Hampshire. 

William L. Ripley, Jr., now with George 
Gooding & Son, is opening a store in Taun- 
ton. 

5. 3. Gerstein is among thelist of vaca- 
tionists this week. He is at Mt. Sunapee, 
N. H. 

H. D. Higgins, of Higgins, Magnuson & 
Co., has returned from a month’s vacation 
in Maine. 

After a prosperous business career of 31 
years. H. B. Howland of New Bedford 
retires from active management to private 
life. 

Mr. Blackinton, who had been seriously 
ill for months, has returned to Albert 
Walker Co., where he received a hearty 
welcome. 

Mr. Stebbins, formerly employed by the 
E. Howard Clock Co., but since with Bige- 
low-Kennard & Co., has returned to the 
Howard Co. 

Lieutenant Peats, formerly with the Bos- 
ton Jewelry Mfg. Co., has returned from 
the battlefields of France with four gold 
chevrons on his arm. He fought in most 
of the major battles. 

The jewelry jobbers, with only one or 
two exceptions closed from Friday evening 
until after Labor Day, an innovation in the 
previous custom of taking only the first 
Monday in September. 

B. B. Perkins, St. Albans, Vt., a frequent 
trade visitor in Boston has opened a new 
jewelry store there and is carrying an ex- 
tensive line of china, cut glass and clocks 
in addition to the regular stock of jewelry. 

L. Drobny, Paris buyer for George E. 
Smith & Co., was in Boston last week on 
a business visit and consultation with the 
company. He is located at 4 rue Turgot, 
Paris, and is an expert judge of “perles 
and pierres fines, brilliants.” 

According to returns under the law for 
legislative counsel, the Jewelers’ Associa- 
tion of Boston this legislative session has 
paid $1,000 to George M. Poland for serv- 
ices on all matters relating to contracts for 
conditional sales and assignments of wages. 

J. B. Harkins, of Harkins Kirby & 
Murphy, is visiting Quebec on his Summer 
holidays. Harry McGachie, of Cowan, M. 
Myers Co., is back in his position as sales- 
man after a vacation in Atlantic City. 
George Lux, of Bond & Lux, of Connecti- 
cut, is at Gloucester. 

Information was received last week in 
Boston that a manufacturing enamel jew- 
elry company is to be located in Fall River 
as the result of a policy of the Chamber of 
Commerce to secure new concerns in that 
city. The company is known as the Fall 
River Enameling Co. and will be located 
on S. Main St., where hard enamel and 
chatelaine jewelry are to be manufactured. 

Many of the Boston jewelers have de- 
cided to open their stores at 9 o’clock in- 
stead of 8.30 in order to reduce working 
hours for the employes. This is in com- 
pliance with a request by the Retail Board 
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of the Chamber of Commerce. The change 
went into effect Sept. 2. At the end of the 
Summer schedule: these stores will close at 
5.30, instead of 5. Tabulations show that 
there is comparatively little shoppirfg dur- 
ing the first half hour. 

Dr. John A. Dawson, for more than 20 
years connected with the E. Howard Watch 
Co., as head adjuster, and afterward in 
business for himself as a jeweler and watch- 
maker, died suddenly at his home 111 Lake 
View Ave., Cambridge, Aug. 27, as the 
result of a shock. He was in his 8lst year. 
He retired from the jewelry business sev- 
eral years ago and took up the study and 
practice of osteopathy. He is survived by 
his wife, two sons and two daughters. 

Fully 4,000 watchmakers attended the an- 
nual outing of the Waltham Watch Co., at 
Norumbega Park, Aug. 23. In reserved 
seats at the athletic field were President 
Ezra Fitch, Vice-president Conover Fitch, 
the officials of the company, foremen and 
invited guests. An unusually large and 
well-contested list of races took place at 
the outing, the principal being as follows: 
Road race for boys, William Snow; Senior 
road race, O’Brien, Bright, Olmstead; egg 
and spoon race, Helen Linder, Doris Jones, 
Ruth Currin; three-legged race, Ida Lin- 
coln and Hester Breman,. Dorris Cullen and 
Irene Smith, Loretta Mallatt and Mildred 
Jones; tug of war, Punch team; pie eating, 
Ida Linell; 220 yard dash, Fallon; 100 yard 
dash, Carlson; ladies 75 yard dash, Miss 
Breman. 


The Watchmaker’s Wage 


(Continued from page 227) 














for both. I could go through the whole 
list and show you the same stupidity from 
a business standpoint. I would have the 
price for work regulated by the cost of the 
material, the time consumed and the skill 
required. 

Well, I have already been criticised for 
this assertion. The other party said that 
won’t work because some workmen can 
turn out more work than others and a scale 
of prices could not be fixed on account of 
that. No? I think it can “be did.” The 
prices can be fixed by taking into account 
the ability of the average workman who is 
a skilled hand. Then when the prices are 
arranged as they should be, we will be in 
the sun-light and the question of wages 
can be arranged to the satisfaction of both 
man and boss. I want to tell you that just 
as soon as this is done, the watch repairer 
will get more wages than he has ever 
dreamed about in the past. 

As I give my name and address, I would 
like to hear from both bosses and men as 
to their ideas on the three subjects. 

Yours truly, 
Joun A. CAMPBELL, 
Care of F. W. Jones. 








One morning recently the window in the 
jewelry store of J. M. Morris, 308 King St., 
Charleston, S. C., was smashed by thieves 
who made their escape in an automobile. 
Included in the loot taken were watches, 
LaVallieres, rings and other articles of 
jewelry valued at several hundred dollars. 
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Henry Hausmann is now on a trip 
through the west enjoying a vacation. 

Coleman E. Adler is absent on a trip in 
the east and will visit a number of points. 


Gabriel Hausmann has been in the east 
for several days and will’ go down to At- 
lantic City to spend a while. 


W. E. Taylor is expecting to return from 
his long vacation about Oct. 1. He is still 
in the mountains of Colorado. 


Charles W. Cohn, manager of Leonard 
Krower & Son, is at Hot Springs, Ark., 
undergoing treatment for rheumatism. 

W. T. White, of White Bros., is making 
a trip to several points north and east and 
will probably visit his relatives in Indiana 
on his way home. 


It is rumored that Mrs. G. Garritson, for 
more than 50 years located at 1129 Decatur 
St., and who recently closed out business, 
is about to open again. 


Joseph Haydel, who served with the Ma- 
rines during the war and was in the thick 
of the fighting, has returned and resumed 
his former place with Hausmann, Inc. 


C. L. Partin, Meridian, Miss., has been 
in this city for a few days with his hand 
in a sling. Mr. Partin was fishing and was 
“finned” by a monster catfish which he 
landed. 

C. Bleurer, Bleurer Bros., Biloxi, Miss., 
was in New Orleans during the week. W. 
Watermeier, Gulfport, Miss., was . also 
among the visitors recently. H. B. Over- 
street, formerly with White Bros. on Canal 
St. is now with the Carter-Allen Co., 
Shreveport, La. ; 

Hausmann, Inc., is facing the possibility 
of having to move from its present Ba- 
ronne St. location, but so far nothing has 
been decided upon. The building in which 
the store and factory are located has been 
purchased by the Grunewald Hotel owners 
and it is said an addition to the hotel may 
be built. Hausmann, Inc., has a lease on 
the place. Theodore Grunewald is at present 
out of the city and until he returns no 
decision can be reached by the Hausmanns. 








After several years of laboratory experi- 
mentation, a new, watch and clock oil has 
just been put upon the market which is 
claimed to be absolutely acid proof and 
which possesses all the other good quali- 
ties essential for watch oil. The originator 
proves his claims by sending with the oil 
several pieces of blue litmus paper so that 
the watchmaker can make his own test. 
If the oil contains acid, the blue litmus 
paper will, of course, turn red, but this 
does not happen. The oil is guaranteed, 
moreover, to resist moisture from the air 


_and hence not to gum or evaporate while 


in watches or ctocks. Before being mar- 
keted, the oil is subject to 26 separate and 
distinct tests which are designed not merely 
to determine its efficiency, but to prove 
that the oil is uniform in quality. The 
chemist who originated the oil rendered 
noteworthy services to the Government 
during the war. 
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Travelight “Radium Lighted” 


CLOCKS , WATCHES 


Actual Size 
“TRAVELIGHT” 
12-Size 
Nickel, Stem Wind and Set. = . 
SILVERTONE Dial. = ‘ Actual Size 


“OLALITE” 
6-Size 
Nickel, Stem Wind, Pendant Set, 
SILVERTONE Dial. 


“ETERNALITE” 
1 Day Long Alarm. Nickel Seamless Case, 534 Inches High. 
4 Inch Gold or Silver Embossed Dial, Radium 
Lighted Numerals, Hands and Crucifix. 


ASK YOUR WHOLESALER FOR “TRAVELIGHT” 
RADIUM LIGHTED CLOCKS AND WATCHES 
“They Sell Themselves’’ 
TRAVELIGHT MFG. CO. 231:239 N. Lawrence St. Philadelphia, Pa. 


THEODORE SCHISGALL, Manager 
St. Louis Sample Room, Boston Sample Room, 
704 Victoria Bldg. Dexter Bldg. 











YOU CAN SAFELY GUARANTEE P.S._OUR RADIUM DIALS ARE DIFFERENT AN EXCEPTIONAL WIDE VARIETY 


THE LUMINOSITY OF The best obtainable clock movements ; ENABLES YOU TO PLEASE 
OUR DIALS ceaeaaiaa setomative,_<estes_ benviten EVERY CUSTOMER 
exclusive use of 


RLM 


“RADIUM LUMINOUS MATERIAL” 
and general efficiency—are features of 
Our Product. 




















“LYTANITE” 
RAQIUM 


“DAINTY” N m 
“TRAVELIGHT” 1 Day Intermittent Alarm. 234 Inches ; LYTANITE , : . 
8 Day Signal Automatic Alarm. Nickel Seamless Case. High, 2%4 Inches Wide. 2 Inch 1 Day Long Alarm. 5% Inches High, 4% Inches 
6% Inches High. 43% Inch SILVERTONE Dial. SILVERTONE Dial. Wide. 4 Inch SILVERTONE Dial. 














